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Commercial Union 
And North British 
Groups Plan Merger 


London States Combined Groups 
Would Have Worldwide Assets 
In Excess of $800,000,000 


TO RETAIN OWN IDENTITIES 








Miller of Commercial Union and 
Nolen of North British Sailing 
Next Week for London 


The Commercial Union Assurance Co., 
with world headquarters in London, and 
the North British and Mercantile In- 
surance Co., with offices in Edinburgh, 
Scotland, and London, announced this 
week plans to merge ownership but also 
to retain separate identities. The Com- 
mercial Union, with assets of more than 
£158,000,000, or $440,000,000, would be, it 
is said, the leading company in the com- 
bined ownership. North British has 
assets exceeding £118,000,000, or $330,000,- 
000, and the combined total of $800,000,000 
is reported from London as the largest 
insurance deal ever recorded there. 

Yarry W. Miller, general U. S. attor- 
ney of Commercial Union Group, and 
William L. Nolen, United States manager 
of North British Group, are sailing next 
Wednesday, April 29, on the liner “Queen 
Elizabeth,” for London. If shareholders 
of the two large British insurers approve 
merger plans the new group would have 
about 45% of its business, approximately 
$125,000,000 in premiums on ~~ lines 
except life insurance, in the U. S 

Members of Groups 

The Commercial Union owns and con- 
trols the Palatine Insurance Co., Ltd., 
Union Assurance Society, Ltd., British 
General, and Ocean Accident & Guar- 
antee Corp. of London. It also controls 
the American Central of St. Louis, 
Commercial Union Fire of New York, 
California Insurance Co. of San Fran- 
cisco and Columbia Casualty. 

In the United States the North 
British Group consists of the North 
British and Mercantile, Pennsylvania 
Fire, Commonwealth of New York, Mer- 
cantile of America and Central Surety. 

While no official explanation has been 
given for this merger in Great Britain, 
observers here believe the move will 
effect major benefits and economies, In 
the United States facilities will be ex- 
panded and probably some economies of 
operation obtained. In recent years 
British companies, as well as American 
insurers, have suffered severe under- 
writing losses and although improve- 
ments are now foreseen, moves toward 
improving operations here have already 
been made by several British companies. 

Under the merger proposal, Commer- 
tial Union would offer five of its five- 
shilling (70-cent) common shares for 
tach four North British common shares, 
plus a cash payment of five shillings 
(0 cents) for each North British com- 
mon share. Also offered is a share-for- 
tare exchange of Commercial Union’s 
% preference stock for the North Bri- 
tish 4% preference stock, 
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Manhattan Casualty Company 
156 WILLIAM STREET, NEW YORK 38 


BEekman 3-2200 


SPECIALISTS in SERVICE to PRODUCERS 


WORKMEN'S COMPENSATION 
AUTOMOBILE LIABILITY 
BURGLARY 

FIRE and MARINE 


GENERAL LIABILITY 
PLATE GLASS 
FIDELITY and SURETY 
ACCIDENT & HEALTH 


and its Life Affiliate 
The Gotham Life Insurance Company 
Of New York 


LIFE GROUP ACCIDENT & HEALTH 
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The satisfaction that agents feel 

in dealing with Public Service is not built 
on one factor. It takes a healthy combination. 
It takes confidence — speedy and sufficient 
service — and a pricing structure that has 
agent success in mind. Give us a call 

and let us discuss ways of making your 
satisfaction perfect. 


20% DEVIATION 

General Liability All Forms 
15% DEVIATION 

Fire and Allied Lines 


10% DEVIATION 
Auto liability, other than private vehicles 


DIVIDEND PAYING 
Workmen’s Compensation 


our deviation arrange- 
ment and liberal 
commission make 
Public Service insurance 
easier to sell. 


Agency Supt. 
W. E. DANDRIDGE 







Long Island 
ROBERT ZMOOS 


Hudson Valley 
HENRY KOTZEN 
UPSTATE 
W. C. VAN VECHTEN 
Manager 
10 Gibbs St. 
Rochester 4, N.Y. 
Special Agent 
WILLIAM D. WILLIAMS 


MUTUAL INSURANCE CO. 

35 years of public service 

HOME OFFICE 

10 Columbus Circle, New York 19, N.Y. 








Vincent B. Coffin 
New Chancellor Of 
Hartford University 


Much Expected of | New Institution 
Which is Merger of Three 
Colleges There 


CEREMONY ISIMPRESSIVE 


Three Hundred Colleges Send Rep- 
resentatives From Faculties to 
Take Part in Event 








One of the finest honors yet given to 
an insurance man came to Vincent B. 
Coffin on Tuesday of this week when 
he was inaugurated as chancellor of the 
new University of Hartford. To take 
the post Mr. Coffin retired from Connec- 
ticut Mutual Life of which he was senior 
vice president. 

To witness the ceremonies which were 
held in Bushnell Hall, Hartford’s largest 
auditorium and scene of sym- 
phony concerts and other major cultural 


often 


events, three hundred universities and 
colleges from all parts of the nation 
sent representatives, all of whom in 


academic robes, marched into the audi- 
torium presenting a dramatic spectacle. 
These colleges were listed in the pro- 
gram by seniority, starting with Harvard 
University and William and Mary. In- 
cluded in the guests from universities 
were a number of women faculty mem- 
bers. The big auditorium was full. 


Hartford Solidly Behind College 


On the stage were the regents of the 
new university one of whom is Millard 
Bartels, vice president and generaj coun 
sel, The Travelers. Speakers included 
Governor Ribicoff of Connecticut and 
Mayor Kinsella, presidents of three well 
established local colleges which have 
been merged into the new University of 
Hartford which received its charter in 
1957. All speakers predicted that the new 
university will quickly occupy an im- 
portant niche in the university world. 

Chancellor Coffin thanked the city’s 

educators and business leaders for thei 
cooperation and support 
made the establishment 
possible. 
_ The merged colleges are Hartford Art 
School, founded in 1877; Hartt College 
of Music, founded in 1920; Hillyer Col- 
lege, founded in 1879. A new 150-acre 
campus in West Hartford has been 
obtained and a group of eight buildings 
is planned which will consolidate the 
colleges in one location. 

Every insurance company in Hartford 
without exception was represented in a 
group of University Founders, 175 indivi- 
duals in many fields being among these 
Founders. Those in the insurance field 
included Charles J. Zimmerman, presi- 
dent, Connecticut Mutual, who was chair- 
man of the formal fund raising campaign; 
H. Martin Tenney, Wilson C. Jainsen, 
Barnard Flaxman, John A. Blanchfield; 
Mr. Bartels. 
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~ LOS ANGELES AGENCY - 
wins 


ROBERT L. WOODS, C.L.U. \ 
General Agent, Los Angeles on 


-President’s Trophy 


The Massachusetts Mutual President’s Trophy for the 
most outstanding all-around performance by any of our 
agencies during 1958 has been awarded to Robert L. 
Woods, C.L.U., General Agent, and his Los Angeles 
Agency associates. They earned the same distinction in 
1955 and 1956. 


With ordinary sales of $45,607,000 in 1958, Los Angeles 
exceeded the previous all-time high annual production of 
any agency of the Company. In addition, group life sales 
amounted to $30,382,000, making a grand total of 
$75,989,000 for the year. 
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Forty-three members of the agency qualified for the 
Massachusetts Mutual Leaders Club. Thirty-two first 
and second year men sold $11,629,000 in 1958, or 25.5% 


of the agency’s total. 


The Atlanta, Rochester, New York-Steinberg and St. 
Louis agencies won Honorable Mention for their outstand- 
ing achievements in the keen competition for leadership. 








JOHN R. HUMPHRIES CLARENCE A. GRIMMETT, JR. B. WILLIAM STEINBERG, C.LU. LEONARD R. WOODS C. ED TUSSEY, C.L.U. 
General Agent, Atlanta General Agent, Rochester General Agent, New York-Steinberg General Agents, St. Louis 


Massachusetts Mutual 
LIFE INSURANCE COMPANY 


ORGANIZED 1861 SPRINGFIELD MASSACHUSETTS 





Vic 


Aft 
careel 
insure 
Ee Hi 
and d 
Mutu: 
on M 
home 
At 1 
North 
Beach 
Hill w 
convel 
the co 
by Mi 
The 
mw. J. 
agency 
life ins 
the po: 
He to 
summe 
produc 
L. Mc 
York ( 
of the 
In 195! 
years | 


$10,070, 


Ata 
Beach 
gized 
Mr. H 
to the 
John 
and p! 
Agents, 
to Mr. 
Hill Ay 
establis 
agent i 
wer pl 
j-year @ 
The g 
owing 
Hill = ni 
Olsen o 
general 
zone, pi 
duding 
gear, an 
was foll 
Richmor 
that for 
[02-year 
in honos 
would bi 


One o 
the Char 
me of tl 
lesignati 
past pre 
ELU Ch 
lirectors 
Underwr 
resigned 
‘committe 
lation h 
nM gover 
Huebner 
One of 
te only 
as been 
\ssociatic 
arch Bi 
Which suc 
life Ins: 
Associatic 
One of 
Ne sales 
inumeral 
titers as 
Meetings, 
kations, T 
‘om coas 


Mr. Hill 
Meer of 








1959 





April 24, 1959 








Page 3 











After one of the most successful 
careers which any agency head of a life 
one company has achieved, Grant 
L. Hill, for many years vice president 
and director of agencies, Northwestern 
Mutual Life, will retire to private life 
on May 31. He has been with the 
home oftice 25 years. b 
At the conterence of general agents of 
Northwestern Mutual Life in Palm 
Beach, held in March, tributes to Mr. 
Hill were an outstanding feature of the 
convention. Of the 97 general agents of 
the company all but nine were appointed 


by Mr, Hill, 


The late president of the company, 
M. J. Cleary, after a long search of 
agency directorate personalities in the 


life insurance field, selected Mr. Hill for 
the post of agency chief of Northwestern. 
He took office in Milwaukee in the 
summer of 1933. At the time he was 
production manager of the then Clifford 
L. McMillen general agency in New 
York City. In 1933 the paid-for insurance 
of the Northwestern was $191 million. 
In 1958 it was $730 million. Over those 
years the company paid-for record was 
$10,070,000,000. 

Tribute at Palm Beach 


At a Saturday night banquet in Palm 
Beach President Donald Slichter eulo- 
sized the services to Northwestern of 
Mr. Hill telling what this had meant 
to the company. 

John Mage, Los Angeles general agent 
and president of the Association of 
Agents, presented a silver Revere bowl 
to Mr. Hill, a replica of the Grant L. 
Hill Award which the Association has 
established as an annual prize for the 
agent in the half million dollars and 
over production class who exceeds his 
}-year average by the highest percentage. 
The general agents’ banquet on the fol- 
lowing Monday was designated Grant L. 
Hill night, toastmaster being Robert 
Olsen of Minneapolis. Six of the oldest 
general agents, each representing his 
zone, presented Mr. Hill with gifts in- 
duding a traveling case, radio, fishing 
gear, and a barometer-thermometer. He 
was followed by Howard D. Goldman, 
Richmond general agent, who announced 
that for the first time in Northwestern’s 
\02-year history a month was designated 
in honor of an individual and that May 
would be Grant Hill Month. 


One of Initial CLUs 


One of Mr. Hill’s chief interests is in 
the Chartered Life Underwriters. He was 
me of the first two CL Us to receive the 
lesignation. That was in 1928. He is a 
past president of the New York City 
CLU Chapter; has been on board of 
lirectors of American College of Life 
Underwriters 26 years, a post which he 
resigned this Spring. On the fund raising 
‘ommittee for the David McCahan Foun- 
lation he was its chairman and he is 
MM governing committee of the S. S. 
Huebner Foundation. 

One of his distinctions is that he is 
the only officer of any company who 
ids been head of Life Agency Officers 
Association, Life Insurance Sales Re- 
arch Bureau and of the organization 
which succeeded these two associations— 
life Insurance Agency Management 
Association. 

One of most successful speakers in 
he sales production field he has made 
‘tnumerable talks before life under- 
titers association congresses and other 
Meetings, CLU bodies and civic organi- 
ations. These talks have been delivered 
Tom coast to coast. 


Some Affiliations 


Mr. Hill was a founder-member and 
ficer of the original Sales Executives 





Club of New York and has been active 
in the Milwaukee Sales Executive Club. 
He is on the board of Better Business 
3ureau of Milwaukee, was chairman of 
YMCA general gifts committee in its 
successful new building campaign. His 
clubs are the Milwaukee University and 
Milwaukee Country. He was a charter 
member of a group of seven agency 
officers known as the Beachcombers, 
each representing a different company. 
They met for a day twice a year for 
more than two decades. Also, he belongs 
to the Pedlars, each member being a 
vice president in charge of sales of a 
different insurance company. 


World War I Experience 


Before joining the home office of 
Northwestern, Mr. Hill had won con- 
siderable success in the New York field. 
Born in Des Moines he started his 
career in Minneapolis, but a short time 
later when this country entered World 
War | he enlisted as a private in the 
Marine Corps, later was commissioned a 
second lieutenant. He went overseas as 
a regimental adjutant. In France his 
duties were related to training and re- 
laying of troops to the front. He went 
to Germany with the Fifth Marines, 
2nd division and became regimental 
munitions officer. On leave in the Riviera 
he met Marcelle Theren, to whom he 
was married for 27 years, who died in 
1949. Their son is Grant B. (“Bill”). 

“Bill” Hill was educated at Country 
Day and the Milwaukee University 
Schools here; then went into the moun- 
tain troops as an instructor in skiing at 
Camp Hale, Colorado. After a few 
months there he volunteered for service 
as a paratrooper in the OSS and was 
in North Africa; trained with the British 
paratroopers and jumped behind the 
German lines betore D-Day. When the 
Germans capitulated, his unit went to 
the Burma Road and later spent several 
months behind the Japanese lines until 
the war was over. Returning to civilian 
life, he was graduated in pre-medic from 
Johns Hopkins University, but decided 
he would rather have an_ insurance 
career. He decided to settle in a small 
town and rural area with his office in 
Hudson, N. Y., population 10,000. Each 
year he does better than a half million 
of production. He was the guest speaker 
at the Friendship Luncheon of the com- 
pany’s meeting at the Waldorf January 
of this year. 


How He Got London Job 


Upon leaving the service Grant L. 
Hill went to England looking for a job 
so he could marry. He locked himself 
up with a telephone book and a short 
time thereafter found himself in the 
office of the Ingersoll Watch Co. In- 
stead of walking out when told there 
was no position vacant he argued the 
matter and demanded the right to prove 
what he could do as a salesman. Finally, 
he broke down the resistance and was 
told he could have a trial job as a clerk 
in the company’s store in Regent Street. 
His sales the first week were double 
those of any other clerk, which led the 
company to investigate. Upon question- 
ing the young American it learned that 
he was not satisfied in making a routine 
sale when a window shopper came in 
and asked for a watch in the window. 
The cheap-priced watches were on dis- 
play for passers-by in order to catch 
their attention. All of Hill’s sales were 
of higher-priced watches. He soon be- 
came manager of the store and was then 
made general sales manager at the 
London headquarters. This meant being 
head of a fleet of thirty-two salesmen. 
He lived in England four and a half 
years. 


Grant L. Hill To Retire May 31 


Vice President and Director of Agencies of Northwestern 
Mutual Life Had Unusually Successful Career; 
One of Initial CLUs 





HILL 


GRANT L. 


When Mr. Hill returned to this coun- 
try he went with the Hall & McNamara 
agency of Penn Mutual Life in N. Y., 
becoming supervisor. The partnership ot 
Hall & McNamara was dissolved, J. 
Elliott Hall continuing with the Penn 
Mutual Life and John C. McNamara 
going with the Guardian. Mr. Hill went 
with the McNamara agency although 
maintaining his personal friendship with 
Mr. Hall. Starting in January, 1925, the 
McNamara agency paid for $11 million 
the first year and eventually became a 
$25 million agency. Mr. Hill decided to 
leave the agency and he became a per- 
sonal producer in the old Clifford L. 
McMillen agency, the Northwestern’s 
leading agency at the time. Then he was 
promoted to~ production manager for 
McMillen. Mr. McNamara later became 
a general agent here of Home Life. 
When Mr. Hill left New York for Mil- 
waukee he took with him the best wishes 
of all his former associates in this city, 
especially those of Clifford L. McMillen. 


Remarries in 1953 


In 1953 Mr. Hill flew to England tor the 
Coronation and met his present wife who 


was then the widow of Richard V. 
Hyland, a partner of the well-known 
engineering firm of Madigan-Hyland. 


Mrs, Hill has two sons, one an attorney, 
John Pateracki, a partner in the Wall 
Street firm of Whitman, Ransom and 
Coulson, and Thomas Pateracki who is 
an assistant manager with the Metro- 
politan Life in New York City. 

Commenting on his future plans Mr. 
Hill said to the writer 

“T intend to do quite ; a lot of traveling 
in the next few years. Mrs. Hill and | 
last year flew to Lisbon, visited Portugal 


and Spain and some other European 
countries, including taking in the Brus- 
sels World’ s. Fair, The year before that 
we were in Hawaii and in the preceding 
year in Mexico. Hope sometime to take 
an ocean cruise, 

“Because of the travel requirements 
of my work I gave up golf in 1933. | 
thought it enough to make my wife a 
travel widow without making her a golf 
widow as well. 

“Two years ago, we took up golf and 
have been playing week-ends weather 
and time permitting. We are really 
going to work now on golf and anticipate 
a lot of fun in the process. We both 
enjoy fishing, music and travel. I gave 
myself as a Christmas present a Ham- 
mond organ. Between organ, Spanish 
and golf lessons | presume I will think 
| am back attending school. At one 
time my French was fair, but I plan to 
polish that language up too. Years ago 
I did some literary writing on business 
subjects under a nom de plume so I 
may take that up again.” 

Mr. Hill has been approached to devote 
some time as a sales consultant and even 
to be president of a couple of smailer 
life insurance companies. He has also 
been approached to be sales manager 
of a real estate company while offers 
to go on lecture platform are also 
numerous, Currently, he has not thought 
of accepting any of ‘these popositions. 

“Tt would be inconsistent,” he said to 
the writer, “I have talked ‘earned’ leisure 
to so many for 40 years that I expect to 
enjoy some freedom for myself while | 

can. Ca. 


Some Grant Hill Sales Views 
some sales viewpoints 


Hill: 


Following are 
held by Grant L. 


Don’t pass up your best bets. The 
best bet is the man in front of you. 
It is not always easy to see the man 


you want to see, but once confronting 
him at his desk the opportunity is yours 
to grasp. What would you think of a 
general who after mapping out a skilful 
Ce ampaign of strategy, captures various 
vantage points, is in a position to take 


an even more vigorous offensive, and 
then does not follow through? It is 
necessary to win more than half the 


battle ; otherwise, there is no real victory. 

Few prospects are 100% _ combative, it 
takes will power to say No just as it 
does to say Yes. The prospect who con- 
continues to resist your sales pressure 
and does it successfully will not be nearly 
so adamant when you ask him for names 
or references. The successful agent will 
walk out of nearly every interview with 
something. If not a sale, then at least 
a lead, 

I see little excuse for a man not know- 
ing his own business. One of the best 
ways to learn it is to concentrate on 
essentials. 

Accidents will happen, lucky breaks 
are not uncommon, but an accident is 
not an important or frequent factor in 
the day’s work of a consistent producer. 

The more you contact the easier it is 
to know where and with whom to con- 
tact. 


LAA Appoints Committees 


The Life Insurance Advertisers Asso- 
ciation has appointed its 1959 committees. 
Chairmen, vice chairmen, and their re- 
spective committees are: 

Henry R. Geyelin, Metropolitan Life 
and Russell V. Vernet, Mutual Life Of 
New York, advertising research; Loflin 
E. Harwood, Southwestern Life and Hess 
T. Sears, CLU, Equitable Life of Iowa, 
public relations research; Albert N. 
Beardshear, American United Life and 
F, J. O’Brien, Franklin Life, sales pro- 
motion research; Herbert J. Kramer, 
Travelers and C. Sewell Weech, Jr., Bal- 
timore Life, educational; John P. White, 
Lincoln National Life and Robert H. 
MacGregor, CLU, Phoenix Mutual, mem- 
bership; Richard A. Chatfield, CLU, 


Continental Assurance and Charles E 
Ferree, Jr., Berkshire Life, press. 

Also Richard S. Haggman, North- 
western Mutual, annual meeting; Francis 
L. Cooper, New York Life, and Douglas 
J. Alspaugh, Aetna Life, Eastern Round 
Table; Samuel J. Osborn, Ohio National 
Life and Mary G. Hickey, Northwestern 
Mutual, North Central Round Table; 
Clarence E. Bishop, Jr., Protective Life 
and Robert B. Lancaster, Life of Vir- 
ginia, Southern Round Table; Richard 
W. Marsh, California-Western States 
Life, Western Round Table. 

Charles R. Corcoran, Equitable Life 
Assurance Society, finance; Morgan S. 
Crockford, Excelsior Life, nominating; 
Morgan S. Crockford, Excelsior Life, 
special committee on membership and 
institutional relations. 
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Planners of Southland Center 
Ben H. Carpenter and William H. Oswalt, III Have Back- 


grounds of Unusual Texas Interest 


Two of the officers of Southland Life who have devoted much of their time in 
past few years to details of construction and planning of the company’s Southland 
Center (dedication, of which on April 13 was described in The Eastern Underwriter 


last week) are Ben H. Carpenter, 
Oswalt, III, vice president. Their 


Ben H. Carpenter, executive vice pres- 
ident, Southland Life entered Texas 
University shortly before entering the 
Army as a private in World War II and 
when 19 was commissioned an officer 
upon graduation from United States 
Army Cavalry School in Fort Riley, 
Kansas. 

During the next three years, Mr. Car- 
penter saw service in Egypt, Greece, 
Italy, England, France and the China- 
3urma-India theater, the major portion 
of his combat service coming in the 
latter theater where he was awarded the 
Silver Star for gallantry in action while 
serving as a front-line combat officer. 
Also he was awarded the Chinese Com- 
mendation Ribbon for service in that 
country. He earned four stars for parti- 
cipation in four major campaigns. After 
Army, Mr. Carpenter 
Texas gradu- 


release from the 
returned to University of 
ating in 1948 with a degree in Business 
Administration. 

In March, 1950, Mr. 
elected to the board of the Southland 
Life and in March of 1952, became execu- 
tive vice president and chairman of 


Carpenter was 


executive committee. 
Wide Business Connections 

Parallel to regular duties with South- 
land Life, Mr. Carpenter is president of 
the Crockett Co., a real estate invest- 
ment firm which owns and operates 
extensive investment properties in Texas. 
He is president of Trinity Valley Cattle 
Beeftex Cattle Co.; vice 
Community 


Co. and the 
president and director of 
General Stores, Inc., and general man- 


careers 


executive vice president, and William H. 


follow: 


BEN H. CARPENTER 


ager of extensive farm and ranch prop- 
erties located in six Texas counties and 
involving several thousand head of cattle 
as well as cotton and feedstuff produc- 
tion. Mr. Carpenter is president of Na- 
tional Real Estate Development Corp., 
an organization engaged in development 
of land and the construction of houses 
in the Dallas-Fort Worth area. In the 
past year, this company has built and 
sold approximately $4 million worth of 
homes. 

In 1951, the Governor of Texas ap- 
pointed him to a six-year term as chair- 
man of the Livestock Sanitary Commis- 
sion of Texas, the state’s principal regu- 


City Manager of 3 Municipalities 


On February 5, 1954, Dan C, Williams, 
president, Southland Life Insurance Co., 
announced the election by the board 
of directors of William H. Oswalt, III, 
as vice president for Southland Life. 
In this capacity, Mr. Oswalt directed 
activities in connection with the con- 
struction of Southland Center, the com- 
pany’s multi-million dollar project. 

Mr. Oswalt attended public school in 
Dailas, graduated from Texas A & M 
College in 1940 with a degree in civil 
engineering and studied law at Southern 
Methodist University. He then engaged 
in a study of municipal government with 
the city of Dallas as apprentice city 
manager, rising to the post of assistant 
to the city manager. 

During World War II he served with 
the Corps of Engineers, spending two 
years in the European Theater as mili- 
tary government officer. Following his 
discharge as a major, he returned to the 
city manager’s office in Dallas. 

In June, 1947, he was appointed city 
manager of Jacksonville, Texas, and 
served in this position until his appoint- 
ment as city manager of Midland, Texas, 
in October, 1949. During his tenure of 
office in Midland, the city doubled in size. 
Its unusually rapid growth involved a 
huge program of municipal improvements 
including construction of public buildings, 
airports, streets, utilities, parks and other 
public works. Midland was able to absorb 
its exceptional growth and at the same 





WILLIAM H. OSWALT, III. 


time reduce its charges to the citizenry 
to such an extent that it has become 
an outstanding example of the efficient 
and effective administration of municipal 
affairs, 





latory agency for the billion-dollar lives- 
stock industry of Texas. 

Among other of his board directorates 
are American Brahaman Breeders Asso- 
ciation, National Finance Credit Corp., 
Texas Livestock Marketing Association, 
Texas Beef Council and Texas and 
Southwestern Cattle Raisers Association. 
He is a member of the livestock com- 
mittee of the State Fair of Texas and on 
board of Dallas Agricultural Club. He 
has been consistently active in programs 
encouraging the work of the 4-H Club 
and Future Farmer organizations. 


Trinity River Development 


Ben Carpenter is a vice president and 
a director of Trinity Improvement Asso- 
ciation and chairman of its legislative 
committee, which is formulating a com- 
plete program for the development of 
the soil and water resources of the 
Trinity River watershed. In 1955 he 


Chairman Carpenter; Pres. Williams 


John W. Carpenter moved from Corsi- 
cana to Dallas in 1918 and it did not 
take long for the citizens of the last 
named city to realize that a_ public 
spirited dynamo had moved into town. 
His career demonstrates how broad can 
be the activities of a citizen. Just to 
mention briefly what those activities are 
or have been takes up considerable space. 
At the start he became a leader in the 
public utilities field, later in insurance 
and other businesses, has been continu- 
ously engaged in farming and ranching, 
his family conducting such operations in 
eight counties of Texas. Prior to World 
War II he operated one of the largest 
dairy farms in North Texas. Over the 
past 16 years he has planted more than 
2% million pine seedlings on his Ander- 
son County farm. 

Early Experiences in Utilities 

Mr. Carpenter was born on a farm 
near Corsicana, Tex., attended rural 
schools, took brief courses in North 
Texas State Normal College, Denton, Tex. 
and Draughon’s Business College, Fort 
Worth. While working in the testing 
department of General Electric in Sche- 
nectady, N. Y., he took the company’s 
student apprentice course in electrical 
engineering. 

Mr. Carpenter’s first work was on 
his father’s farm and he then went with 
Corsicana Gas and Electric Co. working 
successively as laborer, lineman, plant 
engineer, bookkeeper, collector, superin- 
tendent of distribution and general super 
intendent. 

A Leader in Utilities Field 

Thereafter he filled the following 
posts in the electric utility field of the 
Southwest, beginning in 1907: president 
and general manager of Corsicana Gas 
& Electric, and same posts with Dallas 
Power & Light, after which he became 
president and general manager of the 
last named company. He retired as an 
active officer of Texas P. & L. in 1953, 
but remains as chairman of the execu- 
tive committee and a director. 

Among other posts in this field he has 
held have been president of Dallas Rail- 
way and Terminal Co. and either prest- 
dent, general manager or executive vice 
president of Texas Service Co., Texas 
Public Utilities Corporation, New Mexico 
Electric Service Co., and Texas Refrig- 
eration and Ice Co.. 

Bank and Business Directorates 


Mr, Carpenter served two terms is 
president of Dallas Chamber of Com 
merce during which time the program 
was carried out which resulted in con- 
struction of the much needed new 
Statler-Hilton Hotel. He is only man 
who has been a director of three banks 
in Dallas: First National, Mercantile 
National and currently the Republic Na- 


was designated as director and temporary 
president of the Trinity River Authority 
by Governor Shivers and later elected 
first president of the authority by the 
board of directors. The authority was 
approved by the legislature for the pur- 
pose of developing the Trinity River 
watershed for irrigation, flood contro! 
and eventual canalization for barge use 
to the Dallas-Fort Worth area. The 
proper and full use of all resources oj 
Trinity River will result in unmeasurable 
benefits to the Dallas-Fort Worth area 
and to all of Texas.He is also vice 
president of the National Congress for 
Rivers and Harbors. 

In June of 1948, Mr. Carpenter married 
Betty Ann Dupree. They have three 
children: Laura Lucinda; John W., III, 
and Elizabeth Carolyn. The family re- 
sides just outside of Dallas on Hag ‘kberry 
Ranch, one of Mr. Carpenter’s several 
ranches : 


tional Bank of Dallas. Other business 
affiliations include having been a director 
of Cotton Belt Railway Co. of Texas, 
Limestone Products, Inc., Crocket Go; 
National Estate Development Corp. and 
Trinity Valley Cattle Co. 

In Dallas civic affairs he is currently 
chairman of Southwestern Legal F “ounda- 
tion and was chairman of its fund raising 
campaign; is co-chairman of trustees 
board of Texas Research Foundation and 
a trustee of Southwest Research Iusti- 
tute. He is a vice president of State 
Fair of Texas and a director of Dallas 
Citizens Council, Dallas Crime Council, 
Dallas Grand Opera Association, Intra- 
coastal Canal Association of Texas and 
Louisiana and National Safety Council 
Years ago he organized and was first 
president of Dallas Agricultural Club. 


Some Civic Activities 


In the long list of civic activities here 
are some of the positions he has held 

Texas Centennial of Statehood Com- 
mission: chairman of finance committee. 

Texas Children’s Hospital: chairman oi 
fund raising campaign. 

National Conference of Christians ani 
Jews in the Southwest: chairman oi 
organizing committee, 

Big Bend National Park Association- 
first national park in Texas: member ot 
executive committee. 

Regional advisory committee of Re- 
construction Finance Corporation: mem 
ber of advisory committee. 

University of Texas’ Bureau of Busi- 
ness Research; on advisory committee 


Some Advisory Positions 


Mr. Carpenter has been a member oi! 
a large number of advisory committces, 
including these: Reconstruction Finane: 
Corporation, regional; University 0! 
Texas’ Bureau of Business Research; 
U. S. Chamber of Commerce Southwest- 
ern Business Council; Edison Electric 
Institute ; Southwestern regional of Na- 
tional Association of Manufacturers; 
utilities division, National Industrial 
Information committee; National River: 
and Harbors Congress; Boy Scouts ani 
Girl Scouts. i 

A few other activities have been with 
Texas Manufacturers Association, Texas 
Forestry Association, Texas Friends 0! 
Conservation, Greater Dallas Planning 
Council, Circle Ten Council of Boy 
Scouts, Civic Federation of Dallas, Dallas 
Historical Society, Texas State Historical 
Society, Texas Water Conservation As- 
sociation, Texas Society of Professiona' 
Engineers. 

Another activity has been in the 
Trinity Improvement Association whicli 
has as its aim complete development 0! 
the Trinity River, including its con- 
version to a large canal with locks and 
dams enabling barge navigation to the 
Dallas-Fort Worth area. 

He has also been active in establishing 
the steel industry in East Texas, having 
been the founder and first president 
of Lone Star Steel Co. He was its 
president from 1952 to August, 1%/, 
when he resigned the presidency an! 
became chairman of the board, where h¢ 
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served until March, 1949. He is at present 
a director. 

In 1930 he organized the Texas Secur- 
ity Life Insurance Co, which through 
a series of company mergers, acquisi- 
tions and consolidations, has become 
the modern-day Southland Life of which 
he is chairman of the board. 

In the world of education he helped 
establish Texas Technological College 
at Lubbock serving on its first Board 
of Regents and holds an LL.B. degree 
from Texas Tech. He was president of 
trustees of Highland Park Presbyterian 
Church. His clubs are Dallas Country, 
Dallas Agricultural, Dallas Athletic, 
Critic, City, Insurance clubs as well as 
of the Dallas Club. 





President Williams’ Career 
President Dan C, Williams of South- 


land Life also has a crowded schedule 
of worthwhile civic activities. They in- 
clude: 


was chair- 
Dallas 


Society : 
division of 


American Cancer 
man of big gifts 
County compaign. 

American Red Cross: 
man 1957-1959; chairman of 1956 
campaign. 

Arthritis and Rheumatism Foundation: 
treasurer, member of executive commit- 
tee, a director. 

Circle Ten Council of Boy Scouts of 
America: 1957 financial chairman, on 
executive board, a director. 

Dallas Camp Fire Girls—member of 
board. 

Dallas Chamber of Commerce: on fol- 
lowing committees — petroleum affairs, 
Trinity River, prosperity ways and 


means. 

Dallas Community Chest: chairman 
1956 special gifts section and 1957 Fund 
campaign. 

General Business District Association: 
director and on traffic and transit com- 
mittee 

Dallas Girl Scouts: director, 
of Council Advisory Committee. 

Public Health Museum: chairman of 
finance and executive committees. 

Dallas Heart Association: director. 


On Opera and Orchestra Boards 


Among other boards of which Mr. 
Williams is a member are Dallas Metro- 
pohtan Opera Association, Dallas Sym- 
phory Orchestra, Dallas YMCA, Dallas 
Zoological Society, East Texas Chamber 
of Commerce, Greater Dallas Planning 
Council; Cotton Bow] Council (chairman 
of parade committee). 

Also on boards of Life Insurance 
Medical Research Fund, Life Insurers 
ene, Salvation Anny, State Fair 

Texas (on these committees: honor 
award dinner, livestock and agricultural, 
poultry, special events, youth activities, 
women’s committee); state fair musicals, 
Texas Psychiatric Association, Univer- 
sity of Texas Development, Texas Life 
Convention, Texas Safety Association; 
Trinity Valley Cattle Co, and the 
Crockett Co. 

Mr. Wiliams belongs to Highland Park 
Presbyterian Church of Dallas of which 
he is now ruling elder and to Dallas 
County Extension Committee of Dallas 
Presbytery which provides financial as- 
sistance and counsel for the establish- 
men of new Presbyterian churches in the 
Dallas area and of which he is a past 
president; Presbyterian Book Store of 
Dallas. 


Chapter chair- 
fund 


chairman 


His Career in Petroleum 


Mr. Williams is a native of Brenham, 
Washington County, Texas who, after 
graduating from high school there at- 
tended University of Texas and received 
a Bachelor of Science degree in petro- 
leum engineering in 1935. 

His first work after graduating was in 
construction department of Magnolia 
Petroleum Co. in South Texas. Later, 
he held petroleum engineering positions 
in the East Texas oil fields. He moved 
to Dallas in 1938 with the Magnolia. 
In addition to the oil business he has 
long been active in the real estate and 
tanching business. 

Mr. Williams has been associated with 
Southland Life for 15 years. He became 
a director in 1944 and vice president in 

Six years later he was elected first 
vice president and on executive and in- 


Seaboard Now Licensed 


In Tennessee, Illinois 

Seaboard Life of America, Miami, 
been licensed to do business in Tennes- 
see and Illinois, Albert B. Myers, presi- 
dent, announced. The new licensing 
brings to four the number of states in 
which Seaboard Life, a legal reserve 
capital stock company, is now operating. 
The firm is licensed in Florida and Del- 
addition to Tennessee and 


has 


aware in 
Illinois. 
Seaboard was founded in Miami in 
1955 and launched an expansion program 
last year, when it merged with Preferred 
Life, Wilmington, Delaware, in October. 
As part of its continuing major ex- 
pansion effort, the company has licensing 
applications filed in 25 additional states. 





vestment committees. He became presi- 
dent in 1953. 

Mr. Williams is a past president of 
Dallas Country Club and Insurance Club 
of Dallas, was secretary of Dallas Club 
and his other clubs include the Aimme, 
Athletic City, Northwood. 

His wife was Carolyn Carpenter of 
Dallas and they have three daughters: 
Carolyn, 20; Harriet, 17; Suzanne, 13. 


Bleeker Joins Global 


Herman E. Phipps, Q. C., president of 
Global Reinsurance Co., of Toronto, an- 
nounces that Dr. Henry J. Bleeker, a 
graduate of Rotterdam University, ‘has 
joined the company as its manager. Mr. 
Bleeker has had considerable experience 
in the European insurance market. He 
was born in Haarlem, Holland, and lived 
in Indonesia for a dozen years. In 1942 
he joined one of the Netherlands com- 
panies of which he was managing direc- 
tor for 15 years. 





John Burgers’ New Post 

John Burgers has been appointed-man- 
ager of the new State Mutual Life of 
America agency which opened this 
month in San Jose, Cal., according to 
an announcement by John B. Nothhelfer, 
vice cnogey 

A native of San Francisco, Mr. Burgers 
was a civilian internee of ‘the Japanese 
in the Philippines for three years during 
World War II. He entered the insurance 
business in 1953 as an agent in San 
Francisco for Pacific Mutual. After gain- 
ing agency supervisory experience, he 
was transferred to their home office as 
head of the company’s sales training and 
development department for new agents. 





GENERAL AGENCY 


Opportunity wanted Metropolitan 
area. 7 years’ experience sales and 
supervision, full-time and brokerage. 
Excellent personal production. Age 39. 
Write Box 2697, The Eastern Under- 
writer, 93-99 Nassau Street, New York 
38, N. Y. 











Harold Baillie Appointed 
By American Life of N. Y. 


American Life of New York announces 
the appointment of Harold Baillie as 
life superintendent at its metropolitan 
branch office. He will be in charge of 
appointing general and brokers 
and developing life, accident and sickness 
business in the metropolitan New York 


agents 


area. 

Mr. Baillie has a background of 12 
years experience in the life insurance 
business. Immediately prior to joining 
American Life of New York he was 


brokerage supervisor with one of New 
York’s leading life insurance companies 

Mr, Baillie is active in the Life In- 
surance Supervisors Association and is 
a member of NALU. 





Plus a Unique 


EXAMPLE 


tinues; or 


|. Guarantees your beneficiary upon your natural death 


2. Upon accidental death __. 


Renewable and Convertible 


10 AND 20 YEAR TERM POLICIES 


AGE 40, MALE 





or 


William F. Kelly, Manager 


YUkon 6-6585-6-7 


DISABILITY INCOME ENDOWMENT FEATURE 


10 YEAR TERM 





$25,000 


$50,000 


3. Guarantees that in case prolonged total disability stops your earning power: 


A. You do not have to pay premiums that fall due during disability. 


B. If you are disabled prior to age 55 you will receive $125 per month up to age 60 and 
if still disabled at 60, the company will pay you: 


$25,000 in cash, plus $62.50 monthly income for life as long as disability con- 

2. A life Annuity of $137.75 per month, plus $62.50 monthly disability income as 

long as disability continues. 

4. First year dividend of $65.50 is not conditional upon payment of second annual premium. 


Annual Premium: $426.25 — Less first year dividend — $65.50 
First Year Net Cost: $360.75 


NOTE: Dividends are based on Current Scale and are not guaranteed, Conversion allowances starting with first year 
are in addition to dividends—present day conversion. 


NEW YORK - MIDTOWN BROKERAGE AGENCY 
PHOENIX MUTUAL LIFE INSURANCE COMPANY 


Suite 604 Chrysler Building, New York 17, N. Y. 


The Midtown Agency is exclusively a Surplus Brokerage Agency. 
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E. W. Marshall, Retired 
Actuary, Dies at 70 


LONG WITH PROVIDENT MUTUAL 


Vice President and Actuary of Com- 
pany Was Former President of 
Actuarial Society 


Edward W. Marshall, who retired as 
vice president and actuary of Provident 
Mutual Life five years ago, died Tuesday 
in a Pennsylvania hospital at the age 
of 70. 
Mr. Marshall joined Provident in 1911, 





MARSHALL 


EDWARD W. 


president and actuary 
since 1931 until his retirement in 1954. 
He was a past president of Actuarial 
Society of America, a Fellow of Society 
of Actuaries and corresponding member 
for the United States of the Institute ot 
Actuaries of England. He served as 
chairman of the actuarial advisory com- 
mittee of the Veterans A dministr: ation 
and was a member of the Joint Com- 
mittee of Life Insurance Association ot 
America and American Life Convention. 
He also was co-author with J. B. Mac- 
lean of “Distribution of Surplus.” 
Surviving are his widow, Viola; three 
sons, Dr. E. Wayne, William B. and 
David L. Marshall; a daughter, Virginia 


C., and five grandchildren. 


had been vice 


Promote A. B. Rutledge 


Life of Georgia has promoted A. B. 
Rutledge, Murfreesboro, Tenn., district 
manager, to division manager for Louisi- 
ana, with headquarters at Baton Rouge. 
Mr. Rutledge was Murfreesboro manager 
for ten years and was district manage- 
ment representative on the agency ad- 
visory committee. He has been associated 
with the company for 23 years. He suc- 
ceeds Ellis W. Parris, who was appointed 
agency inspection supervisor for the 
Gulf coast area of the company’s terri- 
tory. 


Northwestern Nationa! 


Reports Record Month 


Northwestern National Life of Minne- 
apolis reports that March was the best 
March in the company’s history with 
Ordinary sales of $16,400,000. This was 
an increase of 124%4% over March, 1958. 
The company was 17%% ahead of the 
first quarter of 1958 in new Ordinary 
sales at the end of March. 


LEADS GENERAL AMERICAN 


Paul Bloom, a representative in Boston 
for General American Life, sold more 
individual life insurance during the 
month of March than any of the com- 
pany’s other agents it has been an- 
nounced, Mr. Bloom is associated with 
the company’s E. S. Benson Agency in 
30ston. 


Union Cancels Policy 

News dispatches say that the taxicab 
drivers’ union in Chicago has cancelled 
its Group insurance policy with Occi- 
dental Life of California covering 5,000 
Chicago taxi drivers. Joseph Glimco, 
boss of the union, was accused before 
the Senate rackets committee of misuse 
of union funds. 





New GAMC Locals 

Formation of five new local general 
agents and managers associations, and a 
record-breaking mid-April membership 
mark, are announced by GAMC Head- 
quarters. Membership in GAMC for 1959 
on April 15 was 5,487, as compared with 
4,912 on the same date last year. Of 
this nearly 5,500 1959 membership, over 
100 are represented in the following new 
associations : 

Albuquerque, Greenville, S. C., Scran- 
ton, Pa., Polk County (Lakeland, Fla.), 
and Valley GAMA (Brownsville, Harlin- 
gen, and McAllen, Texas). 

There are now a total of 155 local and 
state management associations, accord- 
ing to Hastings A. Smith, CLU, chair- 
man of the GAMC extension committee. 


Jchn Reitano Appointed 


John Reitano of Los Angeles, a 29-year 
veteran in the life insurance business, 
has been appointed general agent for 
Pacific National Life in the metropolitan 
Los Angeles area. 

Mr. Reitano will specialize exclusively 
in brokerage business offering a com- 
plete portfolio of Ordinary life, Group, 
accident and sickness and_hospitaliza- 
tion coverage. A native New Yorker, 
he attended the University of Southern 
California and the University of Cali- 
fornia at Los Angeles. 

Pacific National’s home office and 
Group insurance division is in San Fran- 
cisco while its Ordinary life oa mceapest 
and sickness divisions are in Salt Lake 


City. 











et 





Mass. Indemnity General Agent! 


Take advantage of his services. He will be more than willing to help 
you in many ways. 

Whether it’s the preparation of a proposal for Mass. Indemnity’s 
Non-Can Income Protection, providing sales information and ma- 
terial, or simply discussing policy contracts, you will profit by his 
knowledge and experience. 

Why not call him now, while you are thinking about it? 






& LIFE COMPANY 


BOSTON, 


UBERAL FIRST YEAR AND VESTED RENEWAL COMMISSIONS ARE GUARANTEED BY CONTRACT WITH THE COMPANY. 





Program for Combination 
Companies Meeting Here 


Program details for the 20th annual 
Combination Companies Conference of 
Life Insurance Agency Management 
Association have been announced by 
W. Sheffield Owen, chairman of the com- 
mittee and vice president for Life of 
Georgia. The spring meeting will be 
held May 6-8 at Hotel Roosevelt, New 
York. A variety of subjects will be 
covered in panels, workshops and 
speeches. Richard B. Evans, president 
of Colonial Life, will address the Fel- 
lowship luncheon Wednesday noon to 
open the meeting. 

Presiding over the afternoon session 
will be C. H. Kendall, executive vice 
president of Washington National. The 
subject of “conversation” will be han- 
dled by Stanford Y. Smith, superin- 
tendent of agencies for Liberty Na- 
tional, and Frank De Young, superin- 
tendent of agencies for Colonial Life. 

A discussion of agency visits will be 
handled by the following: Richard W. 
Wiltshire, vice president and supervisor 
of agencies, Home Beneficial; Louis F. 
Runge, vice president and director of 
combination sales, Southland Life; J. 
Harold Gatewood, manager of agencies, 
Equitable of D. C.; R. W. Friedner, 
second vice president, Washington Na- 
tional, and E. H. Malone, agency secre- 
tary, Gulf Life. 

Workshops will be held Thursday 
morning, followed by a talk on health 
insurance by E. J. Faulkner, president 
of Woodmen Accident & Life. One 
workshop, moderated by Richard Wilt- 
shire, will cover agency systems for 
Ordinary business. Participants will in- 
clude: Rufus Fort, Jr., vice president, 
National Life & Accident; J. Hirsh, 
vice president, Sun Life of America; 
Rufus White, vice president and di- 


rector of sales, Pilot Life, and F. Court- 
ney Williams, superintendent of agen- 


cies, Metropolitan. 
Joseph J. Diamond, assistant vice 
president of Home Life of America, will 





Your Local... 





INSURANCE 


MASSACHUSETTS 











LIFE—A & S PERSONNEL 
CURRENTLY AVAILABLE 


For the convenience ot employers we are 
listing below our current Life—A & S ap- 
plicants that we can highly recommend. All 
men listed are under thirty-five years of 
age, have college degrees, commendable 
job stability records and identification with 
well-known companies. 


Type of Location 
Sotent Position Desired 
$-1215 — Life Attorney — Southwest 


$-1216 — Life Agency Sec. — North/NW 
S-1217 — Life Agency Director — Open 
S-1218 — Life Methods Mgr. — Northeast 
$-1219 — Jr. Life Undr. — Southeast 
$-1220 — Credit Life Supervisor — Open 

Complete information will be forwarded 
upon request about any of these candidates. 
In writing, please use number assigned men. 
hundreds of other applicants registered 
from ail areas of the country. Inquiries in- 
vited about our services. 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 


330 S. Wells St., Chicago 6, Ill. 
Harrison 7-9040 














moderate the workshop on merchandis- 
ing. Participants will include: William 
M. Hamilton, assistant director, field 
training, Prudential ; David F. Jackson, 
Jr., supervisor of sales promotion, John 
Hancock, and Robert K. Zelle, vice 
president, Life & Casualty of Tennessee. 

A workshop en recognizing perform- 
ance and service will be moderated by 
Lloyd A. Brewer, Jr., agency vice presi- 
dent for Equitable of D. C. Participants 
include: J. J. Raidy, director of indus- 
trial agencies, American National; Har- 
old Styers, vice president in charge of 
agencies Home Security, and Lewis F. 
Youngblood, vice president and director 
of agencies, Western & Southern. 

“Today’s Training Trends” will be the 
first subject covered Friday morning 
during the general session over which 
George B. Thompson, Jr., vice president, 
John Hancock, will preside, Participat- 
ing in the panel will be: Paul J. Wil- 
liamson, assistant vice president, Life oi 
Virginia; C. R. Darling, Jr., vice presi- 
dent and director of training, State 
Capital; John C. Grubb, vice president, 
Commonwealth ; Edwin P. Gunn, di- 
rector of field training, John Hancock; 
Fred G. Jarvis, senior consultant, 
LIAMA, and Arnold Rothschild, secre- 
tary and director of training . Sun Life 
of America. 

The subject for the final panel will be 
“Making Managers More Effective” and 
the participants will include: Lloyd A 
Brewer; W. W. Hartshorn, superintend- 
ent of agencies, Metropolitan; J. M. 
Jackson, director of agencies, Liie ot 
Georgia, and W. R. Toler, second vice 
president, Life of ‘Virginia. 

LIAMA’s managing director, J. Harr) 
Wood, will deliver the closing address 
of the meeting Friday morning. 





Life of Ga. Names Sims 

Life of ‘Georgia has appointed W. 
Motte Sims supervisor of field sales 
services in the agency department. Mr. 
Sims was for five years field representa- 
tive and supervisor in the Atlanta agency 
of Guardian Life. He will assist Life oi 
Georgia fieldmen in estate planning and 
business insurance. Mr. Sims is a native 
of Atlanta, University of Georgia grad- 
uate, LUTC graduate, and a captain im 
the Marine Corps Reserve. 


APPOINT C. E. GEORGE 


Appointment of Clifton E. George as 
staff supervisor has been announced by 
Ronald R. Reader, CLU, general agent 
in the Lawrence Agency for Massachu- 
setts Mutual Life. Mr. George will assist 
in the recruiting and training of new 
personnel. 

Born in Haverhill, he was educated at 
Governor Dummer Academy and _ the 
University of Maine and entered the life 
insurance business following his gradua- 
tion from college in 1952. He is a mem- 
ber of the YMCA and the Governor 
Dummer Alumni Association Council and 
a corporator of the Haverhill Savings 


Bank. 
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Jacksonville General Agent 
For Fidelity Mutual Life 





L. HAYES TATE 


Fidelity Mutual Life has appointed 


L. Hayes Tate as general agent in Jack- 
sonville, Fla. succeeding J. H. Pickett, 
Jr., CLU, who has resigned as general 
agent to devote his time to personal 
production. 

Native of Jacksonville, Mr. Tate is a 
graduate of United States Merchant Ma- 
rine Academy at King’s Point, New 
York, and holds captain’s papers in the 
U. S. Merchant Marine. From 1943-48 
he was ship captain of an ocean steamer 
for the South Atlantic Steamship Lines. 

Mr. Tate joined the Jacksonville 
agency in 1952, and was appointed super- 
visor in 1955. A strong personal pro- 
ducer, he has been a consistent member 
of the company’s Leaders Club and has 
qualified continuously for the National 
Quality Award. 

Active in life insurance circles and in 
community affairs, Mr. Tate is a mem- 
ber of the Jacksonville Life Underwriters 
Association and is currently teachine 
Life Underwriting Training Council 
courses. In addition, he is a member of 
the Seminole Club; the Florida-Georgia 
Football Officials’ Association; and is 
chairman of the Board of Stewards of 
the Swaim Memorial Methodist Church. 


K. C. Life General Agent 

W. E. Bixby, president, Kansas City 
Life, announces appointment of a new 
general agent for 50 counties in northern 
Georgia. He is Robert W. Stokely, whose 
office will be in Decatur, Ga. 

Nine years of life insurance experience 
precede Mr. Stokely’s new connection. 
He was with another large insurance 
company for six years, as an agent at 
Clearwater, Florida and at Atlanta and 
for the last three years has been a life 
insurance broker at Atlanta. He pre- 
viously was a field scout executive at 
Clearwater for the Boy Scouts of Amer- 
ica for two years and before that, 
occupied a similar post at Spartanburg, 
S.C. for one year. He was a communi- 
cations operator for Eastern Airlines, 
Atlanta, approximately one year. 

Mr. Stokely is a native of Cartersville, 
Georgia, where he attended the elemen- 
tary schools. He attended high school 
at Decatur, and, from 1942 to 1945, 
served with the Merchant Marine in 
World War 
_ He is active in many organizations— 
is district chairman (state) of the boys 
and girls work committee for the Georgia 





District of Kiwanis International. He is 
a member of the Relationships com- 
mittee, Atlanta Area Council, Boy 


Scouts of America; a member of the 
Atlanta Life Underwriters Association 
and of the Decatur Presbyterian church. 


Shenandoah Names Hubard 


Assistant General Counsel 
Promotion of William S. Hubard to 
the newly-created post of assistant gen- 
eral counsel of Shenandoah Life has been 
announced by Blake T. Newton, Jr., pres- 
ident of the company. 

A native of Farmville, Va., Mr. Hubard 
joined Shenandoah Life in 1954, follow- 
ing several years of law 
Roanoke with the firm of Martin, Mar- 
tin and Hopkins. A 1947 graduate of the 


practice in 


College of William and Mary, he re- 
ceived his LL.B. from Washington and 
Lee University in 1950. Mr. Hubard was 
the editor of the Washington and Lee 
Law Review and is a of the 
Kappa Alpha Order and Phi Beta Kappa. 

Active in civic and community work, 
Mr. Hubard is a member of the Roanoke 
Junior Chamber of Commerce, Roanoke 


member 


Kiwanis Club, and is a past president of 
Roanoke Toastmasters Club. He is pres- 
ently serving as chairman of the blood 
replacement program of Roanoke County. 


Equitable Unit Managers 

Appointment of four new unit man- 
agers have been announced by Equitable 
Life Assurance Society. They are: Her- 
man K. Baldinger (Zausmer Agency, 
Paterson, N. J.), Richard H. Burnett 
(Berlin Agency, Seattle), Russell B. 
Kahn (M. W. Bleetstein Agency, New 
York) and Donald B. Robbins (Cutber- 
son Agency, Little Rock). All were 
former agents for The Equitable. 

Mr. Robbins, whose headquarters ar 
in Fort Smith, Ark., took office April 1 
The others, with offices in agency head 
quarters, were appointed effective May 1 











ccidental Life 
INSURANCE COMPANY OF CALIFORNIA 


Home Office: Los Angeles / W. B. Stannard, Vice President 


A nickel on the sidewalk... 
would you pick it up? 


Sure you would. But there’s an even bigger nickel 
—rightfully yours—that you may be bypassing 
entirely. 


It's that 5% that Occidental pays brokers after 
the usual 10 years’ commissions on guaranteed 
renewable Accident & Sickness plans. This 5% 
is paid as long as you are under contract and 
are servicing the business. 


(And remember, guaranteed renewable business 
automatically means better persistency and more 
commission years.) 


Whether you write a lot of these plans or only 
a few, you'll have more money in your pocket 
when you get that extra 5% year after year. 


You wouldn’t pass up money on the sidewalk. 
Why pass it up on a commission check? 

















We pay Lifetime Renewals...they last as long as you do! 
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William H. Bender To Retire 


National of Vermont General Agent in Life Insurance 45 
Years; Collector of Art Paintings 


By CLarENcE AXxMAN 


After 5 years in life insurance during 
which he was agency manager in the 
two largest cities in America William H. 
Bender, Jr. will retire at end of May 
as general agent of National Life of 
Vermont. His offices are at 24 West 
Fortieth Street, New York. He has in- 
troduced a number of men into the life 
insurance business who later became 
successful managers and general agents. 


As a hobby he has collected paintings 
and he has one of the good private 
ownerships of the particular period 
which captured his attention: the first 


quarter of the Twentieth Century. 


First Man Appointed an Agent in 
Wisconsin by Equitable 


Mr. Bender’s 44 was born in Ger- 


many, came to U. . when very young, 
became a bus Pvc in iP eae f famed 
restaurant. In 1889 he married Catherine 


Hayes who had come over from Ireland 
a short time previously. Mr. Bender, 
pere, became one of the top figures in 
the restaurant and hotel business. 
William H., Jr., was born in Chicago. 
The family moving to Milwaukee, he was 
graduated from West Division High 
School there and entered the general 
insurance business in Milwaukee in 1914. 
In the following year the Equitable 
Society entered Wisconsin with Isak 
Dahle as manager. Mr. Bender was the 
Equitable in 


first agent appointed by 
Wisconsin; made the Quarter Million 
Club during his initial year. 

In World War I he entered the Army, 


served in France as a private and was 
discharged in 1919. He rejoined the 
Equitable as an assistant manager under 
Manager Isak Dahle. The appointment 
of Mr. Bender was made by Frank H. 
Davis, then inspector of agencies for 
Equitable in mid-west and who later 
became vice eg in charge of all 
Equitable agencies. About 1923, Ike 
Dahle, described as one of the outstand- 
ing salesmen in life insurance, resigned 
the Milwaukee management and went to 
Chicago. He was succeeded by E. L. 
(Kit) Carson who was for many years 
manager of Equitable for Wisconsin. 


Becomes a Chicago Manager 


Under Carson, Mr. Bender built the 
largest unit in the United States at the 
time for the Equitable and was given the 
title of city manager. In 1926 he became 
manager for an E quite ible agency in 
Peoples Gas and Coke Building, Chicago, 
which by 1929 was producing $8 million 
a year. He resigned to enter the in- 
vestment banking business. Soon the 
economy starting down the toboggan, so 
Mr. Bender re-entered life insur ance as 
manager in Chicago for the Acacia, but 
shortly thereafter he rejoined the Equi- 
table as a field assistant for the William 
Boyce agency in Syracuse. Later, he 
was transferred to Chicago by the So- 
ciety as assistant manager for the Philip 
B. Hobbs agency. Mr. Hobbs is a former 
president of NALU. 

Mr. Bender entered the New York 
field in 1932 as an agency manager at 
393 Seventh Avenue (Equitable’s home 
office building,) the agency he took over 
being that of Sam Brandwein, a former 
policeman. 

Mr. Bender joined National Life of 
Vermont in 1938 as general agent at 225 
Broadway in downtown section. Shortly 
thereafter the agency was moved to 17 
East Forty Second Street where it re- 
mained until 1955 when he went into 
his present offices at 24 West Fortieth 
Street, opposite the Public Library. This 
agency in 1958 stood seventh among Na- 
tional Life’s agencies, fifth in premiums 
and second in pension business. 


His Interest in Paintings 


interest in art began 
France he saw a 


Mr. Bender’s 
when as a GI. in 


. 


painting in the window of a Paris art 


store that so fascinated him that he 
paid recurrent visits to see it. This 
interest was further stimulated in Chi- 


cago when he saw some superb paintings 
in the office of another Chicago manager 
of Equitable—Sam Lustgarten, a fine 
musician and lover of the arts. It was 
then that he made his first purchase— 
a canvas by Harry B. Lachman, entitled 
“Ruins of Senlis, France, 1914.” Eventu- 
ally, he became intrigued by the works 
of a f artists most of whom 





number of 
were students of or proteges of a great 
artist named Robert Henri and nearly all 
of whom lived in Washington Square 
or Gramercy Park areas, each later be- 
coming famous. He obtained the George 
Luks painting of “The Bassoon Player,’ 

followed by the purchase of Everett 
Shinn’s Tecan: Night at the Ringling 
Hotel, Sarasota,” which city was winter 
headquarters of the Ringling Brothers 





The Eastern Underwriter, 





Experienced Life and Sickness and Accident 
Supervisor Available. 

Aggressive supervisor for large ordinary company with a solid record of 
production, recruiting, training and managing agents in life, sickness and accident 
and group insurance. Lengthy experience in field and management, desires greater 
New York operation as general agent or position as manager. 
93-99 Nassau Street, New York 38. 


Write Box 2696, 








Among later purchases were 
John Sloan, Robert Henri, 
Maurice Prendergast, Arthur B. Davies, 
Childe Hassam, George Bellows, John 
H. Twachtman and Glackens. 


His Hobby Has Been Fun 


“Half of the fun was in buying my 
paintings under many and varied cir- 
cumstances,” he said to the writer. “A 
few were bought from dealers, but in 
the main most were bought from private 
owners. I could not afford to spend a 
great deal of money simply to ‘buy’ a 
collection so I had to bide my time and 
wait until opportunities presented them- 
selves to obtain an example of some 
particular artist’s work that I was seek- 
ing. I never try to think of the little 
collection as an investment, but, being 
a business man, I do reckon the cost, 
restoration, framing, etc., and from time 
to time have had an appraisal made by 
one of the outstanding authorities in 
New York, Wiiliam Drewes. So many of 


circus. 
paintings by 














oA n nNOUNCIN, — 


Our Three Newest Money Making Plans: 
1. FAMILY GROUP ECONOMY PLAN 


Maximum Protection—Lowest Cost. 
Father Age 30-$5,000; Mother Age 30-$1,000. 
All Children and New Arrivals—$1,000. All this for one 


LOW PREMIUM OF LESS THAN $6 PER MONTH. 


2. INCREASING PROTECTION PREFERRED 
WHOLE LIFE 


An Exclusive Contract—Originated by Us. 


You'll Hardly Believe It But Here Are 
Two Examples of How the Plan Works 


$225 Million in Force in 6 Years of Active Operation. 


GENERAL AGENTS WANTED 


Over 200% Commissions During First 20 Years 
Plus Lifetime Renewals 












































Issue Age-30 100 Unit Issue Age-40 
Initial Initial 
Annual Annual 
Premium Premium end Premium Premium end 
$6,764 20 yrs. $1,764 7,558 20 years $2,558 
rg Death Paid- Cash Paid- Cash 
ear Benefit up or Death up or 
End Insurance} Loan Benefit Insurance} Loan 
1 105,000 13,900 5,000 105,000 11,100 5,000 
5 159,800 78,600 31,134 148,200 67,000 33,121 
10 228,300 156,400 69,387 202,200 133,200 73,110 
15 279,300 224,300 111,006 244,200 191,900 116,002 
20 330,300 284,900 156,356 286,200 244,400 161,422 

















teed Increasing Insurability; 








husband dies wife's premium is waived. 
abled wife's premium is waived. ALL THESE BENEFITS— 
WIFE AGE 30—$7 per $1,000 ANNUALLY. 
Also complete line of very competitive policies! 
Attractive Franchises 
in Illinois — New Jersey — Pennsylvania — Maryland — District of 
Columbia — Ohio — Missouri and 26 Other States 


ALL GUARANTEES 
(a) Guaranteed Permanent Increasing Protection for 20 Years; (b) Guaran- 
(c) Guaranteed 4% Interest Rate on Loans of 
$5,000 or More; (d) Guaranteed Paid-up Values 3% C.S.O. Table; (e) Guar- 
anteed 3% Discount Advance Premiums; (f) Guaranteed Conversion to Lower 
Premium without Evidence of Insurability; 
in 20 years with the Increasing Amount of Insurance on a Permanent Basis. 


| 3. WIFE 20-YEAR TERM RIDER 


Issued up to $250,000—50% of Husband's Insurance. If 


(g) Guaranteed Reduced Premium 


If husband is dis- 


Write or wire: LEO SEXTON, Senior Vice President 


AMERICAN BANKERS LIFE OF FLORIDA 
600 Brickell Ave., Miami 32, Fic. 
JAMES G. RANNI, 


PRESIDENT 





my friends think I have spent money 
foolishly, and that I would have done so 
much better if I had invested in securi- 
ties. The amazing part of it is that the 
conservative valuations that Mr. Drewes 
places upon these pictures shows me a 
very handsome appreciation over the 
actual money I have invested. In other 
words, had I bought stocks and bonds | 
would be no further ahead financially 
than I am today and I would have com- 
pletely missed the joy and the pleasure 
of having these lovely pictures in my 
home where they always surround me.’ 
An exhibit of Mr. Bender’s pictures 
was shown at the Art Museum of New 
Britain, Conn., in October, 1956. 


His Children 


Mr. Bender married Nellie Rankin in 
1920 who was the daughter of a Mil- 
waukee member of the Grain Exchange. 
She had attended Milwaukee Downer 
College. Their first child, Barbara, now 
Mrs. Walter Ughetto, is a copy super- 
visor for the Grey Advertising Agency, 
Park Avenue, New York. Their second 
daughter, Beverly ( Mrs. Jack) Steven- 
son of San Diego, Cal., sang during the 
war with USO. William Bender, III is 
now an account executive for Foote, Cone 
& Belding, advertising agency in Chicago. 

Mr. Bender expects to remain in some 
type of managerial or supervisory work, 
but has not announced his future plans. 





Oppose Bringing Agents 
Under Unemployment Act 

Washing Amendment of the Fed- 
eral unemployment compensation law to 
include full-time life insurance agents 
who are independent contractors was op- 
posed in a statement submitted to the 
House Ways and Means Committee by 
American Life Convention and Life In- 
surance Association of America. The 
House Committee is considering amend- 
ments which would adopt the Social Secu- 
rity Act definition of “employe” so as 
to include, among others, any individual 
who per forms services as a full-time life 
insurance salesman, if his contract of 
nada: contemplates that he will 
perform all such services personally, if 
he has no substantial investment in 
facilities, and if his services are con- 
tinuing in nature. 

The life insurance associations said 
that any such amendment would be ob- 
jectionable because the reasons for the 
broader Social Security definition do not 
apply in the case of the Unemployment 
Tax Act. Such an extension of unem- 
ployment compensation would be in- 
appropriate and would be unworkable, 
the associations added. 


MANHATTAN LIFE MOVES H. 0. 











Now in Building It Purchased Which 
Is also Where Steinway 
Hall is Located 

The Manhattan Life has completed 
moving its home office to 111 West 57th 
Street, New York. The building, in which 
Steinway Hall is located, was purchased 
in April, 1958, now has the Manhattan’s 
name on the facade, surmounted by a 
large replica of the Statue of Liberty, 
hand carved in stone. 

The move from 120 West 57th Street 
was necessitated by the continuing 
growth of the company, and the new lo- 
cation affords ample space for future 
expansion of home office facilities. At 
present, Manhattan Life is occupying 
about 53,000 square feet of the 151,00 
square feet in the building. In the for- 
mer home office building of Manhattan, 
which was purchased by the Jewish 
Board of Guardians, a philanthropic 
organization, 34,000 square feet of space 
were used by the company. 

At the new location, the executive 
offices are on the ninth floor. 
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BEHIND 
THE NYLIC 
AGENT... 






A continuous 
training program 

to keep advancing 
his career! 








The day a person decides to join New York Life, his training begins. Through 
regular classes, homework and individual conferences, he covers all the specially 
written Nylic texts which constitute the three-part Nylic Training Course. 


Part One covers insurance fundamentals and basic Nylic selling techniques . . . 
then goes on to single-need selling, merchandising insurance, selling through 
service, multiple-need and total-need selling, expanding markets, and marketing 
mass coverages. Part Two covers program selling through planned security. 
Part Three covers business insurance topics such as: reaching the businessman; 
solving sole proprietor, partnership, corporation and key man problems; 

estate conservation; selling the estate owner; and tax procedures and guides. 


Career conferences, advanced underwriting seminars, work shops and club meetings continue this 
training to keep increasing the agent’s know-how—and advancing his career. Also, the Nylic 
Agent who desires to enroll in C.L.U. study courses receives the full assistance of the Company. 


This continuous training, combined with his enthusiasm and ability, helps explain why the 
Nylic Agent is so successful—and why New York Life policies are so widely accepted. 


New York Life 


Thorough career 
THE NEW YORK LIFE AGENT Insuranc 


travning 2s IN YOUR COMMUNITY BE 
another reason why... IS A GOOD MAN TO KNOW 





Company 
51 Madison Avenue, New York 10, N. Y. 
A MUTUAL COMPANY FOUNDED IN 1845 


Life Insurance + Group Insurance + Annuities 
-coula Accident & Sickness Insurance + Pension Plans 
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Stable Dollar, Saving 
For Vigorous Economy 


JAMES J. O’LEARY’S VIEWPOINT 





Takes Issue With “Creeping Inflationists” 
At Lecture Before University 
of Notre Dame 


Notre Dame, Ind.—The indispensable 
role of a dollar of stable buying power 
in a growing America and in the preser- 
vation of a free and vigorous economy 
was emphasized here by Dr. James 
J. O’Leary, director of economic re- 
search of the Life Insurance Association 
of America. Dr, O’Leary spoke in the 
Cardinal O’Hara Lecture Series of the 
College of Commerce, University of 
Notre Dame. 

Taking direct issue with the philosophy 
and contentions of the “creeping infla- 
tionists,” Dr. O’Leary declared that, in 
the longer-run, full employment, vigorous 
economic growth, and general price sta- 
bility are not only compatible but are 
vitally interdependent. A stable dollar is 
of particular importance in encouraging 
the continued voluntary saving of the 
people—the well-spring of economic 
growth, he declared. 

What Saving Does 

“Through saving, or refraining from 
spending all of their disposable income 
for current consumption purposes,” he 
said, “the American people make it pos- 
sible each year to employ some part of 
our labor force and other resources in 
building up our productive capacity—our 
capital goods oak as industrial plant and 
equipment. Thus, saving makes possible 
a greater productive capacity and a re- 
sultant greater national output of goods 
and services. Without saving, all our 
annual output of goods and _ services 
would be used for current consumption 
purposes, and we would have no capacity 
for economic growth. 

“The main channels of persons il saving 
today are through institutions such as 
mutual savings banks, savings and loan 
associations, pension funds, and life in- 
surance companies. These personal sav- 
ings, invested by the institutions or di- 
rectly by individuals, provide the financ- 
ing for real capital formation—plant and 
equipment of industry and public utilities, 
housing, business and commercial facili- 
ties, and other « capital goods. This is the 
essence of the growth process whereby 
we expand the productive ¢ capacity of 
the nation. Personal savings invested di- 
rectly or through institutions also pro- 
vide an important part of the financing 
of social capital goods such as schools, 
roads, bridges, and other public improve- 
ments.” 

A major impact of a continued decline 
Dr. O’Leary 


in the value of the dollar, ; 
said, is that it is bound to injure, and 
eventually destroy, the will of the 


American people to save voluntarily and 
thereby to finance economic growth. If 
inflation becomes generally anticipated 
as being inevitable, he continued, people 
would be driven to spending a higher 
proportion of their current income before 
it deteriorated in value. Furthermore, 
he declared, when the general public’s 
expectation of inflation grows, the stock 
market becomes a refuge for investors 
because it provides a means for hedging 
against the rising general price level. 





Franklin Life Sets Record 

With nearly $300 million of new sales 
in the first quarter of the year, Franklin 
Life, Springfield, III. registered its best 
production record in history. Paid busi- 
ness was 38.7% ahead of 1958. 

The company is celebrating its Dia- 
mond Jubilee 75th Anniversary. High- 
lighting the first of several events sched- 
uled during the year President Chas. E. 
Becker gave a dinner with James Reston, 
diplomatic editor and Washington Bu- 
reau Chief of the New York Times as 
featured speaker. More than 150 state 
officials, bankers and leading Illinois 


businessmen were honored guests. 
An objective of $1 billion of new indi- 
vidual policy sales has been established 


by Franklin for 1959. 


Agent M. J. Donnelly 
Of New Castle, Pa., Dies 


FORMER CHAIRMAN OF MDRT 


His Writing of Ten Executives on One 
Street was Featured in 
Equitable Ads 


McClellan J. Donnelly, 72, who until 
a few years ago was a leading agent 
of Equitable Life Assttrance Society, died 
last week of a heart attack in Jameson 
Memorial Hospital, New Castie, Pa., his 
home town. Known among friends and 
business associates as “Mac” Donneily 
he was one of the founders of Million 
Dollar Round Table of which he became 
chairman in 1932. 

Classic Ad Based on Street 

Mr. Donnelly attracted national at- 
tention some years ago when he appeared 
on an honor roll of Equitable as having 
led the Society in production for a year. 
The editor of The Eastern Underwriter 
went to New Castle where he spent a 
day with Mr. Donnelly calling on clients, 
watching sales contacts and meeting his 
family. An industrial city, located not 
far from Pittsburgh, New Castle was 
home of a number of steel executives. 

Mr. Donnelly lived on a street lined 
with trees and on which were beautiful 
homes. As the agent drove the editor 
down the thoroughfare he began to point 
out various homes with this comment: 
“That’s where the widow Smithson lives. 
She is able to remain in that house 
because of the life insurance I wrote on 
her husband.” 

The editor began to count these homes 
and found ten of them had been shown 
by the agent. This gave him the idea 
to write a page article for The Gold 
Book which bore the headline: “The 
Street of the Ten Widows.” The articles 
attracted the attention of Frank Pres- 
brey, then head of an advertising agency 
which had the Equitable account. It 
proved to be one of the best sales article 
ever published by The Gold Book, an 
annual publication of The Eastern Un- 
derwriter. 

Article Sold Much Insurance 

Mr. Presbrey’s copywriters got busy 
and turned out an advertisement with 
Mr. Donnelly’s experience as its theme 
and it ran for some weeks. The ad 
agency, however, 


changed the caption 








PENSION ACTUARY 
UNITED STATES LIFE INSURANCE COMPANY 
Opportunity for an Associate Actuary or better to join our Group Division 


in its New York City Home Office. The major responsibility of this position will 
be to develop a complete pension program. Salary open. 


Write stating full particulars as to experience, salary requirement, etc. to 
A. McGrath, Personnel Director, 84 William St., New York 38, N. Y. 











Established 1923 
Confer 


with us 


FIRE 

LIFE 
CASUALTY 
BONDS 


AUTO 
INLAND 
MARINB 








Tel.: Mitchell 2-0963-4-5 
New Jersey 


Risks 


A. W. MARSHALL & CO. 


One of New Jersey’s Leading General Agencies 
744 BROAD STREET, NEWARK 2, N. J. 





Western and Southern Buys 
Jacksonville Life Company 


Western and Southern Life of Cin- 
cinnati has purchased the United Life 
Insurance Co. of Jacksonville, Fla. The 
transaction was disclosed in a joint state- 
ment by William C. Safford, president 
of Western and Southern, and Earl B. 


McCabe, president of United Life, in 
Jacksonville. 
Mr. Safford said Western and South- 


ern intends to continue operations of 
United Life in Florida and in the near 
future will reinsure the business. At 
that time, Western and Southern will 
use the facilities of the Jacksonville office 
of United as a regional office to expand 
Western and Southern operations in the 
state and all adjoining states. No changes 
are contemplated in the home office 
staff or field force. 





” 


o “The Street of the Ten Husbands. 
saying to the company: “We will sell 
more insurance talking about ten live 
men than featuring ten widows in the 


headline.” 











North American Building 





the 





company 
offers lhe important lillle eatras 
that bul extra hig sales success 


NORTH AMERICAN LIFE 
surance Company OF CHICAGO 


Charles G. Ashbrook, President 
Ronald D. Rogers, CLU, Agency Vice President 


Chicago 3, Illinois 




















Vincent B. Coffin 


(Continued from Page 1) 

Frazar B. Wilde, Ben- 
John A. North, Frank 
Edwin H. Forkel and 


Peter M. Fraser, 
jamin L. Holland, 
H. O. Williams, 
John Dek. Alsop. 
Many from Insurance Attended 
Many other insurance people attended 
the ceremonies including Rolland E, 
Irish, president of American Life Con- 
vention and of Union Mutual Life; 
executives of all Hartford companies, 
some general agents of Connecticut Mu- 
tual Life and friends from New York. 
One reason why Mr. Coffin was 
selected, in addition to his personal and 
business prestige in the city, was _ his 
long experience as an educator, especially 
in giving lectures on insurance at col- 
leges and before insurance groups. 





Oakland Agency Manager 
Henry Biggers thas been named agency 
manager of a newly established broker- 
age agency in Oakland, Calif., by Bank- 
ers Life of Des Moines. He previously 
served as brokerage supervisor for Mu- 
tual Of New York in San Francisco. 
He first entered the insurance business 
in January, 1952, as an agent for Pru- 
dential in San Francisco. A year later 
he was named assistant brokerage man- 
ager in San Francisco for Occidental 
Life of California. He became broker- 
age manager in Oakland for Occidental 
in January, 1956, a position he held until 
ed Mutu: al Of New York in August, 
56. 


Baltimore Life Had Second 
Biggest Year in 1958 


The Baltimore Life closed 1958 with 
results second only to 1957, which was 
the best in the company’s history. This 
was revealed in the 77th annual report 
presented to board of directors at its 
recent meeting by President Henry E. 
Niles. 

Mr. Niles reported that Baltimore 
Life’s assets at the year-end totaled 
$68,759,261, a gain of over $3,800,000 over 
the 1957 total. 

Insurance in force is now $389,692,%2, 
covering 588,833 policies. This was a 
gain in insurance in force of $26,462,756 
during 1958, 

The total paid during 1958 to policy- 
owners and beneficiaries amounted to 
$5,095,800. More than $4,600,000 was 
added to Baltimore Life policyowners 
reserves, 

Premium deposits of policyowners 
amounted to $11,631,278 and interest on 
invested assets accounted for $2,122,906. 
bis interest earned was at the rate of 

3.7% before income taxes, and 3.3% after 
such provision. 

The Baltimore Life, a mutual com- 
pany, was established in 1882, now serves 
policyowners in six states and the Di 
trict of Columbia. 
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New York Life Plans 
Residential Building 


FRESH MEADOWS DEVELOPMENT 





Ground Breaking for 21-Story Air- 
Conditioned Apartment This Fall; 
Tallest East Queens Structure 


New York Life will break ground late 
this fall for a 2l-story air-conditioned 
residential building in its Fresh Meadows 
community development in Queens, ac- 
cording to an announcement by Otto L. 
Nelson, Jr., vice president in charge of 
housing. The new structure will add 
approximately 300 apartments to the 
present 3,000 units. 

The new apartment 
will contain much greater 
than the existing ones at Fresh Meadows, 
will be the tallest in east Queens, ex- 
plained Chief Architect G. Harmon 
Gurney. While the precise location has 
not been decided, it will be in the large 
open area south of the present 13-story 
buildings and east of the Nursery Center, 
he said. The site has a high ‘elevation 
which will provide residents on the upper 
floors with sweeping views of the sur- 
rounding area, including the mid-Man- 
hattan skyline and Long Island Sound. 

Architects for the new building are 
Voohees, Walker, Smith, Smith and 
Haines—who designed the original Fresh 
Meadows community. They now are 
working on preliminary studies. Mr. 
Gurney added that a complete survey of 
all new housing in Queens has been 
made by James Felt & Co., consultants, 
to assure that the new apartments will 
be competitive with the best multi-story 
residential buildings in Queens, 


which 
area 


building, 
glass 


Program of Improvements 


This is another step in the constant 
program of improvements being con- 
ducted at Fresh Meadows, Mr. Nelson 
pointed out. A vast rewiring and kitchen 
renovation project now is under way. 
At a cost of more than $2 million, it will 
prepare 2,400 existing apartments for 
expansion in electrical consumption in 
the forseeable future and provide com- 
plete new kitchens. 

Throughout the 10 years since Fresh 
Meadows became fully occupied, he said, 
its original flexible design has allowed 
for change and expansion to meet new 
needs of residents. For example the 
facilities that have been added include 
new buildings for a Queens Borough 
Public Library branch and a Post Office 
substation. A police precinct station 
has been installed and new _ businesses 
have moved into the three Fresh Mea- 
dows shopping areas. The main shopping 
center restaurant has been expanded and 
new schools have been erected either 
adjacent to the community or within 
casy walking distance. 

Completion of the new Horace Hard- 
ing Expressway will place Fresh Mea- 
es only 25 minutes from Manhattan 
by car. 


Located on the site of the former 
championship Fresh Meadows _ Golf 
course, the housing development now 


contains 137 two and three-story garden- 
type apartment buildings and two 13- 
story buildings, plus other commercial 
and community facilities on the 188-acre 
site. 





N. Y. Life Letter and Report 
Writing Clinics at H. O. 


Professsors Leland Brown of Tulane 

University, New Orleans, and Charles 
. Peck of University of Washington, 
Seattle, have been chosen from appli- 
cants representing universities through- 
cut the United States as directors of 
classes on letter-writing and report- 
Writing clinics for home office employes 
New York Life. Charles W. 
Meares is vice president of New York 
Life in charge of personnel. 

The clinics will run for eight weeks 
beginning July 6. The 350 employes who 
will take the course range in rank from 
correspondence clerks to vice presidents, 


Eastern Life Names Kay 
General Agent in Florida 


J. HAROLD KAY 
J. Harold Kay of Miami Beach, has 
been named general agent in Dade, 
Broward and Palm Beach counties by 
Eastern Life of New York, 
to an announcement by Murray 
director of agencies. 

With the appointment, Mr, Kay con- 
tinues a life insurance career that began 
33 years ago when he entered the busi- 
ness as a field underwriter. In 1939, he 
became a vice president of Atlantic Cas- 
ualty of Newark and a vice president of 
the Automobile Association of N. J. In 


1941 he was appointed general agent by 
Security Mutual Life in Newark and 
moved to Miami Beach as the company’s 
general agent ten years iater. 

A native New Yorker, Mr. Kay attended 
New York City schools. He is a 32nd 
degree Mason and a member of the 
Tall Leaders, Masonic Order. 


according 


April, 





Employers Life Names 
Three Life Managers 


ALSO MAINE GENERAL AGENTS 


R. H. Rollins at Boston; E. M. Shep- 
pard, Jr., in Philadelphia and H. E. 
Reinholtz for Los Angeles 








Employers Life Insurance Co., affi- 
liate of the Employers Group. of 
Boston, has appointed three life man- 
agers and named Campbell, Payson and 
Noyes of Portland, Me., for many years 
general agents of the Employers Group 
for fire casualty insurance, to be 
general agents of the life company. 

Robert H. Rollins has been appointed 
life manager in Boston, with offices at 
49 Broad Street, responsible for serv- 
icing eastern Massachusetts, Mr. Rollins 
has been associated with New England 
Life as manager of the Brockton office 
since 1954. He is a native of New Hamp- 
shire and is active in National Associa- 
tion of Life Underwriters and the Boston 
Supervisors’ Club. 

Charged with the responsibility for 
life production in eastern Pennsylvania 
is Edgar M. Sheppard, Jr. His head- 
quarters will be located at 3 Penn Center 
Plaza. Mr. Sheppard entered the life 
insurance business in 1947 following 
service in World War II, and since 1956 


and 


has been brokerage manager for the 
Prudential in Philadelphia. 
Harold E. ,Reinholtz, CLU, formerly 


assistant manager for Mutual Of New 
York’s Pasadena agency, will supervise 
production for the Greater Los Angeles 
area at 639 South New Hampshire 
Avenue, Los Angeles. Mr. Reinholz en- 
tered life insurance with New York Life 
in 1937. He served with the Air Force 
during World War II, and he is first 
vice president of the Pasadena-San 
Gabriel Valley Life Underwriters Asso- 
ciation. 





Raymond Deston’s New Post 

Raymond Deston has been made vice 
president and director of agencies of 
West Coast Life. He has been western 
vice president for John Hancock. 








Your clients are the most important 
people in the world. Their personal pro- 
tection needs are not met without GUAR- 
ANTEED RENEWABLE ACCIDENT 
AND HEALTH. Let me tell you about 
our modern, flexible plans, all backed 
by a mutual legal reserve company li- 
censed in New York State since 1886! 
Call me today for details. 


PAUL FISHMAN 


JAFCO 
LIFE AGENCY, INC. 
MU. 4-5779 


General Agents 


EMPIRE STATE MUTUAL LIFE 
INSURANCE COMPANY Jamestown, N.Y. 





DISTRICT OFFICE MANAGER 

Appointment of Don C. Peterson as 
manager of the Fort Worth district 
office of Massachusetts Mutual Life has 
been announced by 
Jr., CLU, general agent for the company 


Raymond Campbell, 


in Dallas. Mr. Peterson has been in 
charge of the Massachusetts Mutual’s 
branch office at Nocona, Texas, since 


1957 and an associate of the Dallas Agen- 
cy since 1955. 





OWN YOUR OWN AGENCY 





CRAMPED’? 


Py ii 





Wii, 


Ses it, ’ 





Founded in 1878 
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% Group insurance! 
% Pension plan! 
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Detroit 2, Michigan. 


Home Office 


Do you feel like you want to move up — are you cramped 
in your present position? Would you like the opportunity 
to “stretch out” into an agency of your own? 


We have just what you’re looking for . 

% Top agency building contract! 

% Liberal contract for your agents! 

% A complete Rate Book to meet every situation! 
% Agent’s Home Office training! 

% Selling aids designed to make sales! 

% Effective free direct mail program! 


If you’re looking for an opportunity to move ahead with an 
agency of your own, then join an organization that’s moving 
ahead — go with The Maccabees. 


We still have some choice territories (including a few 
major cities) open for development in the United States 
and Canada. For further information, contact The Mac- 
cabees, a Life Insurance Society, 5057 ‘Woodward Avenue, 


MACCABEES —a«e Life Insurance Sociely 


Detroit 2, Michigan 
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Meade McMillen Elected 
First Colony President 


ENTERED INSURANCE IN 1944 
Former Executive Vice President and 
Director of Agencies is also a 
Member of the Board 





Meade McMillen, CLU, has _ been 
elected president of First Colony Life, 
Lynchburg, Va. He was formerly execu- 
tive vice president and director of agen- 
cies. He is also a member of the board. 

Henry Clay Hofheimer, II, was re- 
elected chairman of the board. He pre- 
viously served as chairman of the board 
and acting president. Mr. Hofheimer, 


pegs 





McMILLEN 


MEADE 


a widely known Norfolk business man 
and industrialist, is chairman of the 
board of Southern Materials Corp. He 
is an officer or director in 31 corpora- 
tions and business firms that cover a 
wide field. 

In addition to the election of Mr. 
McMillen and Mr. Hofheimer, other 
officers re-elected were James L. Carter, 
vice president and treasurer; Julius 
Covington, underwriting vice president; 
Lawrence E, Blanchard, Jr., secretary; 
James E, McCeusland, assistant secre- 
tary-assistant treasurer; and Dr. Charles 
W. Whitmore, medical director. Two 
committees were also re-elected. The 
executive committee named were Mr. 
McMillen, chairman, Mr. Carter and 
Paul E. Sackett. Members of the man- 
agement advisory committee are Mr. 
McMillen, chairman, Mr. Carter, Mr. 
Covington, Mr. McCausland and _ Dr. 
Whitmore. Lewis F. Powell, Jr., general 
counsel, and Lawrence E. Blanchard, Jr., 
associate general counsel, were also 
elected. 


Joined First Colony in 1958 


Mr. McMillen joined First Colony in 
January, 1958 as superintendent of agen- 
cies to head the agency department. In 
April, a year ago, he was elected vice 
president and director of agencies and 
the following July he was elected execu- 
tive vice president and director of 
agencies. 

Mr. McMillen entered the insurance 
business in 1944 in Harrisburg, Pa., as 
an agent for Mutual Benefit. From 
1946 to 1950 he was agency supervisor 
in Wilkes-Barre, Pa., and then trans- 
ferred to Richmond, Va. to build a 
general agency for the company where 
he remained until becoming associated 
with First Colony Life. 

Mr. McMillen was graduated from 
Westchester Ste ate Teachers College in 
1935 with a B.S. degree in physical edu- 
cation and received his Master’s degree 
in educational administration from 


Pennsylvania State University in 1939 
Following his graduation from teacher’s 
college, he was employed for the next 
nine years in the teaching profession 
as a high school athletic director and 


Travelers Appointments 

One managerial appointment, three 
assistant managers and one retirement 
in the life, accident and health depart- 
ment have been announced by The 
Travelers. 

George B. Wilson, CLU, has been 
appointed manager at the Peoria office 
Mr. Wilson succeeds manager W. Ivan 
Fleming who has retired. 

Andrew S. Behrends has been named 
assistant manager at the Lubbock office, 
with headquarters at the Amarillo agency 
office; Thomas H. McAboy has been 
transferred from Miami to the West 
Palm Beach agency office and Joseph 
Wharry from the Little Rock office to 
Atlanta, with headquarters at Macon. 

Mr, Fleming has served as field super- 
visor and assistant manager at the 
Toronto branch office, as manager of 
the Winnipeg branch office and was ap- 
pointed manager at Peoria in 1951. 

Mr. Behrends became associated with 
The Travelers in 1956 as an agency 
service representative and the following 
year went to Lubbock as a field super- 
visor. He served three years with the 
Air Force and was separated from active 
duty as a first lieutenant. He received 
his B.S. degree from Texas Technological 
College. 

Mr. McAboy started his insurance 
career with The Travelers in 1954 as an 
agency service representative at Miami. 
Two years later he was named field 
supervisor there and subsequently was 
appointed assistant manager in 1958. He 
served in the Army from 1952 to 1954 
and received his B.S. degree in business 
administration from Northwestern Uni- 
versity. 

Mr, Wharry joined The Travelers in 
1954 as a field supervisor at Little Rock 
and in 1948 was appointed assistant man- 
ager there. He served with the Navv 
from 1944 to 1946 and from 1951 to 1952 
in the Medical Corps. He was graduated 
from Little Rock Junior College and 
received his B.S. degree in business 
administration from the University of 
Missouri. 





coach, high school principal and super- 
intendent of schools. 

Mr. McMillen has had a continuous 
interest in civic and community affairs. 
He is a past president of the Richmond 
CLU Chapter and Richmond Agents and 
Managers, Inc. He is a _ thirty-second 
degree Mason and a Shriner and is a 
member of the First Presbyterian Church 
of Lynchburg. 

In 1948, the Junior Chamber of Com- 
merce, Wilkes-Barre, Pa., selected Mr. 
McMillen as the outstanding young man 
of the year for the metropolitan area. 
He is past president of the Wilkes-Barre 
Junior Chamber of Commerce, past na- 
tional director of the United States 
Junior Chamber of Commerce, and past 
director of the Wilkes-Barre Chamber 
of Commerce. He was formerly presi- 
dent of the Rotary Club in the same 
city. 





Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 


55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 











Steinberg Associates To 
Open Westchester Branch 


Edward L. Berger, CLU, has been 
appointed Westchester district manager 
for Steinberg Associates, downtown 
agency for Massachusetts Mutual Life, 
according to B. William Steinberg, CLU, 
general agent. A new branch office will 
be established May 1 at One North 
Central Ave., Hartsdale, under Mr. Ber- 
ger’s direction. 

Joining the then newly-established 
Steinberg Agency in 1952, Mr. Berger 
Was appointed staff supervisor in 1956 
and has been assistant general agent 
since January 1, 1958. 

In Westchester, Mr. Berger will con- 
tinue to develop full-time men in the 
agency’s specialty of programming, prop- 
erty planning and business insurance. He 
will also establish brokerage facilities 
to assist local Westchester and Rockland 
County brokers in estate planning and 
advanced underwriting procedures and 
techniques. 

He received his Chartered Life Un- 
derwriter’s designation in 1957, has 
taught both parts of the Life Under- 
writer Training Council course since 
1956, and was Queens chairman for 
LUTC in 1956-7. 

One of the youngest past masters of 
the Masonic Order, Mr. Berger. served 
as Master of Compass Lodge #1019, 
F. & A. M. in 1957. He is also a member 
of Second Kings District Association, 
CLU Chapter, Life Underwriters Asso- 
ciation and Life Supervisors Association. 
He is an alumnus of both Union College 
and New York University. 





Ease Occupational Ratings, 
Extra Premium Eliminated 


There has been substantial easing of 
occupationé il ratings by life insurance 
companies in recent years, with resulting 
lowering of extra premiums charged, with 
some extras eliminated entirely where 
the classification has been changed from 
hazardous to standard. 

New York Times staffer, James J. 
Nagle, gave some examples of occupa- 
tional rating reductions of The Pru- 
dential, Metropolitan, Equitable Society 
and General American Life. in the Sun- 
day Times of April 19. Some of the 
occupations that have been re-rated 
standard in the past few years are air- 
line pilots, policemen, firemen, electrical 
workers, some glass industry workers. 
The proportion of total new business 
written that is rated has dropped steadily 
in recent years. 








MORGAN O. DOOLITTLE, 
President 





If you are LOOKING 
For A General Agency Opportunity — 
EMPIRE has a complete line of 
Competitive Plans 


LIFE — HOSPITAL — ACCIDENT AND HEALTH — GROUP 


Licensed in the States of — Colorado, Delaware, District of Columbia, 
Florida, Maryland, Nevada, New Jersey, New York, North Carolina, Ohio, 
Oregon, Pennslyvania, Rhode Island, Vermont, Virginia, Washington. 


EMPIRE STATE MUTUAL LIFE INSURANCE CO. 


Jamestown, N. Y. 


DOUGLAS S. FELT, 
Agency Vice Pres. 














United ee Lif 


Call 


The MacGrath Agency 


84 William Street 
HAnover 2-7865 





General Agent 


The United States Life Insurance Co. 
n the City of New York 











Ass’t Planning Director 
Named By State Mutual 


ROBERT J. FREEMAN 


The appointment of Robert J. Freeman 
to the post of assistant planning director 
at State Mutual Life of America, Wor- 
cester, was announced by President H. 
Ladd Plumley. Manager of the company’s 
costs and budgets department for the 
past two years, Mr. Freeman will be a 
member of State Mutual’s office of plan- 
ning and research in his new assign- 
ment. 

A 1951 graduate of Boston University, 
Mr. Freeman joined State Mutual in 
1953 after two years as a field auditor 
for the Federal Milk Market Adminis- 
tration. In 1955 he was named assistant 
manager of the costs and budgets de- 
partment, and two years later was pro- 
moted to manager. Last year he was 
elected an officer of the company. 

Mr, Freeman is a member of the Na- 
tional Asso¢iation of Accountants, and 
since June, 1958 has been a_ director 
of the Worcester Chapter, NAA. 


Indianapolis Life Up 26% 


Indianapolis Life’s field force during 
the first quarter of 1959 recorded a gain 
of 26% in life insurance sales over the 
first quarter of 1958, according to Agency 
Vice President Arnold Berg. 

Increased sales during each of the 
first three months of the year brought 
about the best first quarter in the 54- 
year history of the company. 

The top individual salesman for the 
quarter was Nate Kaufman of Shelby- 
ville, Ind., while the Kaufman Agency 
also led all company agencies. 


Votes 2 For 1 Stock Split 


Wisconsin National Life shareholders 
voted April 14 to increase the company’s 
authorized capital from $1,000,000 to $3,- 
000,000 and approved a proposed two-for- 
one stock split to increase outstanding 
capital stock to $2,000,000. The payment 
of the 100% stock dividend will be made 
on May 1 to shareholders of record on 
April 30. 
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J. E. Hoskins Retires 
From The Travelers 


LONG DISTINGUISHED ACTUARY 





Second Vice President and Actuary Had 
Served Company 43 Years; Active 
In Industry 





James E. Hoskins, second vice presi- 
dent and actuary of The Travelers, has 
retired after more than 43 years service 
with that organization. Recognized as 
one of the prominent pioneers in the 
field of aviation insurance and prominent 
in actuarial circles, Mr. Hoskins started 





JAMES E. HOSKINS 


his insurance career with The Travelers 
on a temporary basis as a summer clerk 
in the life actuarial department while 
still an undergraduate with Harvard 
University. A native of Gardner, M: ‘SS., 
he was graduated from Harvard with 
his A.B. degree, magna cum laude, in 
1916. 

Mr. Hoskins served as a 2nd lieutenant 
in artillery observation on flying duty 
with the 302nd field artillery regiment 
during World War I. After the war 
he became supervisor of the service divi- 
sion of the life actuarial department and 
later chief clerk. He was named assist- 
ant actuary in 1923, associate actuary 
in 1945, actuary in 1947 and second vice 
president and actuary in 1956. 

Mr. Hoskins served as chairman of the 
aviation committee of the Society of 
Actuaries since 1930. He is a Fellow 
of the Society and a member of its 
board of governors. He is also a member 
of the Connecticut State Employes Re- 


tirement Commission and _ formerly 
served as an instructor at Hartford 
College of Insurance. He was named 


and exami- 
Society of 


consultant to the education 
nation committee of the 
Actuaries in 1958. 





Manufacturers Life Makes 
Changes in Annuity Rates 


Manufacturers Life has announced 
substantially lower single premium im- 
mediate annuity rates for all plans and 
for all ages. 

For example, at age 65 (male) the 
following single premiums will provide 
an income at $100 a month: Life annui- 
ties—$14,390 (a decrease of $300); cash 
refund annuities—$17,270 (a decrease of 
$620) ; life annuity guaranteed 20 years— 
$18,970 (a decrease of $470) and the 
instalment refund annuity—$16,730 (a de- 
crease of $570). 

These reduced rates reflect higher re- 
turns on investments now available to 
the company. 





Admitted To Mississippi 
Old Equity Life, Evanston, IIL, 
been admitted to Mississippi. 


has 


Pan-American Appoints 
Jack Munze at Kansas City 


The appointment of Jack Munze as 
general agent in Kansas City, Mo., for 
Pan-American Life of New Orleans has 
been announced by Bernard S. Lyon, 
regional agency vice president. 

A native of Frontenac, Kansas, Mr. 
Munze entered the life insurance busi- 
ness in 1955 following an _ extensive 
career in retail sales and merchandising 
in Kansas City. In that year he jo‘ned 
Kansas City Life as an agent and in 
1956 was placed into the company’s man- 
agement training program. In 1957 he 


Join Sales Training 
Great Southern Life announces the 
appointments of Clyde J. Cruse, Jr. 
and Jake Magee as assistant managers, 
sales training department. Both have 


won sales honors. 





was appointed assistant regional super- 
visor covering ten south-eastern states. 
He held that position until joining Pan- 
American Life. 

Mr. Munze received his early schooling 
at Rosedale High School in Kansas City 
and also attended Missouri University. 


American Life of New York 
Names J. J. Overend Actuary 
American Life of New York announces 


the appointment of John J, Overend as 


actuary. 
Mr. Overend was graduated from 
Columbia University in 1950 with a 


Bachelor of Arts degree in mathematics. 
Since that time he has had nine years 
experience in the life field, 
including seven years actuaris ul experi- 
ence. He is a Fellow of the Society of 
Actuaries. 


, insurance 
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WATCH YOUR“CLOSING RATIO” .--* 
t faa Toasters eee 








1...NEW ENTRANTS * 
Full Coverage Regardless of Age 





No reduction due to employee’s age. 


2...AT RETIREMENT AGE x 
After 65, full insurance benefit may be continued 
with no reduction in amount of protection 
because of age. 
3...AT TERMINATION OF ACTIVE EMPLOYMENT * 
Guarantee of Conversion to Single Premium Whole 


Life, as well as annual premium on most plans. 








EXPERIENCE 
SHOWS 


that any feature 
shown here can 







V Age of the covered individuals is not an underwriting factor 
the individuals is not an underwriting factor*... 
without necessity of submitting names of prospective insureds... 
writing is completely independent of any group life already in force or currently 
being applied for.* 


*Subject to such state limitations as may apply. 





close a Group 
Life sale for you! 
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Now check these Group Life Underwriting Features 


...V Salary of 
V Firm commitments available 
V Our under- 


Are you Looking for Excess Amounts? 
(over and above the liberal amounts Manhattan Life guarantees) 
note this: excess amounts are underwritten with full benefits of our 


EQUALIZATION FACTOR which is particularly important for impaired risks. 
Conversion later available at rating established by the Equalization Factor. 


For full information, JUST 'PHONE US! 
P. Ss. 


Overa Billion of ¢ Insurance in Force 






of New Wont 


YES, COMMISSIONS ARE PAID 
ON GROUP CONVERS/ONS 
under prescribed reporting plan. 


Tue Mannattan Lire 24 INsuRANCE COMPANY 


Home Office: 111 West 57th Street, New York 19, N.Y. 
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Saturday Review’s Advertising Awards 


Saturday Review of New York, whicl 


has been growing in prestige as the 
principal periodical devoted to literature a large 
and publishes the most complete book of life 


1 ~~ classificz ation was honored because of its 


ads explaining in detail opportunities in 
Vi ariety 
insurance. 


of careers, including that 








Award-winning Metropolitan Life Ad 


ass 
which 
honor | 


One of the 
which was picked out for a 


advertisements 
r top 


1 


1 
attracted wide 


yy Saturday 


attention in magazines and 
Review judge 


Was one of the 


Metropolitan Life health series featuring arthritis. The copy accompanying the ad 
said in part: 

‘Arthritis has been likened to the ancient Sphinx. For arthritis, no less than 
the Sphinx, is still str ange and mysterious in many ways. For example, the exact 
cause of some types of arthritis remains unknown, Nor do doctors fully understand 

vhy it flares up in certain patients and sm yulders or develops gradually in others 

why treatment beneficial for one victim may not help another.” 

reviews of any magazine in the nation, most votes in this special public service 
has for seven years made awards for Picked as No. 1 award winner meas- 
as é . ured by the standard of “most distin- 
advertising copy. It calls advertising re aa public-interest advertising” nag 
“The image of American business.” The W eyerhaeuser Timber Co.’s campaign on 
Review itself does not make the decision — scientific tree farming and conservation 


as to what advertising shall be selected, 


but the choice comes from an award com- 


mittee guided by what it regards as 
“distinguished advertising in the public 
interest.” On this committee are names 


educators, editors, publishers 
and public relations ex 


of leading 
and advertising 


cutives. 

Twenty seven advertisers were picked 
as the winners this year. Of that B wne o r 
six were from the insurance field. The 
insurance company award winners and 
their advertising agencies follow alpha- 
betical ly 

Institute of Life Insurance—J. Walter 
Thompson Co. 

John Hancock—McCann-Erickson, Inc. 

Metropolitan Life—Young & Rubicam 


New York Life—Compton Advertising, 
Inc. 

Northwestern Mutual J. Walter 
Thompson Co. 

Prudential—Reach, McClinton & Co. 

Because of the closeness of the voting 


12 runners-up were named by the judges 
They include two in insurance: Equi- 
table Life Assurance Society—Kenyon & 
Eckhardt, Inc., and Maryland Casualty, 
J. M. Mathes, Inc. 

The top advertising campaigns re- 
ceiving the most votes were Weyer- 
haeuser Timber Co., Metropolitan Life, 
New York Life, Ford Motor Co., (whose 
winning copy was based on safe driving ;) 
Commonwealth of Puerto Rico, Container 


Corp. of America, and United States 
Steel Corp. 
In its special public service category 


the insurance fags a chosen were 
Metropolitan Life, New York Life and 
Institute of Life Insurance. Metropoli- 


tan Life was featured by reproducing its 
advertisement, “Why is arthritis called 
the ‘sphinx of diseases ?’” This is part of 
the company’s health campaign series. 
Saturday Review ran a copy of the arth- 


ritis ad, headed by a picture of the 
Sphinx, ‘reproduced on this page. 
York Life, which scored third 


New 


as means ot 
of wood for 



















assuring a perpetual supply 


America. 





UIE 





LIFE INSURANCE 


RENEWALS 


RENEWAL PURCHASE COMPANY 


300 Park Avenue, New York 22, N. Y. 


PURCHASED ON 
EQUITABLE BASIS 


PLaza 3-2826 








Consulting Actuaries 


INDIANAPOLIS OMAHA 








O’TOOLE ASSOCIATES 


'ncorporated 
Management Consultants to 
Insurance Companies 
Established 1945 
220-02 Hempstead Avenue 





QUEENS VILLAGE 29, NEW YORK 











Tractenberg Nationwide’s 
Lead‘ng Group Mgr. in 1958 


George Tractenberg, regional Group 


manager, New York City, led all Na- 
tionwid? Insurence group  representa- 
tives in 1958 production, it was an- 
nounced recently. He rolled up over 
$906,000 in premiums to win a_ trophy 


Nationwide to 
Along with the 
invitation to attend the 
Club 


for 


awarded each year by 
its top Group producer. 
trophy goes an 
insurance 


company’s President’s 


conference scheduled this spring in 
Puerto Rico. 

Eleven other Group representatives be- 
came members of the insurance com- 
pany’s “Millionaires’ Club,” signifying 
they produced $1,000,000 of paid Group 
life insurance during 1958. They are: 

Robert E. Vanderbeek and Robert F. 
Lane, both of ra pee Ohio; Joseph 
L. Hansknecht, rage uansing, Mich.; Ed- 
gar J. Thibodeau, Detroit, —? Ken- 
neth W. Booth, Pittsburgh, Pa.; John 
A. Gulick, Buffalo, N. Y.: Helens mn LL. 
Veber, Cincinnati, Ohio; Dave Angus, 
Jr.. and Tractenburg, both of New York 


C.ty; Andrew Gressa, Harrisburg, Pa.; 











miums, too. 


and Richard F. Keefe, Clarksburg, W. 
Va. 

Receiving certificates for surpassing 
pre-established 1958 quotas were W. 
Bennett Davenport, Indiana; and 
Messrs. Hansknecht, Thibodeau, and 
Gressa. 


Hancock Group Sales Up 84% 


Sales of Group insurance by the John 
the first 
a sharp increase of 84.4% 
the 


Hancock during quarter of 
1659 showed 
over sales same 


1958. 


Sales of 


during period in 
debit Ordinary in- 
surance of 35.3%, 
while total combined Ordinary sales were 
14% lower than in the first three months 


monthly 


showed an increase 


of 1958. Weekly Industrial insurance 
sales were up 3.9%. Total combined 
Ordinary sales during the first three 


months of 1959 amounted to nearly $532 
million. Group sales amounted to $162 
million and weekly Industrial sales were 
$52 million, bringing the company’s total 
insurance for the first 
$746 million. 


new pnid-for 


quarter to over 


Eastern’s Adjustable Juvenile 
Estate Builder Assures A Bright 
Financial Future for Young People 


The “5 for 1 at 21”—that’s Eastern’s Adjustable Juvenile 
Estate Builder—the policy that enables you to “get them 
while they’re young!” 


Sell a parent or a relative an Adjustable Juvenile Estate 
Builder and you help to lay a foundation to provide a 
youngster with a fund for college, marriage, business or 
for retirement income. And, 


at low, low youth pre- 


The policy guarantees that at age 21 each $1,000 of in- 
surance automatically increases to $5,000—and is paid up 
at age 65 if premium payments are continued. Or at age 
21, it may be converted to Endowment at Age 65. 


The Adjustable Juvenile Estate Builder is a further 
demonstration of Eastern’s L F P (Liberal Flexible Pro- 
tection) at work... 
for Eastern’s field force. How about joining up yourself? 


creating opportunities for easier sales 


INSURANCE COMPANY 
OF NEW YORK 


Home Office: 386 Fourth Ave., N. Y. 16, N. Y. 


GENERAL AGENCY OPPORTUNITIES AVAILABLE IN: Connecticut, 
Delaware, District of Columbia, Florida (except Dade, Broward and Palm Beach 
Counties), New York and Pennsylvania. 


Communicate with: MURRAY APRIL, Director of Agencies 
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Pension Plan Sales To Small Corps. 
Offer Advantages To General Broker 


By Davin R. and Witiiam HarMe Lin 


The Harmelin Agency, Inc., 


Continental Assurance 


New York City 


The authors, both successful producers of insured pension plans, giv 


’e convincing 


reasons in the following article why it will pay the multiple lines broker or agent to 


interest his clients who own small but successful businesses, in 


setting up a pension 


program for his eligible employes. Intensive training to sell the business is not necessary, 


the authors say. “Provide the entree to these people, then call in the specialist.” 


article follows: 


As of now, the installation of insured 
pension plans is proceeding at a record 
rate. Its many tax advantages in an era 
where accumulation of dollars is so dif- 
ficult has made it attractive to all em- 
ployes regardless of their tax brackets. 
Insured pension plans, written through 
life insurance companies, now total over 
19,000. Ten years ago, 6,700 pension plans 
were in force. Are you getting your 


The 


share of this expanding market? 
Pension plans are particularly adapta- 
ble to smaller corporations. Such plans 
have tax advantages which benefit eligi- 
ble employes from the president on 


down. Plans are easy to understand 
and install. While these plans have been 
growing rapidly—the number of insured 
plans has tripled during the past ten 
years—the surface of this lucrative mar- 
ket has hardly been scratched. 





ARE YOU AS SUCCESSFUL 
AS YOU WANT TO BE? 


BE YOUR OWN 
GENERAL AGENT! 


Postal’s Agency Expansion Program provides 


an unusual opportunity for the qualified man 








IF YOU ARE 





currently writing at least a 
half million dollars annually 


a potential executive—or have 
had previous experience as 
an agency supervisor or an 
assistant manager 


... located in Connecticut, Dela- 
ware, District of Columbia, 
Illinois, Indiana, Maryland, 
New York, Pennsylvania or 
Virginia 





POSTAL OFFERS YOU 





.».» aneffective and unusual program | 
for securing business for your || 
agency. \ 
a fully integrated development 
program including Home Office 
indoctrination, frequent agency 
visits, annual conferences, agency 
conventions and management 
schools, 


the prestige of a 53-year-old New 
York company whose complete 
line of highly competitive con- 
tracts plus sound and liberal 
underwriting has helped its agents | 
break all sales records in 1958. | 














GET 


THE COMPLETE POSTAL SUCCESS STORY... 


Find out what opportunities await you as a Postal 
General Agent! Write today—in complete confidence 
of course—to Donald L. Smith, Director of Agencies. 


POSTAL LIFE 


wrance (umypany, 


GeorcE Kotopny, President 


511D FIFTH AVENUE, NEW YORK 17, N.Y. 








There are almost 500,000 corporations 
which employ less than 100 people which 
are ideal prospects for pension plans. 
According to information compiled in 
October, 1957, only one corporation. in 
13 has any kind ‘of retirement program 
in addition to Social Security which is 
not adequate for most retired people. 
Only slightly better than 2% of these 
corporations have installed insured pen- 
sion trust plans. The by-products of the 
pension trust for the producer are many. 
They open the door to many of the 
other business insurance opportunities 
which exist in the close corporation. 

The Department of Commerce advises 
that 57% of all business firms in the 
United States employ from one to three 
people, 20% from four to seven people, 
13% from eight to 19 people, and the 
remaining 10% employ 20 or more peo- 
ple. At least 90% of all business firms 
have a relatively small number of em- 
ployes. It is this market which we be- 
lieve to be the largest for the sale of 
pension plans today by the multiple lines 
producer. 

Broker 

The average general insurance broker 
is overlooking an important source of 
increased income as well as substantial 
by-products when he doesn’t do some- 
thing about insuring the small corpora- 
tion with one or more employes under 
a qualified pension plan. This provides 
income to replace losses in earnings 
from other lines due to the condition 
of the property insurance market. Most 
brokers have one or more clients who 
own small but successful businesses. If 
they are corporations, it is not difficult 
to convince the principals of the advisa- 
bility of establishing a pension plan for 
themselves and their employes based 
primarily upon the fact that any con- 
tributions made to the trust are de- 
ductible to the corporation and not 
taxable to the participants while the 
funds are being accumulated 

Of course, the plan must be tailor- 
made for each company and so, all the 
multiple lines man need do is generate 
some interest on the part of the em- 
ployer. After the spark has been ignited, 
at least before the general insurance 
broker has had experience in handling 
such plans from beginning to end, it is 
best to bring in the specialist who can 
present the facts in an objective fashion 
and motivate the principals to act. It’s 
easy, we believe, for the broker to get 
an interview under favorable circum- 
stances with his client. 

Most of the time, before a decision 
is made, it is necessary to meet the 
firm’s accountant and the legal advisor. 
The manner in which interviews are con- 
ducted with these advisors often deter- 
mines whether or not the idea of a plan 
will be adopted. Here, too, the general 


Opportunity for General Ins. 





THE LEE NASHEM AGENCY 
“The Major League Agency" 


(Mutual Benefit Life Insurance Co., 
ewark, N.. J.) 


TO BROKERS 


We pay 55% -+ nine 5's vested on 
Ordinary Life! 

Extremely high immediate cash 
values on about 20 different types 
of contracts. 

One year incontestable—not two. 


COME IN AND SEE US! 











LEE NASHEM AGENCY 


110 East 42nd Street 
New York 17, N. Y. 





lines man is in an advantageous position. 
He undoubtedly has had other dealings 
with these people and so, he has pres- 
tige before he starts. This is different 
from meeting these advisors for the first 
time. 


Review Policyholder Files for Prospects 


You need only to review your policy- 
holder files to locate informz ition regard- 
ing likely prospects for pension plans. 
Then approach the prospect and merely 
ask him whether he would be interested 
in setting aside a nest egg for the future 
with tax deductible dollars and _ prac- 
tically no tax consequence to him dur- 
ing the accumulation period. Say to 
him: “Under the plan we propose, Uncle 
Sam will share the cost with you because 
of preferential tax treatment. You will 
also be providing stability for your em- 
ployes which will reduce turn-over and 
increase the efficiency of your operation 
through orderly retirement of older per- 


sonnel who will willingly train young 
people to take their places. In many 
firms, the older personnel hold on for 


dear life because of their fear of being 
let go with no income except Social Se- 
curity at retirement.” 

If the employer is willing to listen, 
at this point, we recommend bringing in 
the specialist so that he can explore 
various possibilities with the employer 
and design a plan which is likely to 
appeal to your prospect. When a plan 
is designed in this manner, it is similar 
to what happens during a programming 
interview in which the prospect says: 
“My family would need to have at least 
$600 per month to live on if I die pre- 
maturely.” This advance commitment 
usually takes care of the close of the 
sale to the prospect, when the program 
is completed. 

We have found that the 
following the one in which 


interview 
you have 


(Continued on Page 18) 





FRANK McCAFFREY 








WUTUALZ LIFE INSURANCE COMPANY 
sesTon, masaacugrerrs 


Ask M. L. CAMPS AGENCY 


about 


JOHN HANCOCK'S 1959 DIVIDENDS 


NEW TOTAL DIVIDENDS TO BE PAID 
———— IN 1959 INCREASED BY MORE 
THAN 10% OVER 1958 


Co us for Full Sn formation 


ABE EISEN, C.L.U. 
GEORGE CUSHMAN, JR. 


OXford 7-2121 
800 SECOND AVE. (at 42nd St.) NEW YORK 


LARRY CAMPS 
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Occidental of Calif. 
Had 20.49% Gain in ’58 


INDIVIDUAL SALES OVER BILLION 








President Brower Reports Assets At 
$690,153,789; In Force Just Short 
of $8 Billion 

Representing an increase of 19.25% 
over business the previous year, total 
sales by ee Life of California in 
1958 reached « -time high of $1,440,- 
738,067, = ect Horace W. Brower 
announced. 

Occidental’s individual life insurance 
sales totaled $1,082,265,854, an increase of 
20.49% over 1957 and marks the first 
time in the company’s history that total 
sales of individual policies have exceeded 
$1 billion in a single year. The company 
had individual sales of $898,188,916 in 
1957. 

Group life insurance sales totaled a 
record $358,472,213, for an increase of 
$48,456,410 over the previous year’s pro- 
duction of $310,015,803. This represents 
a gain of 15.63.% 

A. & S. Premiums Increase 


Occidental’s total life insurance in 
force came within one day’s sales of 
crossing the $8 billion mark. Life insur- 
ance in force at the end of the year 
totaled $7,999,182,680. 

Accident and Sickness insurance pre- 
miums, including Group and individual, 
were $1, 289,252 ahead of 1957 for a total 
of $82,907,547 for the year. 

Occidental’s assets as of December 31, 
1958, were $690,153,789. This is $65,228,- 
513 more than assets at the end of 1957. 
In 1958 Occidental issued more than a 
million insurance benefit checks totaling 
$133,338,272. Benefits paid to policy- 
holders and beneficiaries were up over 
11%, bringing total benefits paid since 
the company was organized to $940,799,- 
490. 

Occidental continued its expansion pro- 
gram during the past year by opening 
17 new sales and service offices. The 
company now has 257 offices throughout 
the United States, Canada and Hawaii. 





Indiana Leaders Program 

The entire speaking panel for the 
annual meeting of the Life Insurance 
Leaders Club of Indiana at Turkey Run 
State Park, May 1 and 2, has been 
announced by J. Erwin Walsh, Connecti- 
cut Mutual, Muncie, program chairman. 

Lead-off speaker on May 1 will be 
Kenneth L. Anderson, vice president and 
managing editor, Research and Review 
Service, Indianapolis. The title of his 
talk will be, “This Is the Place.” Mr. 
Anderson will be followed by Frank H. 
Weisman, regional Group manager, 
Bankers of Iowa, Chicago, speaking on, 
“Tools—Use Them.” Mr. Weisman is 
one of the original founders of the first 
Blue Shield program and has been assist- 
ant director of Louisiana Blue Shield. 

Friday evening, May 1, will be devoted 
to a banquet and entertainment by the 
Singing Secretaries of Perfect Circle 
Corporation, Hagerstown, Ind. 

Saturday morning will open with a 
talk by Robert W. Osler, vice president 
and editor of Life and A. & S. publica- 
tions, The Rough Notes Co. His subject 
will be, “A Long Look At Some Current 
Trends.” 

Mr. Osler will be followed by Charles 
Dragoo, vice president and trust officer, 
Merchants Trust Co., Muncie, speaking 
on, “A Trust Man’s Evaluation of Life 
Insurance.” 

Closing speaker Saturday morning will 
be O. C. Ohsner, Connecticut Mutual, 
Columbus, Ohio, “Preserving Our Capi- 
talist Democracy Via Life Insurance in 
Business.” 

The annual meeting of the Leaders 
Club regularly draws close to 250 attend- 
ance, according to George W. Jackson, 
Connecticut Mutual, Indianapolis, this 
year’s president. 


Continental American 
Exceeds Past Records 


NEW SALES PASS $78 MILLION 





Preident Benner Reports Assets at Close 
To $103 Million; Earned Interest 
Rate at 4.07% 





New highs in the average sale of life 
insurance, in the amount of insurance 
in force, and in payments to policy- 
holders and beneficiaries during the past 
year are reported by Continental Amer- 
ican Life of Wilmington in its 1958 
annual report. 

Continental American’s assets were 
$102,922,447; sales of new life insurance 
averaged a record-breaking $16,434 per 
policy; and total new sales amounted 
to an all-time high figure of more than 
$78 million. Total insurance in force 
made the greatest gain in the company’s 
51-year history last year, and now stands 
at more than $452 million. Disburse- 
ments to policyholders and beneficiaries 
exceeded $9 million—with more than 
70% of that sum paid in the form of 
dividends, cash and endowment values, 
and other benefits, to living policy- 
holders. 


New Policies Issued 


The average amount of insurance per 
policy in force was increased to $7,908. 
Another record figure noted in the 
year’s report was the total of amounts 
paid to policyholders and beneficiaries, 
which rose to more than $9 million. Of 
this sum, more than 70% was disbursed 
to living policyholders in the form of 
endowment maturity values, cash values, 
dividends and other benefits. 

Three new policy benefits are credited 
by the company with having contributed 
to its increased business during the past 
year. These were the Executive Special 
policy, the Family Protection policy, and 
a modified One Year Term Addition 
option—a variation of the original One 
Year Term Addition option which Con- 
tinental American introduced more than 
30 years ago. 

The average yield of 4.69% on new 
investments made during 1958 brought 
the gross rate earned on all company 
investments from 3.93% in 1957 to 
4.07% last year. 





Northwestern Mutual Has 
Large First Quarter Gains 


“Continued solid growth” for North- 
western Mutual Life in the first quarter 
of 1959 was reported this week to the 
board of trustees of the 102-year-old 
firm by Donald C. Slichter, president. 

New mortgage loan, real estate and 
security investments acquired i in the first 
three months totaled $91.2 million—and 
will yield an average return of 5.26%. 

Assets were $3.92 billion on March 31, 
up 44% in the past year. Included in 
assets were $2.26 billion in bonds, stocks 
and transportation equipment, and $1.33 
billion in mortgages and real estate. 

Benefits paid to policyholders and 
beneficiaries, including’ dividends, totaled 
$72.1 million, 3.2% more than in the same 
period last year. 

Dividend payments, including the first 
quarter disbursement of NML’s industry 
record-breaking seventh consecutive an- 
nual dividend increase, totaled $20.8 
million during the period and were up 
9% from the first quarter of 1958. 

The size of the average new policy 
issued in the first quarter of 1959 was 
$10,786, an all-time high. 

Income in the first quarter was $162.7 
million, 3.2% more than in the 1958 first 
quarter. 

Insurance in force rose to $9.5 billion 
and policies in force to 1,638,092 at the 
end of the quarter. 

As reported earlier in April, the com- 
pany’s sales of $208 million in the period 
were 18% above first quarter 1958 and 
an all-time company sales record for the 
period, 





Left to Right: George B. Cook, president, Bankers Life of Nebraska; Lee N. Parker, 
administrative vice president, American Life Convention; A. G. Foy, 2nd vice presi- 
dent, American Service Bureau; T. A. Sick, president, Security Mutual Life of Lincoln. 


Seen above at the official opening of the new home office of Bankers Life of 
Nebraska at Lincoln. More than 6500 people toured the building. Formal dedication 
of the building will take place on May 1. 





Guardian Life Sets Record 


Honoring President Cameron 


New record highs for a President’s 
Month, in both life and accident and 
health insurance, were submitted: by the 
field force of Guardian Life during the 
company’s traditional March campaign 
honoring President John L. Cameron. 

Life volume for the month exceeded 
$38,000,000, an increase of 12.4% over the 
corresponding 1958 figures. Submissions 
of accident and health premiums, on an 
annualized basis, totalled nearly $200,000, 
up more than 26% over the previous 
President’s Month. 

Assigned quotas for the month were 
exceeded by 56 Guardian agencies, led 
by S. W. Ryan Agency, New Orleans, 
with 241.7%. The J. K. Powell Agency, 
Charlotte, with 399.5%, took top honors 
among the 57 agencies exceeding their 
quotas in accident and health. 

The leading agencies in actual life 
volume were the Spaulder, Warshall and 
Schnur Agency, New York; H. T. Green 
Agency, Atlanta; Samons- Press Agency, 
New York; T. a Herbert Agency, Den- 
ver; N. W. ’Remole Agency, Minneapolis ; 
and Krass-Goldberg Agency, Hicksville; 
all with over $1,000,000 for the month. 
In accident and health premiums sub- 
mitted, the leaders were Charles P. 
Houseman Agency, Los Angeles; Spaul- 
der, Warshall and Schnur; and 
Brooks Agency, San Francisco. 





Republic National Host to 


Agency Executive Seminar 


Thirty-three life insurance executives 
from 13 states were in Dallas, recently, 
attending an agency executive seminar 
sponsored by the reinsurance division of 
Republic National Life. 

Subjects covered during the seminar, 
according to W. N. Stannus, senior vice 
president in charge of the reinsurance 
division, included training plans, sales 
techniques, underwriting, advertising, 
and other essential discussions relative 
to agency operations. 

Class instructors were Clarence J. 
Skelton, senior vice president and co- 
ordinator of production planning; Lyman 
E. King, CLU, assistant vice president 
and training director, and Charles D. 
Walters, assistant training director. 

Guest speakers were Robert P. Brady, 
vice president and actuary, reinsurance 
division; Malcolm D. Thomas, assistant 
vice president, reinsurance underwriting; 
Jack R. Morris, vice president, public 
relations division. 


Bankers National Has 11% 
Gain in Paid-For Ordinary 


Bankers National Life, Montclair, N. J, 
reported an 11% gain in paid-for Ordi- 
nary life insurance at the end of the 
first quarter of 1959, compared to the 
same period last year. New paid-for 
Ordinary business amounted to $13,310, 
590 for the current year, an increase of 
$1,351,154 over the first three months’ 
production in 1958. Total new business 


including Group equaled $25,453,003 
against $23,835,590 for the same period 
last year. 


Ordinary production during the month 
of March alone totaled $4,485,349, 24% 
more than March 1958. 

Total insurance in force at the end 
of March amounted to $546,982,330, an 
increase of $16,203,872 since the first of 
the year. 

President John Brundage, commenting 
on these results, noted that the number 
of policies w ritten during the first quar- 
ter showed a 7% increase, and that the 
family policy, introduced only last Octo- 
ber, is now the third leading policy sold 
this year. The leading policy for the 
company is its participating Ordinary 
life which offers five optional features, 
including guaranteed insurability and re- 
turn premium, plus a premium discount 
for the size of policy. 





LIAMA School Committee 


Five men were elected to the executive 
committee of the Life Insurance Agency 
Management Association’s School in 
Agency Management, conducted April 
6-17 at the Daytona Plaza Hotel, Day- 
tona Beach, Florida. Attending the 
school were 77 field managers and home 
office executives representing 19 life 
insurance companies. These men came 
from 18 states and Canada. 

Elected to the committee were Victor 
R. Black, manager in Toronto, Ontario, 
Canada for Toronto Mutual; J. W. 
Brackseick, regional supervisor for Com- 
monwealth; Clyde E. Foust, training 
assistant for Life of Georgia in the home 
office; Salvatore P. aes. Jr., field 
training supervisor in Beech Grove, In- 
diana, for Life of Virginia; and Joseph 
7 Unger, manager in Richmond, fot 
Monumental Life. 

Lewis W. S. Chapman, LIAMA direc- 
tor of company relations was in charge 
of this Daytona Beach school assisted 
by Senior Consultants G, Fred Affleck, 
iam N. Boulton and Fred G. Jarvis, 

fr. 
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Andrew F. Kinbacher Discusses Role 
Of Supervisor In Pension Plans 


Since the supervisor is in a business 
of selling, the only possible way in 
which he can earn his salt is to be an 
expert on sales and selling techniques, 
Andrew F. Kinbacher, CLU, manager of 
the New York office of National Life 
of Canada, said in a talk at the April 
meeting of the Life Supervisors Asso- 
ciation of New York City. It is necessary 
for the supervisor to know more about 


ANDREW F. KINBACHER 


his product and its merchandising, Mr. 
Kinbacher feels, than is known by the 
salesmen with whom he works. “In those 
offices where advanced underwriting in- 
cluding pension planning, is an import- 
ant factor in the sales procedure,” Mr. 
Kinbacher said, “there are two additional 
qualifications which he must hold. The 
average full time life insurance agent 
has been in the business less than five 
years and the average general insurance 
broker is not a specialist in life insur- 
ance. It is, therefore, essential that the 
supervisor working with these men be 
a trainer as well as a salesman. He 
must have the ability to train, he must 
have the knowledge which he can impart 
to his sales representatives, and, above 
all, he must have the ability to be able 
to successfully communicate these ideas 
to those people.” 

When it comes to advanced under- 
writing, or specifically, pension planning, 
Mr. Kinbacher said that there is an 
additional requirement, that he be a 
qualified technician. “In the field of life 
insurance selling,” he said, “the super- 
visor should know the technical aspects 
of life insurance policies and enough of 
the insurance law to qualify him as an 
expert on this subject. When it comes 
to pension planning, there is additional 
information which he needs to know. He 
must be thoroughly familiar with or be 
able to lay his hands on, quickly, material 
concerning estate tax and income tax 
laws; he should be able to read a legal 
document and know what it means in 
layman’s language; but, more specificallv, 
he must be familiar, and familiar enough 
to talk with authority, on those provi- 
sions in the Internal Revenue code which 
affect the qualification or non-qualifica- 
tion of employe retirement plans. Not 
only must he be familiar with these pro- 
visions in order to assist and train the 
sales_ representative with whom he is 
working at the moment, but he may be 
called upon to discuss these factors with 


the principals of the employer, with 
accountants, and with attorneys. In fact, 
in some cases, he may even have to 


discuss the subject as a participant in 
an Internal Revenue Service conference. 


Primarily A Salesman 


The supervisor, whether brokerage or 
full time, Mr. Kinbacher remarked, is 
primarily a salesman, secondarily a 
trainer, and thirdly, in helping his agent 
or broker obtain pension sales, a tech- 
nician. “If a supervisor wishes to fulfill 
his obligation to his agents or brokers,” 
he continued, “it becomes essential for 
him to know what the various types of 
pension plans are. The first and probably 
the crudest pension plan is known as 
‘Pay-As-You-Go.’ The second, and more 
popular than the first, is the bank trusteed 
plan and the third type is probably the 
most common for large groups of em- 
ployes and is known as Group annuity. 
The fourth type of pension plan is quite 
popular with smaller groups of em- 
ployes and has had a tremendous growth 
over the period since 1942, when pension 
plans were recognized by the Federal 
Government as legitimate and deductible 
business expenses.’ 

Mr. Kinbacher compared the role of 
the supervisor in pension planning to 
that of an engineer with an industrial 
organization as an engineering salesman. 
“As far as the buver is concerned,” he 
said,“he is a technician, a consultant, an 
expert. As far as he, himself, is con- 
cerned, he earns his keep by assisting 
in making sales. The three basic steps 
which it is essential that the supervisor 
follow are (1) After receipt of payroll 
data information and supporting material, 
design the plan and prepare the formal 
proposals. (2) Assist the agent or broker 
in selling the plan, and (3) supervise or 
oversee the maintenance of good service 
for as long as the plan is operating under 
his cognizance. 

“Pension planning is not difficult but 
to become a pension expert, the job can- 
not be done overnight. There are many 
instances where an agent or supervisor 
in the sales interview will find that a 
prospect knows as much or more about 
the subject than he does. This may very 
well be true also in talking with account- 
ants and attorneys who have had pension 
planning experience.” 





Owen and Richardson on 
Life of Georgia Board 


Life of Georgia has advanced four 
members of its official staff 
Elected to the board of directors were 


W. Sheffield Owen, CLU, vice president 


for business development, and Al B. 
Richardson, vice president, public rela- 
tions. Elected assistant vice presidents 


were Jason B. Gilliland, associate gen- 
eral counsel, and W. E. Leland, manager 
of the mortgage loan department. 

Mr. Owen is widely known in the 
insurance industry, having served on 
many committees in a number of asso- 
ciations. He is noted as a speaker. He 
has served Life of Georgia since 1945, 
as head of the Ordinary department, 
agency vice president, then to his pres- 
ent position in 1957. 

Mr. Richardson was president of the 
Life Insurance Advertisers Association 
in 1955-1956, and serves with several 
industry groups. He has been associated 
with Life of Georgia since 1946 

Gilliland joined the company in 
1949 as assistant general attorney, and 
was elected associate general counsel 
in 1955. As assistant vice president he 
will handle legal phases of many invest- 
ment activities. 

Mr. Leland, who has had wide experi- 
ence in the mortgage loan field, joined 
the company in 1953. His new aalies 
will continue to be in the mortgage in- 
vestment phase of company operations. 





JAMES T. COMER, C.L.U. 
Special Representative — Gastonia, N. C. 


JEFFERSON STANDARD SALUTES 


ITS LEADING 
PRODUCER 


On March 1, Mr. Comer celebrated his 20th Anniversary 
with Jefferson Standard. Here are a few of his outstand- 
ing achievements during two decades of service with 
the Company: 


e Has paid for more than $21,000,000 business since 
joining Jefferson Standard on March 1, 1939. 


e Was Company’s leading producer in 1958 among 1,200 
agents in 29 States, the District of Columbia and Puerto 
Rico, with $2,484,000 paid business. He was also the 
leader in 1957. 


e Life and Qualifying member of Million Dollar Round 
Table, having qualified for 16 consecutive years. 


@ National Quality Award Winner for 14 years. 


e Member of Company’s “500 Club,” top honor club for 
agents, each year since Club was founded in 1954. 


@ Received Chartered Life Underwriter designation in 1946, 


Jetterson Standard 


Home Office: Greensboro, N.C. 
Represents The 


Jefferson Standard Over $1 .8 Billion Insurance in Force 





Page 17 

















Page 18 











April 24, 1959 











Pension Plan Sales 


(Continued from Page 15) 


aroused the principal’s interest is the 
key to the eventual sale. 
Advisability of Incorporating 

In order to qualify with the Internal 
Revenue Service, a plan must cover 
employes and so the principals in a 
partnership or sole proprietorship would 
not be eligible for benefits on a deducti- 
ble basis without tax consequence to the 
participants. However, there are situa- 
tiOns,.in which these very people can 
and should incorporate to get the bene- 
fit of a tax saving and along with such 
savings, become eligible’ to participate in 
a pension plan themselves. : 

If the businesses are not corporations 
and it is legally possible for them to 
incorporate (engineering and law firms, 
associations of doctors, lawyers and ac- 
countants are among the firms which 
cannot incorporate), it may be in their 
best interests to incorporate. 

Recently, one of your authors went 
out to sell some income protection in 
case of sickness or accident disability 
to the sole proprietor owner of a busi- 
ness with a broker who does his life 
and disability business with our general 
agent. During the interview in which 
the prospect was being qualified for the 
that the sole 


sale, it was determined 
proprietor earned $75,000 last year. 
Based the individual tax he had 


upon 
to pay, it was our belief that his best 
interests might be served by incorporat- 
ing. The law would permit such incorpo- 
ration, When we asked whether he had 
ever considered incorporating, the sole 
proprietor said that his accountant had 
never suggested it. After some discus- 
sion, during which the disability policy 
was held in abeyance, the proprietor 
agreed to consult a tax attorney and 
asked us to be present. The tax attorney 
stated that it would be in the sole 
proprietor’s best interest to'incorporate, 
not only because of tax advantages but 
also because of the limited personal lia- 
bility under a corporate set-up. 

In addition to the disability sale, which 
insurance, incidentally, can now be pur- 
chased by the corporation with deducti- 
ble dollars, instead of after tax personal 
dollars in the sole proprietorship, the 
corporation bought a pension plan_ to 
cover the principal and eight other 
eligible employes. 

Our broker made several thousand 
dollars instead of about $60 on the orig- 
inal disability presentation, The former 
sole proprietor who is now the sole 
stockholder bought higher limits of dis- 
ability income coverage on which our 
broker made $200 of first year commis- 
sions alone. He also bought a pension 
plan on which our broker made an addi- 
tional $3,000 of first year commissions. 

The reason for bringing this situation 
to your attention is because in our ex- 
perience few partnerships or sole pro- 
prietorships adopt pension plans. This 
is because the principals in such busi- 
nesses are not employes and therefore 
cannot qualify for a plan in which the 
premiums on them are both deductible to 
the firm and not taxable to them as 
individuals during the accumulation pe- 
riod, You may have among your clients 
some successful partnerships and sole 
proprietorships in which incorporation 
may be desirable. 

Can Deduct Contributions Each Year 


Under a qualified pension plan, the 
employer or corporation, as the case may 
be, can deduct contributions each year 
and the employe pays no tax on his re- 
tirement benefits until he receives them. 
It is generally desirable to provide bene- 
fits via an insurance contract under 
which there is a minimum death benefit 

the amount depending upon the parti- 
cular requirements of the firm involved. 
Until the reserve value equals the mini- 
mum death benefit (the difference be- 
tween the reserve value and that death 
benefit) it is considered current life 
insurance protection and the term cost 
of that protection becomes taxable in- 
come to the participant. 

The term cost table used by the In- 
ternal Revenue Service is modest, so 
that the actual amount of income from 






Jerry Saltsberg & Associates 


David R. Harmelin (left) and 
William Harmelin. 


that source which is taxable to the em- 
ploye is quite low. The following, which 
is extracted from that table, will indicate 
how small that gost is: 


Yearly Term Cost 
Per $1,000 of Insurance 


Age Male Female 
35 $ 3.13 $ 3.12 
40 4.28 4.27 
45 6.04 6.01 
50 8.68 8.57 
55 12.24 12.01 


A pension plan has tremendous tax 
advantages and, of course, it provides 
important benefits for participants in the 
form of peace of mind and security for 
the future. However, for the most part, 
a pension plan is a practical and sound 
business investment. 

The recent Estate Tax Regulations 
state that insurance proceeds of a pen- 
sion plan are not included in one’s 
estate for estate tax purposes. Since the 
principals in the firm can receive the 
lion’s share of the insurance under a 
tailor-made plan, that insurance, without 
being included in one’s estate for estate 
tax purposes, becomes important. On a 
plan we sold recently for one of our 
brokers, the principal, who is a man 
of means and who will have an estate 
tax problem, gets $97,000 of estate tax 
free life insurance. In terms of his 
estate planning, this is a significant item 
even though it is only part of the 
picture. 

New Employes Included 


Another advantage to selling pension 
business is that after a plan is in effect, 
if the firm continues to be successful 
and grows, new employes become eligible 
for the plan and so they are included 
without extra effort on the producer’s 
part. In other words, the broker or 
agent continues to benefit from the 
growth of the firm with minimum of 
additional work. From that point on, 
the producer becomes an order taker 
on that plan, 

After the calculation for new people 
and the increases are made, you find 
this means another $10,000 of yearly 
premium to you on which you receive 
regular first year commission and re- 
newals. This happened on a plan we 
sold last year in which there were 
nine people originally eligible to par- 
ticipate. There has been a substantial 
increase in the business and the result 
was this increase in the pension prom- 
ium. The yearly premium more than 
doubled. To be sure, this is an excep- 
tion. However, the average rate of 
increase on pension plans amounts to 
10% of the premium each year, so if you 
can put a number of cases on the books, 
your income will practically be assured 
of an increase each year. 

Your authors have been active in the 
pension business since 1955 and this year 
they have started to benefit from the 
repetitive nature of the pension plans 
they have sold personally. This is the 
secret of success of many of the top 





Phillips’ Proposals 
On Minimum Deposit 


N. Y. LIFE DOESN’T ISSUE PLAN 


Company in General Agreement With 
N. Y. Department’s Proposed 
Regulations of Policy 


While the New York Life is in gen- 
eral agreement with the New York 
Department’s proposed regulations as 
to high early cash value minimum de- 
posit policies, Senior Vice President and 
Chief Actuary James T. Phillips pointed 
out at the recent Department hearing 
certain ways in which the regulations 
would affect New York Life which does 
not issue a minimum deposit policy. 

Mr. Phillips’ opinion was that elimi- 
nation of abuses should be confined to 
the areas in which they exist. The 
prohibition against more favorable early 
cash values on certain policies than on 
other similar policies might be inter- 
preted to prohibit legitimate differentia- 
tion in cash values in different classes 
of policies. More than half New York 
Life’s new business is written on the 
$10,000 minimum amount life and endow- 
ment plans with cash value equal to the 
reserve from the end of the seventh year. 
For plans subject to smaller minimum 
amounts, cash values do not equal the 


reserve until the end of the twelfth 
year. 
As to the one year term dividend 


option, Mr. Phillips said: “We do not 
think it is proper to ignore, as the 
proposed regulation seems to do, the 
clear distinction between a 5th dividend 
option and a rider which provides for the 
application of dividends, left under a 
regular interest option, to purchase one 
year term insurance. Recognition should 
be given to such an obvious distinction.” 

Furthermore, a requirement that a one 
year term dividend option be made avail- 
able in all plans would, he said, put 
companies in a straight-jacket preventing 
them from developing features particu- 
larly pertinent to some markets. 

On illustrations and comparisons, Mr. 
Phillips contended “There does not seem 
to be any valid reason for life expec- 
tancy illustrations in the usual cost illus- 
trations prepared by companies for the 
bulk of their new business.” 





life insurance producers and yet, these 
men and women do not have the same 
access to much of this market as the 
general lines men who number these 
prospects among their own clients on 
other types of insurance. 

Even though pension plans require 
much time, our experience contradicts 
that conclusion. The majority of the 
cases on which we have worked have 
been closed in less actual sales time than 
is required for a fair size business case 
and with far better financial results. 
As a matter of fact, business insurance 
sales have been developed after we have 
sold pension plans. 


Little or No Competition 


These have been by-products of our 
pension sales. We can tell you about 
sales made on the first or second inter- 
view. In fact, there is little or no com- 
petition in this field. Very often com- 
plete strangers sell plans to your clients 
because you have not recognized either 
the need or simplicity of pension plan- 
ning. 

Just recently, we closed a fair size 
case for one of our producers on a 
successful men’s shop in New York City. 
After we closed the sale, we asked to 
review the principal’s personal life in- 
surance, as is our practice. We learned 
that while we were negotiating the pen- 
sion sale, his broker sold him $10,000 
worth of life insurance, but did not 
introduce the pension idea. The broker 
made about $200 on this sale. The pension 
sale netted our producer, who is a 
stranger to Mr. Business Owner, more 
than 10 times that amount. 

From our experience, employers are 
interested in the following three items 
and all other details are of minor im- 
portance: (1) What doI get? (2) What 





Rowland Long’s Views 
On Minimum Deposit 


NEED TO CLARIFY REGULATION 


Massachusetts Mutual General Counsel 
Sees N. Y. Department Proposal 
As Trying To Legislate 


The New York Insurance Department’s 
proposed regulation as to high cash 
value minimum deposit life policies should 
be revised in several respects, Rowland 
H. Long, vice president and general 
counsel of Massachusetts Mutual Life, 
said at the recent Department hearing. 

Not all early high cash value policies 
are purchased on the minimum deposit 
basis, Mr. Long said, in fact, in 1958, 
50% of the insurance of that type sold 
by his company was not assign. during 
the year. 

“The statement is made in the pro- 
posed regulation that cash values be- 
tween plans must bear a reasonable and 
regular relation to each other,” said Mr. 
Long, “and that relatively high early 
cash values in so far as they result from 
departures from the regular pattern used 
for determining cash values of other 
essentially similar policies are considered 
unfairly discriminatory. Unfair discrimi- 
nation, further, is said to exist among 
policyholders of the same class whenever 
the terminating policyholder is able to 
obtain a benefit that must be paid for 
by continuing policyholders in the same 
class over subsequent years, 

“The principle expressed in these 
statements is contrary to the practice 
followed for many years by the New 
York Department in approving policies 
providing relatively high cash values as 
compared with other essentially similar 
policies, where the size of the policies 
granted the higher values is subject to 
a higher minimum amount. Any dis- 
parities in such cases are frequently 
accentuated by requiring higher prem- 
iums on the policies providing the lower 
values. Instances of this kind may be 
illustrated for many years and several 
companies not usually considered to be 
offering minimum deposit plans are cur- 
rently offering policies which provide 
higher cash values than are provided on 
other plans.” 

Gives Company Practice 

Mr. Long said his company has always 
dealt severely with instances of replace- 
ment of policies, adding: “As evidence 
that this company has successfully con- 
trolled improper presentation and selling 
of its policies, in the past ten years the 
New York Department has not brought 
one complaint involving replacement to 
the attention of this company.” 

Massachusetts Mutual does not now 
grant a policy loan in the first policy 
year for any purpose, Mr. Long said, 
The company now makes the one year 
term dividend option available on all 
policies written for at least $10,000 and 
calling for not less than 10 years’ 
premiums. 

As to cost illustrations and compari- 
sons Mr. Long commented: “Penal 
statutes cannot be enlarged by regulation 
of the Superintendent. We believe that 
so much of the proposed regulation as 
appears in the first paragraph of page 
10 and the first sentence on page lI 
which does not relate to the last sen- 
tence in Section 127, subdivision 1, and 
Section 127, subdivision 2, and the last 
sentence in Section 211, subdivision 1, 
and Section 211, subdivision 2, is an un- 
lawful extension of the express language 
of these sections and requires substantial 
modification.” 





does it cost? (3) What additional work 
must my business do for it? 

The presentation we make is based 
upon the answers to these questions. We 
find this makes sales for us. You can 
build up a large commission account from 
the pension plans you sell. 

In conclusion, we are convinced that 
multiple lines men are close to the best 
prospects for pension plans. Intensive 
training to sell the business is really 
not necessary. All you need is the entree 
to these people. Then call in the 
specialist. 
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HEARD On The WAY 








Leland J. Kalmbach, president of 
Massachusetts Mutual Life, was one of 
a small group of business executives who 
met King Hussein of Jordan on April 
15 in New York at a luncheon given 
in his honor by Eric Johnston, president 
of the Motion Picture Association of 
America and President Eisenhower’s spe- 
cial representative to the Middle East. 
The party was held at the Harvard Club 
of New York, following which King 
Hussein and his official party were din- 
ner guests of Dag Hammarskjold, Sec- 
retary General of the United Nations. 





O’Toole Assoicates, Inc., management 
consultants of Queens Village, New 
York, and well known in the business, 
have inaugurated a four page newsletter, 
“Management Briefs.” The newsletter, 
which will be published from time to 
time, will contain “such thoughts and 
ideas, gained through our consultation 
and research work, that may be of 
interest to top executives of insurance 
companies,” the Editor says. 

The first issue. features articles on 
such subjects as “Clerical Salary Pres- 
sures Still Building Up,” and “How 
Essential Is Good Organization”; “Mak- 
ing Hard Decision Easier,” and “Reveal- 
ing Questions on Sales Activities.” 

The back page of “Management 
Briefs” is devoted to services offered 
by O’Toole Associates, Inc. to its clien- 
tele which is impressive. 





Agnes Smith, daughter of Sarah B. 
Smith of Fairmont, W. Va. (best known 
woman agent of Equitable Life Assur- 
ance Society), has written a book, “An 
Edge of the Forest” published in March 
by The Viking Press of New York. It is 
a beautifully written fantasy of forest 
creatures and of people whose lives 
have been touched with a strange self- 
lessness through love of one small black 
sheep. Miss Smith, whose husband is 
Richard Parrish, editor of The West Vir- 
ginian, Fairmont’s afternoon newspaper, 
attended high school at St. Joseph’s in 
the Pines, Brentwood, Long Island, and 
was graduated from Fairmont State Col- 
lege. Her mother, who joined Equitable 
Society in 1924, has placed more than 
$164 million Group insurance and has 


been president of Equitable’s Group 
Millionaires Club. 
Action in “Edge of the Forest” takes 


place near an ancient dense woods, where 
a shepherd and his family lived. One day 
a son was tending the first large flock 
entrusted entirely to his care when the 
sheep suddenly panicked and scattered. 
They had been frightened by a dog 
tending them which had gone mad and by 
aleopardess. When the sheep were driven 
back to the meadow by an old sheep 
dog it was noted that a young black ewe 
was missing. Months afterwards the 
ewe was seen in a meadow gamboling 
with a herd of deer. It had also been 
protected by a young leopardess. 





Lawrence T. Friend, formerly with 
public relations and sales promotion de- 
partments of New York Life, has joined 
with Jerome B. Agel of New York City 
to form Agel & Friend. This is a public 
relations firm serving industry, profes- 
sions and the arts. Offices are at 35 
West 53rd Street in Manhattan and 744 
Broad Street in Newark, N. J. 

Mr. Agel has been associated with 
Merritt-Chapman & Scott Corporation 
and was account executive for United 
States Steel Corporation at Batten, Bar- 
ton, Durstine & Osborn, Inc. He most 
recently was account supervisor with 
Asher B. Etkes Associates, New York 
public relations firm. Both Mr. Friend 
and Mr. Agel are graduates of the 
Columbia University School of Journal- 
ism. Mr. Friend is also a graduate of 
Yale College, and Mr. Agel, of the 
University of Vermont. 


Uncle Francis 





DONALD FRANKEBERGER 


Two new agency managers have been 
appointed by Bankers Life of Des 
Moines. They are Donald Franketerger, 
who assumes duties as manager of a new 
Bakersfield, Cal. agency, and Howard 
C. Hill, new agency manager in Fort 
Worth, Texas. 

Mr. Frankeberger first entered the 
life insurance business in June, 1955, as 
an agent for Pacific Mutual in Fresno. 
He then went to West Coast Life as 
an agent and remained there until he 
joined Massachusetts Mutual Life in 
March, 1957 

Active in civic affairs, he is past presi- 
dent of the California Association of 
Medical Technology, past associate secre- 





Brooklyn Law School 


Insurance Forum April 30 


The fourth annual Brooklyn Law 
School Insurance Forum will be held 
at the Law School on April 30 at 9:45 
a.m. Insurance executives and attorneys 
and members of the Bar and insurance 


industry generally are invited to attend 
this series of lectures by prominent 
speakers. This year’s forum is devoted 
to modern trends in the life insurance 
industry. 

Speakers include Jerome A. Manning, 
associated with Joseph Trachtman, who 
will speak on “The Long and Short of 
Insurance Trusts”; Arthur E. Schmauder, 
assistant general "solicitor of The Pru- 
dential on “Keyman Insurance in 
Deferred Compensation Agreements” ; 
Robert J. Lawthers, director of estate 
planning services, New England Life, on 
“Basic Planning Principles in Qualifying 
Life Insurance for the Marital Deduc- 
tion”; Joel Irving Friedman, partner in 
Nathan, Mannheimer, Asche, Winer and 
Friedman, on “Stock Retirement Agree- 
ments Funded by Life Insurance”; and 
John F. Moynahan, president, John 
Moynahan & Co., on “Public Relations 
and Life Insurance.” 


HOWARD C, HILL 


tary of the California Department of 
Public Health and is a member of the 
Toastmasters and Elks. 

Mr. Hill goes to Bankers Life with 
nearly ten years experience in the insur- 
ance industry, having worked in several 
capacities with a Texas company. A 
native of Itasca, Texas, he graduated 
from high school in Fort-Worth and 
attended Arlington Staté college and 
Wesleyan _ college. 

Active in civic and church affairs, he 
is a member of the Fort Worth Civitan 
Club, the Elks, and Fort Worth Club. 
He served in the U. S. maritime service 
and the army from 1944-47 and was re- 
called to active duty with the air force 
during 1950-51. 


K. L. Jerdee and H. A. Larson 


Made Training Supervisors 

Kenneth L. Jerdee of Madison, Wis., 
and Herbert A. Larson of Natick, Mass., 
have been named regional training super- 
visors for Paul Revere Life and Mass- 
achusetts Protective Association, Inc., of 
Worcester, Mass. 

Mr. Jerdee will serve as regional train- 
ing supervisor for the companies in their 
1l-state central region. He will make his 
headquarters in Madison and work under 
the supervision of Robert P. Hallock, 
superintendent of central agencies. Mr. 
Jerdee entered the insurance business in 
1952 as a special agent for the Mass- 
achusetts companies in Madison. Follow- 
ing an outstanding personal production 
record he was promoted to supervisor of 
the agency there last year. 

Mr. Larson will serve the companies as 
regional training supervisor in their 12- 
state eastern sales region. He will be 
associated with Paul W. Colflesh, super- 
intendent of eastern agencies, with head- 
quarters in Natick. A graduate of North- 
eastern University, Mr. Larson has been 
in the insurance business for the past 
13 years. He has served successively as 
a special agent, district supervisor and 
general agent. 








Outstanding Sickness & Accident 
INCOME PROTECTION 


Non-cancellable, guaranteed renewable to Age 65 — at guaran- 
teed premium rates, non-aggregate, no house confinement, 









PERSONAL 
PROTECTION 


since 


1895 





optional hospital-surgical-medical benefits. Sickness 
benefits from one year to Age 65 — Accident from 
two years to lifetime. (Also participating life 

insurance and all types of group insurance!) 


Expansion program provides openings for 
qualified General Agents in selected areas 
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New Horizons in 
Life Insurance Sales 
Are Opening in 
FOREIGN MARKETS 
Why Not Get 
Your Share ? 


CALL US FOR DETAILS 











WHITE & 
WINSTON 


INC. 


C ral Agents 
The UNITED STATES LIFE 
INSURANCE CO. 


New Major Medical Policy 


Phoenix Mutual Life has introduced 
a new policy which permits groups with 
as few as 10 employes to purchase Group 
major medical protection without dis- 
rupting their basic Blue Cross-Blue 
Shield coverage, 

Designed to dovetail with Blue Cross- 
Blue Shield benefits, the policy as ap- 
proved in New York State carries a 
minimum deductible of $100 above which 
Phoenix Mutual will pay 80% of the 
remaining costs, in or out of the hospital, 
up to a maximum of $10,000. 

Simultaneously the company announced 
the opening of a new branch office at 


2 Park Avenue, New York. Known as 
the Gotham Agency, this office will 
specialize in ,Group sales. The new 
Group major medical coverage as well 
as other Group plans are available 
through all Phoenix Mutual branch 
offices. 





Apartment Modernization 


New York Life is currently installing 
complete new kitchens and electrical 
wiring at its huge Fresh Meadows devel- 
opment in Queens, Long Island. The 
188-acre community of 3,000 apartments 
was completed as one of the nation’s 
most modern housing projects 10 years 
ago. Teams of electricians and other 
mechanics are working their way 
steadily through the project’s 137 garden- 
type two and three-story buildings pre- 
paring the development for a predicted 
large increase in home consumption of 
electrical power. When the five-year 
modernization program is completed, 
2,400, or 80%, of Fresh Meadows’ apart- 
ments will have been fitted with com- 
pletely new kitchens, including several 
new appliances, and will be rewired to 
provide from eight to 12 separate elec- 
trical circuits for each apartment. Cost 
of the modernization is expected to 
exceed $2 million. 
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Knight’s growth in mass selling has been phenomenal. Edward 
J. Griffin, left, and his staff of Group and Pension specialists have 
proved that nowhere is sound administration and dedicated 
service of more importance than in these highly competitive fields. 





Tax and legal counsel is extremely valuable to agents and brokers and their clients 
in the preparation of large business and personal insurance programs. Prominent __ 
New York attorney Milton H. Stern, left, directs this phase of the agency operation. “““""""""" 











Warren Stillwell is greeted by agency president Ch 
. N. Barton, CLU. Seated left is Maurice Ziff, execj 
% vice president, and center is Paul Goodman, CLU, 
president. C. B. Knight’s amazing growth and expan 
influence reflect the drive and imagination of | 
men who direct the agency’s multiple sales activi 

























HOME of The Union Central Life Insurafe 
Company in Greater New York is Be 
Charles B. Knight Agency, Inc. . . . wh 
the door is always open to the young 
or woman who seeks a career rewarding 
financial independence, in personal satis 
tion and achievement . . . and to the b 
who seeks the industry’s most modern 
insurance contracts, supported by the ex 
sive services of a fully integrated ager 


Located in the heart of the city’s finant® 
district, the Knight Agency has grown fif, 
two employees and $10,000,000 of busi 
in force to a position today which rank 
ahead of 90 per cent of all life compa 
in the United States. 


ny it, hely 
his and b 


In this series of photographs, you will 
introduced to the people and facilities will 
have made C. B. Knight the world’s lay 

life insurance sales organization—with 
$350,000,000 of Ordinary and $200,006; 


of Group business on the books. 


Your guide is Warren L. Stillwell, 
sales have exceeded one million dol 
during each of the past three years 
remarkable accomplishment for this yot 
man who began his career as a new 4 
with C. B. Knight as recently as 1954. fewriting 


hugh reso 
Ka year, 


THE CHARLES B. KNIGHT AGENCY, INC. | ~ 


225 Broadway - Phone BArclay 7-4500 


General Manittreai 
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'S LARGEST LIFE INSURANCE AGENCY! 


LIFE 


KNIGHT AGENCY, inc 
‘GENEMGR | 








lent Chi The agency provides complete training facilities: a pre-contract course for prospec- Judged best in industry each year, Union Central 
ff, execy tive underwriters and a basic sales course which speeds new agents into production; sales promotion and merchandising aids exploit all 
, CLUE a special course for brokers, attorneys, and accountants and an advanced course in , life insurance markets from educational funds to 
d expaye™ corporate finance and taxation; plus enrollment in Life Underwriters Training business protection. Here, Warren Stillwell picks up 
a ae Council and assistance in preparation for Chartered Life Underwriter examinations. an award-winning mortgage insurance presentation. 
Ss activi 











tienced and competent veterans like associate manager Hugh White, left, play 
tal role in the new agent’s progress— help him learn what to say and how 





ntsand brokers alike can have expert assistance during actual sales interviews. 






yit, help him develop special techniques in strategy and finesse. As shown here, © 


Jack Hettrich, agency analyst, heads up a staff of specialists 
who assist the agent and broker in planning complete 
insurance programs and in the preparation of personalized 
proposals and _ sales-compelling ledger cost statements. 





VEPESEEEE RESTS 







1, wi 
dol 
ears 
is yot 
wag yexperienced broker knows it; every potential agent should know 
54, he fate of an application is dependent upon sound principles of 


; 





Perhaps the most conclusive proof of C. B. Knight’s continuing growth can be’ ° 
summed up in these four important members of the management staff: Stan 
kwriting. The unusual success of the Knight agency, reflected ~ ad Teitelbaum and Stan Wasserstein, manager and assistant manager at Long Island; 


Jules Meyers, manager of the New Jersey operation; and Michael Feigin, Connecticut 


hgh resourceful agents like Warren Stillwell who closes about 140 ’ Jer n a . 
manager. Widespread agency facilities guarantee swift, localized sales and service. 


Ka year, is evidence that executive vice president Maurice Ziff and 
‘aff offer one of the most effective underwriting services in the state. 


anipreater New York for THE UNION CENTRAL LIFE INSURANCE COMPANY 
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WEEK TO STRESS SAVINGS 

A week to remind people that thrift 
and intelligent investment are basic to 
the economic vigor of the nation gets 
under way April 26 and _ continues 
through May 2. It has the endorsement 
of the President of the United States 
and of many leaders of business, finance, 
insurance, law and real estate. President 
Eisenhower in a message based on his 
belief that people should not invest care- 
lessly or be prodigal and extravagant 
buyers or neglect to save for the future 
makes this statement: 

It is clear that savings, and the in- 
centive to invest them wisely, provide 
much of the capital strength of our 
country’s growth. For our part, those 
of us in government must do everything 
within our power to develop conditions 
which will encourage wise investment of 
savings, and apply to government the 
same principles of thrift so strongly em- 
bedded in the American people as indi- 
viduals. I am delighted to send best 
wishes to those engaged in promoting 
this essential condition of both national 
and individual prosperity. 

Nation-wide educational programs will 


be inaugurated, probably continuing 
throughout the year, for dissemination 
sound common sense doctrine 
saved and invested in bank 
pension 


“of such 
that money 
accounts, insurance, 
and retirement funds, 


real estate, 
Government 
bonds and really 
productively employed; that 
so invested helps to strengthen 
must 


and 
corporate shares is 
money 
money 
the economy 
improve if our expanding population is 
to work and enjoy the fruits of its 
labors; and that money or work creates 
secure those already 


which continue to 


new jobs; makes 
existing. 
Throughout the country committees 
have been appointed bearing the name 
“Invest-in-America,” which of course 
should not be construed as meaning that 
everything bought by Americans should 
be of American manufacture or origin. 
Chairman of the committee in New 
York City is William P. Worthington, 
president of Home Life. On the execu- 
tive committee is Holgar J. Johnson, 
president of Institute of Life Insurance; 
on the advisory committee are Ashby E. 
Bladen, vice president of Aetna (Fire), 
and James P. Fordyce, chairman, Man- 


hattan Life. Some members in this city 
outside of the insurance field: 

Dan G. Mitchell, president, General 
Telephone & Electric Co., General Lucius 
sa Clay, chairman, Continental Can Go; 

Keith Funston president, New York 
mace Exchange; Edward T. McCormick, 
president, American Stock Exchange; 
William Zeckendorf, Sr., president, Webb 


& Knapp, Inc.; Harold $ Oberg, director 
of research, National Association of In- 


vestment Companies; E. Henry Powell, 
general secretary of Savings Bank Asso- 
ciation of the State of New York. 





RADAR TRAINING ESSENTIAL 

Radar’s value in preventing collision 
of ships continues to be a subject of 
many letters ‘and articles received by 
newspapers. One of most informative 
article in assaying the subject appeared 
in New York Herald Tribune coming 
from the pen of Einar Groething who 
has had many years experience as a 
master mariner and as a radar specialist, 
now is instructing active officers in the 
marine service. 

While pointing out that lack of proper 
training in the special aspects of oper- 
ational radar is not the sole cause of 
accidents at sea his viewpoint is that 
the tendency to condemn radar because 
accidents have occurred may be found to 
be a dangerous philosophy. There is 
equal folly in censuring the mariner. 
What the latter needs, says Mr. Groe- 
thing, is more knowledge of a practical 
nature. “The industry as a whole, the 
Government, the ship operators them- 
selves must make a concerted effort to 
provide this means of collision-free navi- 
gation,” he says. “To keep the sea lanes 
safe is every man’s job.” 





Harold C. Titus, a veteran of more 
than 44 years of service with the Glens 
Falls Insurance Co., retired April 1, 
under the firm’s pension plan. Mr. Titus, 
a native of Glens Falls who received his 
education at the Glens Falls Academy 
and at Albany Business College, joined 
the Glens Falls family in October, 1914, 
as a member of the western underwriting 
department. In 1926 he was transferred 
to the company’s statistical department 
and was associated there until January 
1, 1959, at which time he became a 
member of the general accounting depart- 
ment staff due to departmental con- 
solidation. 





ALBERT CONWAY 


Albert Conway, chief judge of New 
York State Court of Appeals and for- 
mer Insurance Superintendent of this 
state, will be awarded the gold medal 
of the American Irish Historical Society. 
Presentation will be made by James 
McGurrin, president of the society and 
New York county clerk, at a dinner to 
be held in Biltmore Hotel on May 2. 
Judge Conway, born in Brooklyn, began 
his career as an assistant district attor- 
ney. After leaving the Insurance De- 
partment he became a judge in the Kings 
County and State Supreme Courts. In 
1940 he was elected to the Court of Ap- 
peals and in 1955 was appointed chief 


judge. 
ae ae 


John N. Sherley has been placed in 
charge of the newly established market- 
ing research operations of the Spring- 
field-Monarch Insurance Cos. This new 
department, under Mr. Sherley’s direc- 
tion, will be responsible for marketing 
and producer surveys, and will assist in 
the development of new policies and 
forms, Mr. Sherley was graduated from 
Technical High School and from Yale 
University with a B.S. degree, and he is a 
member of the honorary Engineering 
Society “Tau Beta Phi.” Joining a 
field Fire and Marine in July, 1935, the 
was appointed superintendent of the re- 
insurance department in 1946, named 
head of the research department in 1949, 
was elected assistant treasurer in 1951 
and assistant vice president in 1955. 

* * * 


Robert H. Johnson has been appointed 
a security analyst in the research and 
analytical department of Insurance Secu- 
rities Incorporated. A graduate of the 
University of California, class of 1938, 
where he majored in commerce and 
insurance, Mr. Johnson has spent his 
entire business career with Fireman’s 
Fund, most recently in marine under- 
writing. 

— e. 

Henry S. Beers, president of Aetna 
Life, and Frederic W. Ecker, president 
of Metropolitan Life, have been elected 
to the board of National Industrial Con- 
ference Board. Reelected a member of 
the board was J. Victor Herd, chairman 
and president of America Fore Insur- 
ance Group. 

* * ok 

George E. Bergin who has been ap- 
pointed technical representative of New 
England department of the St. Paul 
Group of Companies, was formerly with 
the New England Fire Insurance Rating 
Association. 


Pach Bros. 
WILLIAM P. WORTHINGTON 


William P. Worthington, president of 
Home Life, New York, has been ap- 
pointed general chairman of the New 
York Invest-in-America Committee. In- 
vest-in-America Week will be observed 
in New York and scores of other com- 
munities April 26-May 2 as a means of 
establishing better understanding of the 
role which capital plays in creating jobs 
and making United States prosperous. 
During Invest-in-America Week there 
will be special events designed to stress 
the importance of investment and what 
it means to America. The program is 
sponsored by associations representing 
all forms of enterprises including the 
Institute of Life Insurance. 

x oe Ox 

Powell E. Smith, executive vice presi- 
dent for Occidental Life of California, 
has been appointed to membership on 
the insurance committee of the Los An- 
geles Bar Association. He is also a 
member of the Association of Life Insur- 
ance Counsel, American Bar Association, 
State Bar of California and American 
Judicature Society. 

* * * 

Louis A. Bonar has been elected an 
executive vice president of Alexander 
& Alexander, Inc. of New York, nation- 
wide insurance brokerage and consult- 
ing firm, Mr. Bonar, who has been a 
vice president of the company since 1947 
and a directar since 1951, joined the 
New York office 27 years ago as an office 
boy. During the next several years he 
worked in the company’s fire, casualty, 
marine, aviation departments. In 1939 
he was assigned to the St. Louis office 
which serves many large railroads, and 
cil, gas, chemical, mining and aircraft 
companies. He was named manager 
of the office in 1943 and resident vice 
president in 1945, 

ee 

Col. Jess Strauss, former New York 
State wing deputy commander of the 
Civil Air Patrol, an auxiliary of the 
United States Air Force, has been given 
command of this wing. In private life 
Col. Strauss is associated with the in- 
surance firm of Strauss, Grossman and 
Friedman of the Bronx, New York City. 
An accomplished pilot, he served in the 
Westchester Group, was advanced to the 
command of the Bronx Group, and in 
1956 was selected to serve as escort 
officer for the International Cadet Ex- 
change in Belgium. Col. Strauss also 
has held commands of cadet summer en- 
campments at various Air Force bases. 
Apart from his CAP activities, the New 
York wing’s new commander is an 
energetic civic worker. 
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President of Mellon Bank 


The Mellon Bank of Pittsburgh, the 
new president of which, John A. Mayer, 
was at one time president of an insur- 
ance company (Reliance Life of Pitts- 
burgh) had assets at end of 1958 of 
$2.146 billion, and its net current oper- 
ating earnings after Federal income tax 
were $21.291 million. Its 1958 year-end 
deposits reached $1.834 billion. 

This bank began its operations in 1869 
when T. Mellon & Sons was founded. 
When Andrew W. Mellon, for many 
years the leading citizen and head of 
this bank became Secretary of the 
Treasury, he served in that post under 
Harding, Coolidge and Hoover. One of 
America’s greatest art collectors he built 
in Washington the Mellon Gallery on 
the walls of which are the chief paint- 
ings he bought over the years and those 
of numerous other artists. On the night 
the gallery opened—and a rainy night 
it was—more than 10,000 people came. 

Brought up in Terre Haute, Ind., Mr. 
Mayer began to work for a small bank 
during Summer vacations, progressing 
from messenger’s duties to bookkeeping 
and work in a teller’s window. At 
Wharton School of Finance, University 
of Pennsylvania, he got Bachelor’s and 
a Master’s degrees. There he attracted 
the attention of John A. Stevenson, pres- 
ident of Penn Mutual Life. He joined 
that company in sales research, also for 
a time being head of its personnel de- 
partment. In the Navy during World 
War II, he became a member of a 
personnel commission consisting largely 
of high ranking naval officers who had 
retired, including Admirals. After the 
war began the commission to which they 
had been named had as a principal duty 
the selection of naval officers. Mr. Mayer 
felt that the quickest way to find men 
equipped to be officers of the Navy was 
to recruit them from the engineering 
and other technological schools. As a 
result hundreds of men with engineering 
and similar talent were found and made 
officers. 

Mr. Mayer rejoined Penn Mutual after 
the war, became secretary of that com- 
pany and then was asked by the board 
of Reliance Life to take its presidency 
which he did. The Reliance at the time 
had $300 million assets. Later, it was 
reinsured by Lincoln National Life. 

Closely observed by the Mellon Bank 
he was asked in 1951 to join it as a 
vice president. He became executive vice 
President in 1957. He is a director of 
Armco Steel Corp., Blaw-Knox Co., Du- 




















quesne Light Co., Westinghouse Air 
Brake Co., H. J. Heinz, Hospital Service 
Association of Western Pennsylvania, 
Western Pennsylvania Hospital, and the 
Pennsylvania Economy League. He is 
also a trustee of the University of Penn- 
sylvania and a member of the executive 
committee of the Allegheny Conference 
on Community Development. 

When Mr. Mayer has a free week-end 
he and his family like to spend it on 
their 100-acre farm near Stahlstown, 
Westmoreland County. They have three 
sons: John A., Jr., attending Princeton, 
and Christopher and Mark, now attend- 
ing Shady Side Academy. 


* 2 * 
The Estate of Morgan B. Brainard 


The estate of Morgan B. Brainard, 
who for years was chief officer of Aetna 
Life Affiliated Companies, will amount 
to $5.9 million, according to an inventory 
admitted to probate by Judge Russell Z. 
Johnson of Hartford. His insurance stock 
holdings included 18,769 shares of Aetna 
Life. The bulk of the estate is left to his 
widow, Mrs. Eleanor Moffat Brainard, 
and their sons, Morgan B., Jr., Charles 
E. and Edward M. and their daughter 
Mrs. Constance B, Robinson. Mr. Brain- 
ard died August 28, 1957. 

Bequests of capital stock of the Aetna 
were left to Hartford University, 100 
shares; Yale University, 100 shares; 
Trinity College trustees, 50 shares, and 
the Phelps Trust Association of New 
Haven, 50 shares. 

Major stock holdings in insurance com- 
panies, in addition to Aetna Life, were 
Connecticut General, 4,000 shares; Aetna 
Casualty & Surety Co., 1,970 shares; 
Travelers, 5,000 shares; Hartford Fire, 
1,385 shares; Hartford Steam Boiler 
Inspection and Insurance Co., 1,210 
shares; Aetna Insurance Co., 320 shares; 
Phoenix Insurance Co., 483 shares. 

ee * 


All Nations Need Insurance if They 
Have Industry 


What is happening to the insurance 
business of American companies in 
worldwide operations in countries where 
great human interest dramas are being 
unfolded, or have been in recent years? 
The record is that as long as insurance 
is in demand it will be written despite 
political upheavals. In the current num- 
ber of AFIA News situations in a num- 
ber of countries where American Foreign 
Insurance Association companies operate 
is subject of comment. 

Starting off with Africa, first company’s 
operations reviewed is Aetna Insurance 
Co. of Hartford. Registered in the 
Union of South Affrica in 1948 it now 
has 74 agents there and also maintains 
direct branches and agency representa- 
tion in British East Africa (since 1956); 
in Liberia since 1948 and Federation of 
Rhodesia and Nyasaland, including 
Northern and Southern Rhodesia. The 
Aetna has developed its business along 
with Northern Rhodesia’s copper re- 
sources and tobacco business, Southern 


Rhodesia’s cattle indaatry East Africa’s 
waterpower and Liberia's agriculture. 
Modern railways and highways are open- 
ing the vast interiors of the veldt and 
dense jungles to modern travel. One 
claim came after an enraged rhino 
charged a moving motor car insured by 
Aetna, Says AFIA News: “The rhino 
was killed but think of the insurance.’ 
American of Newark, despite unrest 
in the Middle East, has been operating 
profitably in the United Arab Republic 
(Egypt) since 1927 and in Cyprus since 
1954. The American has played an im- 
portant role in Egypt’s famed cotton in- 
dustry, its nascent oil industry also. The 
company is now operating in 17 foreign 
countries ranging from British North 
Borneo to India. The latter once the 


cradle of civilization is now industrially 
very progressive. 
Boston Insurance Co., in more than 


70 countries, is one of the insurance 
companies which underwrites Hong 
Kong’s large shipping and _ repairing 
industry and the largest sugar refinery 
in the Far East. Morocco ¢ called “an- 
other story book country” is one where 
Boston has direct agency representation. 

Fireman’s Fund, which joined AFIA 
in 1946, is now "registered for direct 
branch and agency representation in 
seven countries. When it entered Sing- 
apore, Fireman’s Fund joined four other 
AFIA member companies doing business 
in a city noted as a trading center for 
more than 2,000 years. Because of its 
strategic location midway between India 
and China, Singapore produces a large 
marine cargo account and a considerable 
insurance on warehouse stores. 


Commenting on Glens Falls AFIA 
News says in regard to one m urket : 
“In spite of the heavy damage from 


occupation during World War II and 
the disastrous flood of 1953 the Nether- 
lands has proved an excellent market 
for Glens Falls. First registered in that 
country in 1933 it has weathered these 
hardships and is enjoying the expanded 
business provided by Netherlands’ re- 
markable postwar recovery. 

Great American’s business in Spain is 
featured. “With few restrictions, more 
than 350 insurance companies operate 
there and competition is keen,” says 
AFIA. “The Great American, registered 
since 1954, is the only AFIA member 
in Spain, Gibraltar and the Canary 
Islands and it has been sharing its 
growth of insurance as the country’s 
economy expands,” 

Hartford Fire entered France in 1947 
and now operates in French West Africa, 
French Equatorial Africa, Algeria, Gua- 
daloupe, Madagascar, Morocco, Tunisia 
and Martinque as well as numerous other 
parts of the world. 

The Home, after it had joined AFIA 
as a charter member in 1918, gradually 
expanded its foreign operations and now 
has branch and agency representation 
in 38 countries outside of North and 
Central America, Hawaii and Puerto 
Rico where it operates on its own ac- 
count. There are more than 240 Home 
agents in India and 00 agents in Japan, 
for instance. 

Phoenix of Hartford entered the 
foreign field in 1918 appointing its first 
overseas agency in the Netherlands in 
1921 and in 1936, in Indonesia. Says 
AFIA News: “In the Netherlands, the 
Phoenix is one of the many insurance 
companies attracted to that state by its 
rich trade. Entering this Gateway to 
Europe in the same year, the Pheonix 
and the American’ were the first AFIA 
member companies represented there.” 

The Reliance, formerly the Fire Asso- 
ciation of Philadelphia, is now in five 
countries abroad — Belgium, Belgian 
Congo, Denmark, Italy and the Nether- 
lands. “Sunny Italy has been the domain 
of the Reliance since it was registered in 
1948,” says AFIA News. “With 63 agents, 
the company is the only AFIA member 
represented in that country. Still largely 
an agricultural country in the South, 
Italy is steadily increasing its industrial 
output in the North, aided by such in- 
surance companies as the Reliance.” 

St. Paul Fire and Marine is now oper- 
ating directly in 15 countries. It regis- 
tered in Brazil last year. It is also 
registered in Algeria, Cameroons, France, 
French West Africa, Great Britain, 
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Greece, Hong Kong, Malaya, Nether- 
lands, Singapore, Venezuela and Gren- 


ada, Jamaica and St. Vincent of the 
West Indies Federation. 


Springfield F. & M. has had Ecuador 


as scene of its most recent new opera- 
tions abroad. It is directly represented 
in Morocco, Hong Kong, Netherlands, 


Dutch Guiana and Egypt. 

Commenting on United States Fire and 
W estchester AFIA narrates an interest- 
ing situation which developed in the 
Middle East. At the time a noted radio 
commentator was traveling around the 
world filming a travelogue by what was 
then a revolutionary cinerama process. 
Several countries, such as Egypt, had 
restrictions regarding importation of ex- 
pensive cameras and equipment. The 
commentator had to have a bond in 
several countries insuring against his 
selling the equipment in the country. 
AFIA through U. S. Fire and the West- 
chester acted quickly and bonds were 
furnished. 

* * 


* Open House” Stock Company Event 
Scheduled at U. S. Chamber 


A large delegation from National 
Board of Fire Underwriters and Asso- 
ciation of Casualty & Surety Insurance 


Companies will be among the insurance 
people attending the 47th annual meet- 
ing of United States Chamber of Com- 
merce in Washington next week. 
These stock company industry organi- 


zations will hold an “open house” in the 
Pan-American Room of the Mayflower 
Hotel on Monday afternoon, Aprii 27. 
It offers an Occasion when these repre- 
sentatives of the business can join in- 
formally with delegates from other 
business and industry, 

Names of National Board and ACSC 


representatives follow: 

H. H. Bowditch, executive 
dent, American Insurance Co. 

Nathan H. Wentworth, executive vice 
president, Firemen’s Insurance Co, _ 

Luther Sudekum, U. S. manager, Union 
Reinsurance Co. 

John J. Iago, 
and Deposit Co. 

Martin F. Bardof, secretary, 
Hampshire Insurance Group. 

Graham Russell, secretary, 
Insurance Group. 

L. A. Vincent, general manager; Fred 
W. Westervelt, manager of public rela- 
tions; and Boyd A. Hartley, administra- 
tive assistant, National Board of Fire 
Underwriters. 

Robert Z. Alexander, president, 
can of Newark. 

L. K. Kirk, president, 
dent. ; 

Mortimer E. Sprague, executive vice 
president, Home Indemnity. 

J. Dewey Dorsett, general manager, 
Harold K. Philips, public relations man- 
ager and Howard M. Starling, Washing- 
ton manager, Association of Casualty 
and Surety Companies. 


vice presi- 


vice president, Fidelity 


New 


Royal-Globe 


Ameri- 


Standard Acci- 
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Large Loss Industrial Fires Can be 
Prevented Says Blowers of NYFIRO 


Loss by fire is a major industrial 
problem in this country today, which 
can be solved, stated James E. Blowers, 


assistant manager of the New York Fire 
Insurance Rating Organization, when 
addressing the Central New York Safety 
Conference and Exposition at Syracuse, 
N. Y., April 20. He stated emphatically 
that large-loss industrial fires can be 
prevented if present equipment and tech- 
nical knowledge is utilized efficiently. 
Proper application of basic and well 
known fire prevention rules could have 
prevented many disastious fires of recent 
years he emphasized. 

In his appeal for steps to reduce the 
great dangers of fire in industry Mr. 
Blowers told the safety group: 

Delayed Detection and Reporting 

“That industrial fire losses are a major 
problem to American communities, par- 
ticularly the smaller ones, because the 
loss of a principal industry robs the 
community of tax income and robs the 
people of payroll income. 


‘That one of the major factors in a 
majority of large-loss fires is delayed 
detection and reporting. 

“That a second major factor in the 
large-loss fires consists of structural 


features which permit rapid spread of 
fire throughout a building—features such 
as large undivided floor areas and open 
sti airwi iys and elevator shafts. 

“That a program to improve a plant’s 
fire defenses must hit three major items: 
prevention of fire in the first place; 
prompt discovery and reporting of fire; 
and, isolation of building areas plus 
installation of automatic sprinklers to 
control the spread of the fire. 


“The most important point I wish to 
make is that large-loss industrial fires 
can be prevented,” he stated. “We have 


the technical know-how, and as a nation 
we have the financial resources to stop 
these fires. Your own plant protection 
department can show you what needs to 
be done, and a conversation with your 
insurance company can show you how 
savings in insurance costs may go a long 
way towards helping pay for needed 
improvements. 
Rapid Spread of Fire 

“Very closely related to the leading 
factor of delayed discovery is another 
major cause brought out by the National 
Board studies: large communicating 
areas with no effective physical barriers 
to prevent the rapid spread of fire 
throughout an entire building,’ Mr. 
Blowers continued. 

“In present day industry we are build- 
ing factories to accommodate continuous 
assembly lines, conveyor systems, con- 
tinuous aisles from one end of a plant 
to another to permit the trucking of 
stock to all parts of a plant. We are 
building shopping plazas with undivided 
individual areas of thousands of square 
teet, all connected by a common roof. 
‘Supermarkets’ we call them; they can 

easily be converted to super fires. 

“These two major factors all too often 
complete the equation: delayed discovery 
plus unobstructed spread throughout an 
entire building equal total loss. 

“A third major factor frequently com- 
bines with these two: lack of automatic 
roof venting. Today our typical factory 
design includes a large flat roof without 
skylights or other openings. Hot gases 
and smoke build up very high tempera- 
tures and mushroom out to other areas of 
the building. Years ago building design 
automatically took care of this. Factories 


depended mainly on sunlight for interior 


illumination, so they all had skylights. 
During a fire these windows would break 
allowing the smoke and gases of combus- 
tion to escape. 

“Today we light our factories entirely 
by artificial means and close them tight 
so they can be air conditioned. This 
problem is currently being given con- 
siderable study, aimed toward providing 
an effective system of automatic venting. 

How to Reduce Losses 

“What can be done about it?” The 
first step is fire prevention. Statistics 
show that during the past several years 
the leading causes of fires have been: 
matches and smoking, electricity and 
electrical equipment, lightning, and heat- 
ing appliances. An adequate fire pre- 
vention program is not a _once-a-year 
matter; not a spring and fall clean-up 
campaign. In a factory it must be a daily 
matter, an important part of every day’s 
business. Fire prevention must be the 


first line of defense,” Mr. Blowers 
stressed, 
“Since a major factor in our large 


losses is delayed discovery and reporting 
it is apparent that this feature must 
receive major attention in any planned 
program of plant fire prevention and 
protection. Every night and every week- 
end billions of dollars of plant property 
are shut down and left unattended and 
unprotected, except by the locks on the 
doors and some burglar protection de- 
vices. No defense is provided against the 
thief who is already in the building—fre. 
“There must be provided either reliable 
automatic detection or reporting de- 
vices. It does no good to have a watch- 
man or device that merely discovers a 
fire and rings a bell if the plant is in 
a deserted or isolated section of town. 
The fire, once detected, must be promptly 
reported to the fire department. 


Automatic Fire Protection 


“Good, reliable, automatic fire detection 
systems can be installed in nearly any 
type of property. When properly in- 
stalled and connected to report automati- 
cally to the fire department, such a sys- 
tem will serve as vigilant, alert watchmen 
on duty throughout a building twenty- 
four hours a day. 

“The ultimate in detection and re- 
porting is a properly installed automatic 
sprinkler system. Such a system not only 
detects the fire and calls the firemen, 
but adds a third ingredient: it immedi- 
ately goes to work to extinguish or 
control the fire. Over the years it has 


N. Y. Legislature to 
Review Rating Laws 


SEN. CONDON COMMITTEE HEAD 


Entire Field of Multiple Line Opera- 
tions to be Examined; Bleakley Coun- 
sel; Wikler Special Assistant 


Senator William n F¢ Condon (Republi- 
can, Yonkers) chairman of the New 
York State Joint Legislative Committee 
on Insurance Rates and Regulation, an- 
nounced that the committee will review 
the working of the rating laws and ex- 
amine the entire field of multiple-line 
operation. These sections of the Insur- 
ance Law were enacted following the 
South-Eastern Underwriters Association 
decision by the U. S. Supreme Court in 
1944 and the subsequent enactment of 
Public Law 15 (McCarran Act). 

Senator Condon says that “more than 
a decade has passed since enactment of 
the initial sections of the insurance law 
with a modified version of the Commis- 
sioners’ All-Industry model rating bills. 
The legislature now feels that it is time 
to review the effectiveness of these 
measures to determine how well they 
serve their intended purpose in the pub- 
lic interest.” 

Simultaneously, Senator Condon an- 
nounced appointment of Julius S. Wik- 
ler to serve as special assistant counsel 
to the committee. Paul L. Bleakley of 
Yonkers is counsel to the committee 
Mr. Wikler retired this year as Super- 
intendent of Insurance of New York 
and has been engaged in the practice of 
law since 1931, with present offices in 


New York City. 


March Fire Loss Drops 

the United 
amounted to $99,- 
Board of Fire Un- 





Estimated fire losses in 
States during March 
610,000, the National 
derwriters has reported. According to 
Lewis A. Vincent, NBFU’s general man- 
ager, this loss represents a decrease of 
3% from losses of $102,722,000 reported 
for March, 1958, and an increase of 1.5% 


over losses of $98,120,000 for February, 
1959. 

Losses for the first three months of 
1959 now total $310,713,000, an increase 


of 14% from the first three months of 
1958, when they amounted to $306,493,000. 


W. D. Williams Advanced 
Wallace D. Williams, Jr., has been 
appointed fire and marine manager for 
the western Pennsylvania field of Re- 
liance of Philadelphia. He has held 
several positions with the company most 
recently that of regional manager in 
New England and New York. He will 
make headquarters at Pittsburgh. 








been clearly shown that a well installed 
and maintained automatic sprinkler sys- 
tem is the most effective means of de- 
tecting, reporting and fighting a fire 
which we have been able to develop. In 
any plan to improve plant fire defenses 
a thorough study of automatic sprinkler 
protection is a ‘must’.” 
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London Group Names 
New Vice Presidents 


WEIPERT, HEINDEL AND ULVILA 
Kelly Asst. Seaithnae: Weipert Midwest 
Mer. at Chicago; Heindel at Lansing, 
Ulvila at Los Angeles 


The London Assurance Group has ad- 
vanced four executives, it is announced 
by Trescott A. Long, chief executive 
officer of the group. 

The executives, who are headquartered 
in Chicago, Lansing, Los Angeles and 
San Francisco, have a combined total 
of 75 years service with the London 
Group, comprised of London Assurance, 
Manhattan Fire & Marine and Guarantee 
Insurance, 

The advancements are: Karl Weipert, 
elected vice president of the Manhattan. 
He has been with the London Group 36 
years and is manager of Midwest office 
in Chicago. 

Russell P, Heindel elected vice presi- 
dent of the Manhattan and Guarantee. 
He is manager of London Group’s north 
central office with headquarters in Lans- 
ing. He has been with the group 18 years. 

Arne J. Ulvila, elected vice president 
of the Manhattan and Guarantee. Mr. 
Ulvila, who has been with the group 
since 1946, is Southern California man- 
ager with headquarters in Los Angeles. 

Frank P. Kelly, Jr., elected assistant 
secretary of the Manhz ittan and Guar- 
antee. He is Pacific Coast regional pro- 
duction manager with headquarters in 
San Francisco. He joined the group in 


1951. 





N. Y. EX-FIELDMEN TO MEET 


38th Annual Dinner of Society Planned 

for May 20 at Gramercy Park 

Hotel in New York City 

The New York Ex-Fieldmen’s Society, 
a well known organization in the Empire 
State, will hold its 38th annual banquet 
on Wednesday, May 20, at the Hotel 
Gramercy Park in New York City. 
Dinners have been held there for many 
years and again a large turnout of 
former fieldmen is expected. Guy M. 
Heiser, Crum & Forster, is chairman; 
Louis B. Burkert, Commercial Union, 
vice chairman, and Leonard O, O’Neill, 
Great American, secretary-treasurer. 

In 1959 so far six applications for 
membership have been received, making 
a total of 10 since the 1958 dinner. The 
recent applicants are Charles N. Cole- 
son, Crum & Forster, New York City; 
Walter J. Gaughan, Syracuse, retired; 
Guy E. Mendell, Pierrepont Manor, N. 
Y.: Robert D. Cowan, Boston and Old 
Colony, Boston; Donz ld M. Witmeyer, 
Great American, New York, and Robert 
W. Zoller, Great American, Philadelphia. 





Manown Joins Amer. Home 

James D. Manown has been named 
special agent in western Pennsylvania 
for both American Home Assurance and 
Insurance Company of the State of 
Pennsylvania. With headquarters in the 
Pittsburgh branch office of the group, 
he will be associated with Edward A. 
Logue, resident manager. 

Mr. Manown has been in the insur- 
ance business since 1936. Before joining 
American Home, he was special agent 
for another group of companies in the 
same territory. 
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Federation of New York Insurance 


Women’s Clubs Holds Annual Meeting 


By Rose KessLer 


The Federation of New York Insur- 
ance Women’s Clubs held it’s 16th annual 
convention on Apri] 10-11 in the Hotel 


Van Curler, Schenectady, the hostess 
club being the Insurance Women of 
Schenectady. Ruth E. Wight, general 





C. LUCILE HOBART 


chairman of the convention and her com- 
mittee, did a splendid job in arranging 
the program. Sessions started Friday 
evening with an executive board dinner 
meeting which was followed by a pre- 
convention open meeting. The nominat- 
ing committee and past presidents of 
Federation also held meetings, after 
which the Insurance Women of Schenec- 
tady were hosts at an informal get-to- 
gether and “fun time.” 

Regular sessions started Saturday 
morning with President C. Lucile Hobart, 
Rochester, presiding. Frances Ferguson, 
president, made the welcome address on 
behalf of the Insurance Women of 
Schenectady. Work shops on fire and 
casualty followed, after which luncheon 
was served in the main ballroom. The 
speaker at the luncheon was Roland J. 
Huddleston, superintendent of the Charl- 
ton School, Burnt Hills, and he intro- 
duced the Charlton School Choral Group 
comprised of 12 teen-age girls who en- 
tertained. 

During the afternoon session three 
awards of $5 each were given the clubs 


having the best general attendance 
throughout the year, namely: Glens 
Falls, Long Island and Albany. The 


Glens Falls club received the plaque for 
the best educational program for the 


year, 
New Officers Elected 


The following new officers were elected: 
president, M. Louise Weiss, Schenectady; 
vice president, Louise Merna, Auburn; 
recording secretary, Catherine Polimeni, 
Syracuse; corresponding secretary, Ann 
Gayes, Schenectady ; treasurer, Marie 
Cady, Gloversville. Board members are 
Helen Ausman, Saratoga; Helen Leonard, 
Glens Falls, 

A banquet was held Saturday night in 
the Stockade Room, the guest speaker 
being Miss Angela R. Parisi of the 
Workmen’s Compensation Board, State 
of New York. Invocation was made by 
Msgr. Anthony S. Spina, pastor of Mt. 
Carmel Church, Schenectady, with Ken- 
neth S. Sheldon, Mayor of Schenectady 
extending a hearty welcome. 

Among guests who were seated on the 
dais were: William T. Hubbard, presi- 
dent Chamber of Commerce; E. A. 


executive secretary and _ vice 
Chamber of Commerce, 
Charles T. Callahan, first 
Schenectady County 
Agents Association; Roger Fritz, presi- 
dent, Albany Field Club; Alma P. Sher- 
man, prominent agent, and Herbert S. 


Palmer, 
president of 
Schenectady ; 
vice president 





M, LOUISE WEISS 


Brewer, president N. Y. State Associa- 
tion of Insurance Agents. 

Mr. Brewer installed the newly elected 
officers by the customary candlelight 
service. Miss Hobart, retiring president, 
was presented with a purse as a token 
of appreciation for a job well done during 
her term of office. Entertainment was 
afforded by the Seven-Teens directed by 


Margaret Gray, supervisor of vocal music, 
Draper High School. 

Mrs. Weiss, newly elected president, 
served as vice president for the past 
year, was Federation recording secretary 
and also resolutions ‘chairman, Mrs. 
Weiss is an insurance broker and life 
underwriter for TerBush & Powell, Inc. 
of Schenectady; is a member of the 
BPW. 13th W ‘ard Republican Club and 
13th Ward representative of the Schenec- 
tady County Women’s Republican Club. 

For the coming 12 months she has 
appointed the following committee chair- 
men: Louise Merna, Auburn, education 
and_ special educational project; Irene 
Dickinson, Syracuse, membership and 
organization; Thelma Barger, Newburgh, 
ways and means; Helen Leonard, Glens 
Falls, resolutions; Rose M. Kessler, Al- 
bany, historian and publicity; Lorraine 
Bristow, Buffalo, publications; Anne 
Pfifferling, Brentwood, Long Island, 
project, planning and program; Isabel 
L. Whitney, Albany, legislation; Marie 
S. Johnson, Gloversville, constitution and 
by-laws; Luella I. Goodrich, New York, 
parliamentarian; Mrs. Hannah Alperin, 
New York, special committee chairman, 
finance. 

A bid from the Albany Club to hold 
the annual convention in April, 1960, in 
that city has been received. 





Excelsior Meetings 

In keeping with its custom of main- 
taining close personal touch with its 
agency family, officers of the Excelsior 
Insurance Co. announce a series of nine 
“Cracker-Barrel” gatherings to be held 
in four states the week of April 27. 
These will -be informal luncheon and 
dinner meetings with Excelsior’ s agency 
and stockholder family in that territory, 
similar to a series held in New York 
State and New Jersey last year. The 
meetings will be in Illinois, Indiana, 
Michigan and Ohio. 

Attending will be President Forrest H. 
Witmeyer, Vice President Donald P. 
Littlefield and Assistant Secretary J. 
Paul Pizor from the home office, and 
also Vice President Russell A. Bradley 
from Ann Arbor, Mich., Directors Frank 
H. Hawk from Peoria, Ill., Ralph G. 
Hastings of Washington, Ind., and Ernest 
R. Randall fron: Greenville, Ohio. Also 
attending will be the company’s agent- 
councillors and field supervisors. 























American Equitable Assurance Company 
of New York 


Organized 1918 


Globe & Republic Insurance Company of America 
Established 1862 


Merchants and Manufacturers Insurance Company 
of New York 


Organized 1849 


New York Fire Insurance Company 
Incorporated 1832 


Corroon & Reynolds Group 


92 William Street, New York 38, N. Y. 
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New Jersey Women Meet 


The regular monthly meeting of the 

Insurance Women of New Jersey was 
held on April 23, at the Seven Forty-four 
Club, Newark, President Margaret E. 
Strasser presiding. 
_ Guest speakers were James F. Keat- 
ing, manager of the fire and marine 
department of the Newark office of the 
Maryland Casualty, and Martin Kaufm: in, 
supervisor of the casualty department in 
the East Orange office of the Home 
Insurance Co. A question and answer 
period followed. : 


4 


ERCEPTION 


Announcing 

AN ALL-NEW, COMPETITIVE 
A&S SERIES FROM 

THE FUND 





Out goes the old—and in comes a totally 
new series of Accident & Sickness policies 
at The Fund. Policies that are modern. 
Policies that are competitive. Policies that 
are a snap to rate. 

There’s a bright array of Health pro- 
grams of PERCEPTION to sell from, 
including Income Continuance Plans... 
Catastrophe Hospital, Nurse Expense... 
Blanket Medical Expense... Overhead 
Expense Reimbursement Plans. 

Your clients will like the personal fea- 
tures the PERCEPTION Series offers. And 
you'll like the time-saving features, such 
as the simplified, 3-class occupational rat- 
ing, and the uncomplicated premium age 
rating. (The new ‘‘First Rater,’’ ‘‘pocket 
size’’ slide-rule does the figuring for you!) 

Now, while PERCEPTION bows in across 
the nation, cash in. Write now for the 
‘‘PERCEPTION Information Kit,’’ c/o The 
Fund’s nearest Departmental Office. Then 
read—and realize —why it’s easy to sell 
with PERCEPTION... another dynamic, 
new idea from The Fund of Experience. 


Z 2 
_—_ OFnsurance Companies 


For your bright future, look 
to the FUND OF EXPERIENCE 


FIREMAN’S FUND INSURANCE COMPANY 
HOME FIRE & MARINE INSURANCE COMPANY 
NATIONAL SURETY CORPORATION 
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‘Fire Companies’ Results For 1958 


U. S. fire insurance organizations paid 
out a record of $8 million every day dur- 
ing 1958, but were able also to build up 
their assets and surplus to policyholders, 
according to The Spectator’s 91st Fire 
Index. For the stock fire companies, the 
year resulted in an underwriting loss, 
and the reciprocal organizations experi- 
enced a decline in profits. Mutual com- 
panies increased their profits for the 
first time in the last three years. 

Aggregates for the three groups in 
both assets and surplus to policyholders 
had dropped off during 1956 and 1957 
when fire loss payments were increasing 
rapidly. Total losses incurred, according 
to The Spectator, a Chilton publication, 
reached $2.95 billion in 1958, compared 
to $2.89 billion in 1957 and $2.61 billion 
in 1956. 

Results for the 410 stock fire com- 
panies, aggregated in the Fire Index, in- 
creased assets in 1958 by 12%, raised 
surplus to policyholders by 21%, while 
losses incurred remained above the $2.5 
billion mark for the second year in a 
row. At the same time, The Spectator 
totals show that the stock fire companies 
reduced their underwriting loss for 1958 
to less than half the 1957 loss—from $202 
million in 1957 to $75 million in 1958. 


Mutual Companies 


The 229 mutual fire companies in the 
Fire Index upped their aggregate assets 
by 11% last year, and lifted surplus to 
policyholders 17%. At the same time, 
mutual losses incurred rose from $371 
million in 1957 to $398 million last year. 
Underwriting profit for these mutual fire 
insurance companies climbed to $81 mil- 
lion, 24% above the 1957 figures. 

All three groups of fire insurance or- 
ganizations increased their premium in- 
come in 1958. Net premiums written by 
stock fire companies, according to the 
Fire Index, reached $4,202,115,030, up 
from $4,054,568,374 in 1957. For the mu- 
tual companies, premiums written were 
$726,429,154 last year and $674,578459 a 
year earlier. Reciprocals had written 
premiums of $51,787,002 in 1958 and 
$45,624,314 in 1957. 


Operating Ratios Improve 


Operating ratios for both stock and 
mutual groups improved during 1958, 
while ratios for the reciprocals declined, 
reflecting mainly higher losses incurred. 
For stock fire companies, the ratio 
of losses incurred to premiums earned 
was reduced to 60.7% in 1958 from 63.9% 
in 1957. Back in 1955 this ratio was 
55.8%, but in 1956 it shot up to 62.6%. 
The ratio of expenses incurred to pre- 
miums earned has remained alomst con- 


stant for the stock companies. It was 
41.1% in 1958, 41.3% in 1957, 42.0% in 
1956 and 41.9% in 1955. So the stock 


fire companies have a ratio of under- 
writing losses to premiums earned of 
1.8% last year, compared to 5.2% in 1957, 
4.6% in 1956, and a profit ratio of 2.3% 
in 1955. The ratio of expenses incurred 
to premiums written was, for the stock 
companies, 40.7% in 1958 and 39.9% in 
1957. 

Similar changes occurred in the oper- 
ating ratios for the mutual companies 
shown in The Spectator’s Fire Index. 
Losses incurred to premiums earned 
dropped one point to 55.4% last year 
from 56.4% in 1957. In 1955 and 1956, 
this ratio was 49.4% and 54.9% respec- 
tively. There was a similar drop in the 
mutual’s ratio of expense isncurred to 
premiums earned—from 34.0% in 1957 
to 33.3% in 1958. In both 1955 and 1956 
this ratio was 35.4%. These gave the 
mutual companies an underwriting profit 
ratio of 11.3% in 1958, compared to 9.6% 
in 1957, 9.7% in 1956, and 15.2% in 1955. 
The mutuals had a ratio last year of 
32.9% for expenses incurred to pre- 
miums written and one of 33.2% in 
1956, 

Be Spectator’s aggregate for the re- 
ciprocals gave a ratio of losses incurred 
to premiums earned of 48.8% last year, 
up from 45.1% in 1957. For this group, 


expenses incurred to premiums earned 
were steady at 40.4% last year and 40.0% 
in 1957. These gave the reciprocal group 
an underwriting profit ratio of 10.8% 
in 1958, down four points from the 1957 
ratio of 14.8%. In this group, expenses 
incurred to premiums written were 41.4% 
in 1958 and 40.1% the previous year. 


Premium Accounts 


In all three of the groups, unearned 
reserves as 


1958 ended had 


premium 





advanced above the 1957 level. For the 
stock companies these reserves were 
$3,543,865,623 in 1958, compared to the 
1957 total of $3,481,019,644. In the mutual 
group these reserves in 1958 totaled 
$501,692,536, up from $491,803,306 in 1957. 
Reciprocal organizations had unearned 
premium reserves of $30,973,051 for 1958 
and $29,944,049 in 1957. 


Another premium aggregate in The 
Spectator’s Fire Index, premiums earned, 
had similar increases for the three 
groups shown. Stock companies raised 
their total from $3,918,412,354 in 1957 to 
$4,167,618,807 last year. Premiums earned 
by the mutuals rose from $659,339,799 in 


1957 to a 1958 total of $719,285,774. 
Among the reciprocals, this aggregate 
climbed from $45,690,844 in 1957 to $53,- 
031,501 last year. 

Pure fire premiums were still in 1958 
the largest single line written by the 
410 companies in The Spectator’s Fire 
Index. Premiums written in the line 
were $1,126,426,084, with the second larg- 
est line, auto physical damage, receiving 
$725,246,517 in premiums. 

Loss ratios in these lines—written pre- 
miums to paid losses—were close last 
year to the 1957 percentages. Some 1958 
ratios were: fire 51.0; extended coverage 
41.2; homeowners multiple peril 33.0; 
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commercial multiple peril 58.5; ocean 
marine 60.3; inland marine 53.1; group 
accident and health 71. f: workmen’s com- 
pensation 49.8; auto liability Bl. 930; 
auto liability PD. 54.1; auto physical 
damage 60.7; fidelity 34.3, and surety 
23:3. 

Total written-paid loss ratio for all 
lines for the stock companies was 50.3%. 
In 1957 the ratio was 51.3%, in 1956 
50.3% and in 1955 46.3%. 

Copies of The Spectator’s 1959 Fire 
Index are available at Chestnut and 56th 
Streets, Philadelphia 39, Pa., and 100 E. 
42nd Street, New York 17, Nis Ya TOF 
$3.00 a copy. 


DISBROW ON INS. HISTORY 


Jack Disbrow of the Glens Falls dis- 
cussed the history of insurance, illus- 
trating his talk with feats of magic, at 
the weekly luncheon meeting of the Hud- 
son Falls, N. Y., Rotary Club. Noting 
that insurance started with the early 
Chinese, the speaker explained the 
Orientals used insurance on their river 
boats to protect them against pirates. 
Insurance then followed through the 
kingdoms of the Tigris and Euphrates 
Rivers. First time fire insurance was 
felt necessary, he stated, occurred fol- 
lowing the disastrous London fire in the 


late 1600's. 


And here are the 
three main reasons why... 





BERET, 





is a miniature “Head Office” 





HAWTHORNE GAB MANAGER 

Bruce W. Hawthorne has been ap- 
pointed branch manager of the newly 
opened office at 19-21 Walt Whitman 
Road, Huntington Station, New York, 
of the General Adjustment Bureau. Mr. 
Hawthorne joined the bureau in March, 


1946 at the metropolitan New York 
office. Since 1950 he has served in the 
Hempstead, N. Y. office. 





BERRY LONDON SPECIAL 
Allen Berry has been named special 
agent in Texas for the London Assur- 
ance Group of multiple line insurance 
companies. He will be associated with 


State Agent Ewing Moseley, at Dallas. 


TOP-FLIGHT PERSONNEL -— in each American Branch Office you 
will find trained fieldmen and underwriters ready to give you the competent 
advice and help that will mean more business for you. Each Branch 

in itself, offering speedy claim settlements, 
prompt policy-writing, expert engineering and premium audit service. 


SELLING ADVANTAGES *—in many states The American is able 





to provide lines that incorporate distinct rating and coverage advantages. 
These features make your selling easier and will mean more business for you! 


~~ MULTIPLE-LINE FACILITIES—American Producers with problems 
involving such lines as business interruption, marine risks, bonding or 
burglary (to name a few) call one phone number—their American Branch— 
for all the answers! Ample fire capacity, plus complete across-the-board 


b. _ underwriting facilities are features that will mean more business for you. 





The American Insurance Company 
American Automobile Insurance Company 
Associated Indemnity Corporation 


BONDS + BURGLARY + GLASS + FIRE + ALLIED LINES » MULTIPLE PERIL + GENERAL 


LIABILITY + 


ACCIDENT & HEALTH + 
WORKMEN'S COMPENSATION 


¢ AUTOMOBILE 







INLAND & OCEAN MARINE 


*The has a 
booklet available describing 
its ‘‘Selling Advantages.” 
Write for a copy from your 
American Branch Office 
or from the Head Office in 
Newark, New Jersey. 


/ 







WELLS ADDRESSES N. Y. POND 


Most Loyal Grand Gander of the Blue 
Goose Invites Members to Grand 
Nest Meeting in Los Angeles 
Mark A. Wells of Los Angeles, insur- 
publisher and most loyal grand 
gander of the Honorable Order of the 
Blue Goose, International, was guest of 
honor at the dinner-meeting of New 
York City Pond April 15 at headquar- 
ters of the Underwriters Salvage Co. 
in New York City. Lester C. Lockwood, 
most loyal gander of the local pond, 
presented to Mr. Wells, on behalf of 
both the New York City and Garden 
State Ponds, a handsome picture of 
blue geese in flight, made from snips of 

colored leather. 

The artist, Robert Bowden of Nutley, 
N. J., who made a gift “painting” for 
President Eisenhower, is well known for 
his work and has received widespread 
publicity. He uses tiny pieces of colored 
leather and glues them to a board, mak- 
ing pictures which appear to have been 
done in oil. 

Mr. Wells, who addressed about 200 
members of the New York City Pond, 
told what Blue Goose means to insur- 
ance, commended the high quality of men 
in the fraternal order and stressed the 
guiding principles of Blue Goose. He 
gave a cordial invitation to all members 
to attend the 53rd anniversary grand 
nest meeting which will be held August 
2-7 at the Hotel Statler in Los Angeles. 
He will be the presiding officer there. 

Representing the Underwriters Sal- 
vage Co., hosts at the dinner, w ere John 
McClure, general manager and vice pres- 


ance 


ident; George Scarlett, general agent; 
Jack Connerly, superintendent of the 
warehouse, and Max C. W. Buchen- 


berger, one of the leading members of 
the pond. 

Also present were Philip M. Win- 
chester, past most loyal grand gander, 
and Robert F. Stumpf, Paterson, N. J., 
grand custodian of the goslings of the 
grand nest. Mr. Buchenberger reported 
that present group life insurance cover- 
age for members of the pond totals 
$256,000, on 85 policies. The insurance 
is carried by the Bankers National Life 
of New Jersey. 





Allen C. Ward Dies; 


Resolute Vice President 

Allen C. Ward, vice president of 
Resolute Insurance Co., Hartford, died 
suddenly April 14. He was 52. Mr. Ward 
was recognized nationally as an authority 
on claim management and technique in 


the automobile physical damage insur- 
ance business. 
A native of Schenectady, N. Y., Mr. 


Ward entered the physical damage in- 
surance field with General Exchange 
Insurance Corporation. He was attached 
to the claims adjustment staff. In 1946, 
he joined Service Fire of New York 
as regional claims manager at the home 
office. In 1951 he joined Resolute as 
secretary, and was elected vice president 
in 1953. 

He is survived by his wife, Lilyan 
Ramsey Ward, and two daughters, 
Jocelyn Ward and Joanne Ward. 





Moe Succeeds Boyle for 
GAB on Pacific Coast 


General Adjustment Bureau, Inc., an- 
nounces that Harry J. Boyle, general 
manager, Pacific Coast department, has 
retired. Ralph R. Moe was appointed to 
succeed Mr. Boyle, who had recently re- 
quested retirement for reasons of 
health. Mr. Boyle had been general 
manager of the bureau’s Pacific Coast 
department since 1935. His retirement 
brings to a close a 35-year career with 
the bureau and its predecessors. 

Mr. Moe has been a member of the 
bureau staff since 1924, when he joined 
the San Francisco office of the Pacific 
Coast Adjustment Bureau (a West Coast 
predecessor of the present GAB) fol- 
lowing his graduation from the Univer- 
sity of Wisconsin, 
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Richmond County Agents 
= en A 
Hold Forum Sessions B & R EXC ESS gc 
More than 50 agents of the Richmond ° 
County Association of Local Agents, Inc. CORPORAT ION Chi 
attended the 1959 Insurance Agents EXCESS BROKERS of = 
Forum at the Embassy Restaurant, a suit, 
Staten Island, April 15. There were two ® Surplus Line std 
: oes : ae institu 
morning sessions and two afternoon © Excess Limits ating 
sessions. % a 
@ Ocean Marine from { 
Moderators were James Glover, Hart- ae ground 
ford Accident & Indemnity, who ex- e Errors and Omissions foreign 
plained storekeeper’s liability; William e Reinsurance In g 
Meagher, Hartford Fire who spoke on f . a contr 
the Homeowners Policy; Marshall Stuart, (Facultative & Treaties) but thi 
Aetna Life, who explained the major concer! 
medical and hospitalization and life in- 26 Court St., Brooklyn, N. Y. This e 
surance; Harry Schaefer, United States TRi the cot 
age gh , ’ iangle 5-6230 aA 
° 2 Fidelity & Guaranty, who talked com- & in inte 
tr 1 ontinue a istility poli 
gents an naus y prehensive general liability policy; and Raymond E. Karlinsky — Joseph Neulinger Sam 
Walter Lessman, Home Insurance Co., William H. Malone assigne 
F; S F € ae whose topic was rating analysis and sued t 
d valuation. ; to carg 
ight on tate un ompetition Chairman of the affair was John Personal Attention for Your Problems End Ve 
, oe ; ; ; Murray of Kolff & Kaufmann, Inc., the ins 
Herbert S. Brewer of Lockport, presi- —particularly of interfering with private Staten Island. Allen C. Bentson of : throug] 
dent of the New York State Association enterprise. However, on the assurance Staten Island is president of the local a juris 
= oe Riwaiin’ 4 ‘ee that the ° administrative departmental personnel association. In our 54th year found, 
OF SRSUTRECE AEC, SUBORNELS ths that this situation will be closely scru- the pol 
association in cooperation with the rest tinized, I ask that this bill be recom- Chief | 
of the insurance industry would continue mitted to “i committee on yeaa and Seattle Bankers Decline om 
: ~ : cttae hs 7 stry w structions to strike out Venezt 
its fight to obtain legislation which would Industry with ins . 
oinkeol thé “aggressive and wnfoir com- “he ©sacting cineae: ii Conference With Agents OS osites 
contro the agers ssive am ‘ - Mr. Brewer stated that this action on ‘Tes Bnttenie Daiiers Ae * : f JO made { 
petitive practices” of the State Insurance the part of Senator Albert gave the in- < o : - Tac aaa oe rborsae Ta me by the 
2 Bae ‘ ; ; : : Seattle has decline ie ‘ 1 
Fund in competition to private enter- dustry an opportunity to discuss with ‘i W: hi Bini gees tien F psd ‘ alleged 
prise the administration officials whether the '¢ es Seung 4 ceed on Rica: soa G @) L U B to a re 
Ms EECA RT FTO eT ee State Insurance Fund is going to be @"ce: spice gg ge ee ts that th 
Bek, Owes CARE ESTs ere. prevented from continuing its aggressive pee way ee sents a nh he Hee cause i 
that legislation which would have pro- tactics in an area which can be handled “aa tm ie practice in oe gs of ve FN C Y ene. 
hibited the State Insurance Fund from very well by private enterprise. It was ae viva) "age Sea, Saga ng Th “The 
a ra pets ; : ae f.. ctate collateral bv indepe agents. For 
initiating the solicitation of insurance pointed out that the operation of a state S00") ' é cae EGY SA Sati : alleged 
rem a LEE RAE eT ee ee owned insurance unit which uses aggres- i re ap mnths the ~iseecnedl otclggagperes has * an offic 
nee Wee Serer oF sive competitive tactics is at direct vari- ¢en attempting to arrange a meeting assigne 
day of the 1959 legislative session. Mr. ance with the governor’s oft-repeated with the mortgage bankers to review the pla 
Brewer, however, expressed satisfaction desire for a “vigorous and growing pri- &rlevances and set standards to define INSURANCE assigno 
in connection with the statement made _ vate economy” in our state. the obligations and duties of mortage it or p 
by Seaatene Dainel G. Albert of Nassau tis to be hoped, Mr. Brewer said, companies and: agents in the ‘handling UNDERWRITERS Ee POrd 
lec a the Rink sak aie Sheath’ On that the entire industry will follow up 0! policies securing mortgages. ts this 
r ommmnittal of Senate Introductory the problem in view of Sen, Albert's a See Sears “ed eg api Di 130 WILLIAM ST., NEW YORK 38 any otl 
1427 At that Gene Senator Albert Statement and Gov. Rockefeller’s ex- the Washington Bankers Association Shek * none oo 
shee i Pai ; pressed desire to promote private enter- was held some time ago and arrange- ekman s- tif’s a 
statec prise. ments were completed for handling of signor 


“This bill was introduced for the pur- 
pose of putting a stop to practices com- 
plained of in the State Insurance Fund 





N. Y. State Brokers’ Assn. 
Luncheon Tuesday, May 12 


The Insurance Brokers’ Association 
of the State of New York, Inc. announces 
that its 6lst anniversary luncheon will 
be theld Tuesday, May 12, in the Star- 
light Ball Room of the Waldorf Astoria. 
Thomas Thacher, New York Superin- 
tendent of Insurance, will be the speaker. 

The luncheon is being held concur- 
rently with the four day meeting at the 
Waldorf of the directors of the National 
Association of Insurance Brokers, as 
part of the New York Association’s post 
activities. Reservations may be made by 
calling George H. Ort, executive vice 
president, at the association office, 90 
John Street, WOrth 4-5379. 


Maury, Donnelly & Parr, 
Turner & Thomas to Merge 


The merger of two of Maryland’s 
larger insurance agencies Maury, Don- 
nelly & Parr and Turner & Thomas, to 
become effective May 1, has been an 
nounced. 

The corporate title of Maury, Don 
nelly & Parr, Inc., will be retained and 
the parfaers of Turner & Thomas will 
be named officers of the consolidated 
organization. For a transition period, the 
name Turner & Thomas Division of the 
corporation will serve for customer 
identification of that portion of the com- 
bined operations. 

The merged staffs, with newly installed 
mechanized accounting equipment, will 
occupy the Maury, Donnelly & Parr 
quarters in the Donnelly Building at 
Commerce & Water streets, Baltimore. 
Former company representation of both 
agencies will remain substantially un- 
changed in the combined agency. 





Morey Amsterdam to 
Entertain N. Y. Agents 


Charles F. Farrington of A. T. Arm- 
strong & Co. in Syracuse, chairman of 
the 77th annual convention of the New 
York State Association of Insurance 
Agents to be held at the Hotel Syra- 
cuse May 3-5, announces that the enter- 
tainment program for the opening night 
dinner Monday evening May 4, will he 
headlined by Morey Amsterdam, well 
known as a radio and television figure. 
His musical compositions include “Yuk- 
A-Buk,” “Rum and Coca-Cola” and 
“Why, Oh, Why Did I Ever Leave 
Ohio.” Appearing with Morey will 
be Hal Loman and His Playmates. 





Baker Alaska Vice Pres. 
D. K. MacDonald & Co. 


F. Dewey Baker, prominent Juneau 
business man and civic leader, has been 
appointed vice president of D. K. Mac- 
Donald & Co. of Alaska, Inc., Gregg C. 
ataeewid president announces. D. K. 
MacDonald & Co., pioneer Pacific North- 
west insurance brokerage firm, operates 
in Seattle, Portland, Spokane and Juneau. 

Mr. Baker, 50, will manage the Juneau 
office. He has been a partner in the 
Gummett & Baker Insurance Agency, 
Juneau, the past four years. A native 
of Astoria, Oregon, Mr. Baker moved 


to Alaska in 1929. 





J. & H. Asst. Vice Presidents 


Johnson & Higgins of Pennsylvania, 
Inc., insurance brokers and average ad- 
justers announce that C. Fraser Reich- 
ner and John J. Carlin have been ap- 
pointed assistant vice presidents. Mr. 
Reichner is an account executive in the 
marine department and Mr. Carlin an 
authority on boilers and machinery. 


homeowners policies filed with the com- 
mercial banks. 

There have been a growing number 
of complaints alleging coercive practices 
on the part of mortgage companies. Ass 
a result. the agents association got in 
touch with the mortgage bankers group 
some months ago and were led to believe 
that a conference would be held. The 
most flagrant violation complained of by 
agents has been the refusal of mortgage 
companies to handle insurance premiums 
for a homeowners type policy unless the 
mortgage companv affiliate was permit- 
ted to write the insurance. 





Mayor Sedita, Buffalo, 


Opposes Fire Rate Boost 


Mayor Frank A. Sedita has presented 
figures to fire insurance officials in New 
York showing the city has spent more 
than $16 million on improving its fire- 
fighting system in the last eight years. 

The figures are one of the arguments 
the mayor is using against higher in- 
surance rates for downtown Buffalo. He 
met with Kenneth O. Smith. general 
manager of the State Fire Insurance 
Rating Organization. 

The mayor presented the city’s con- 
tention that the rate increase is not 
iustified because of the abandonment of 
the high pressure water sytsem serving 
the downtown area. The mayor took 
with him a report prepared by James 
W. Burns, research director of the cap- 
ital expenditures committee, showing the 
total of all capital improvements for 
the fire fighting system between 1951 and 
1959 was $16,024,838. 





DONELSON, HARDIN ADVANCED 

Don Donelson and Alan G. Hardin of 
Homer Bray Service, Inc., have been 
named vice presidents of the firm. 
Homer Bray Service, Inc. is a nationally 
known insurance organization with head- 
quarters in Evanston, III. 


Serving Our Brokers for 
over Half a Century 








Elmira Agency Gets 
State-Owned Car Cover 


An Elmira, N. Y. insurance firm has 
secured the business of handling liability 
insurance for all state-owned cars. The 
firm is Perry & Maxcey. The premium 
for the coming year will be about $600,- 

) 


This represents an increase of almost 
$75,000 over last year, when the Harri- 
man administration gave its business to 
Baker-Manaugh of North Syracuse. The 
higher insurance cost is due, Douglass 
C. Coupe, Commissioner of Standards 
and Purchase, reports to the state’s poor 
accident record in 1958 and to an increase 
in the number of cars to be insured. 





North America Moves 
Indianapolis Office 


The Indianapolis service office of In- 
surance Company of North America 
Companies will move early in May from 
115 North Pennsylvania Avenue, into 
larger quarters in one of the city’s most 
modern buildings. 

INA will be the first tenant in the 
Fidelity Building, an aluminum, glass, 
and stainless steel structure now being 
completed at 111 Monument Circle, and 
is scheduled to open its doors for busi- 
ness at its new address May 4. 





BOYAR AT 80 WILLIAM STREET 

Robert A. Boyar, heading an insurance 
brokerage firm of the same name, has 
leased space at 80 William Street for its 
general offices, through Charles L. Gold- 
enberg of Brown, Harris, Stevens, Inc., 
agent. 80 William Street has undergone 
a recent modernization which included 
air-conditioning, new elevators, and a 
modern lobby. 
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ISSED . City, and Mr. Lapham is vice president 
MARINE SUIT DISM Dinner Honors Ackerman Alexander, Sexton & Carr aol aanatel eatane ek eaeeaiee teal 
N. Y. City Court Holds It Unconstitu- About 200 employes of Great American Servicing Organization ton & Carr of California. All the prin- 
tional to Sue Foreign Insurer in Insurance Co. on April 21 honored : ; tie cipals are large producers. Messrs. Fetzer 
New York on Foreign Policy Daniel R. Ackerman at a dinner in A new nationwide insurance servicing and Haerle have been leading figures in 
the Hotel New Yorker. He recently organization has been formed, known as_ the National Association of Insurance 
Chief Justice Byrnes of the City Court retired as chairman of Great American Alexander, Sexton & Carr, Inc. Prin- Agents. 
of the City of New York has dismissed after 51 years = the a cipals in en sage a ton pig, Pe al inden dacarche Selena 
a suit, against a marine insurance com- William E. Newcomb, now chairman anc zation include lairman ade Fetzer 
pany operating in the United States, president, pi uid high tribute to Mr. Acker-Jr., president of W. A. Alexander & Co., ga ox de agg cing eee Povey 
instituted upon a marine cargo policy man. Guest speakers were James O. Chicago; President George W. Haerle, ; q ert fb. Raley - —_ somes 
issued in Hong Kong covering transit Nichols, president, American Foreign president of Charles W. Sexton Co., yond supervisor at the vast range, 
from that point to Venezuela on the Insurance Association; Emil A. Kratovil, Minneapolis, and Executive Vice Presi- N. J., regional office by the Boston and 
ground that such a suit is a burden on president of Carpinter & Baker, marine dents George Dwight and Roger D. Old Colony Insur ance Cos. He will — 
foreign commerce. underwriters; and Lester R. Meyers, Lapham, Jr. es with agents and special agents to ‘ v 
In general suits may be brought on president of Great American Quarter _Mr. Dwight is president of Francis velop bond business in New Jersey anc 
a contract where parties find each other, Century Club. C. Carr-Fox & Pier, Inc., of New York New York. 


but this has not been the rule in cases 
concerning contracts of foreign carriage. 

This exception has been extended by YOUR CLIENTS DESERVE INSURANCE PROTECTION 
the court to insurance policies involved 

in international trade. 


Samuel Franco, a New York resident E 
assignee of a Venezuelan corporation, IN COMPANIES THAT COM 
sued the Standard Marine for damage 
to cargo in transit between Hong Kong 
and Venezuela. He effected service upon 
the insurer in New York. The company 
through counsel objected to defending in 
a jurisdiction where the parties were 


) @oge 
found, but without other contacts with 
the policy issued or route of the cargo. ren el \ 1¢eé e 
Chief Justice Byrne stated: y, 5 








ms 


| ie 


“A shipment from Hong Kong _ to 
Venezuela and a loss which apparently 
occurred in Venezuela should not be 
made the subject of suit in New York 
by the device of the assignment of the 
alleged cause of action by a non-resident 
to a resident assignee. I therefore hold 
| | that the action should be dismissed be- 
cause it is a burden upon foreign com- 
merce 


“The case is not distinguishable by the 
alleged circumstance that the assignee is 
an officer, director and stockholder of the 
assignee, as is the plaintiff’s son. If 
the plaintiff has anything to do with the 


assignor corporation, he chose to make 
it or permit it to remain a Venezuelan 
} | corporation instead of making it subject 


to this jurisdiction for tax purposes and 

any other appropriate purposes. 
It seems to me therefore that plain- 
tiff’s alleged connection with the as- 
signor corporation is not relevant. In- 


deed, there is even no showing that the 
said assignor corporation has obtained 
a license to do business in the State of 
coe New York or has authorized service 
upon it here.” 

Ira Judd Greenhill, attorney, of Green- 
hill and Greenhill appeared for the 
yer Standard Marine, and Albert Adams 
attorney, of Ferris, Adams and Creidy, 











a represented Samuel Franco, 
rhe Staten Island Women’s UW , ’ 
. . . . “4 
00,- Activities Extensive Compautes . 
ost The mee 3 dinner meeting of the 
<a nsurance Women’s Club of Staten 
wo Mand was held April 16 at The Meurot, THE CONTINENTAL INSURANCE COMPANY.............0eeeeeee+++-ESt. 1853 


The |staten Island. Speaker of the evening 


= harl B assis ¢ y 
be EMM necoraiinn’' Gr depmcear FIDELITY-PHENIX FIRE INSURANCE COMPANY..............++0++++Est. 1853 
oor the Aetna Insurance Co., who discussed 
ase te ee im Suburban Form 89 FIREMEN’S INSURANCE COMPANY OF NEWARK, N. J.............+-Est. 1855 


Sue DiMarco, education chairman, 
reported that final plans for the casu- 
alty course are being me ide. The course NIAGARA FIRE INSURANCE COMPANY. eeeeoeveeeeee eee eeeeereeneeeeeeee Est. 1850 
; will consist of automobile, burglary, 
Ic€ Peneral liability and workmen’s compen- 


In- sation insurance, and will be held for a THE FIDELITY AND CASUALTY COMPANY OF NEW YORK.........-kst. 1875 
rica period of from four to five weeks with 
rom two hour. session each week. The first 
nto session will be held May 18 at The Meu- NATIONAL-BEN FRANKLIN INSURANCE COMPANY...........--...---Est. 1866 
10st tot Club in St. George. Moderators will 
be representatives of the Aetna Casu- 
the Jalty & Surety, Hartford Accident & COMMERCIAL INSURANCE COMPANY OF NEWARK, N. J...........-Est. 1909 
ass, Indemnity and U.S. F fidelity & Guaranty. 
ng Miss ge who operates her own 
an agency in Port Richmond, Staten Island J ee . 
usi- [and Miss Sasso, secretary of Moffatt g THE METROPOLITAN CASUALTY INSURANCE COMPANY OF N. Y....Est. 1874 
ee — Bos oni will attend 
he New Yor tate Association of In- 
ef AMEE: Agents convention Way 5 is MILWAUKEE INSURANCE COMPANY.........cccccceeeseeeeeceeeee+ Est. 1852 
i yracuse. 
MCE Several members attended the Fed- 
be eration of New York Sania Wicbabats ROYAL GENERAL INSURANCE COMPANY OF CANADA.............-Est. 1906 


de bog 16th a convention at Schenec- 
7 tady recently ney were Phillis Simski 
Inc, land Gladys Brandt, delegates from the THE YORKSHIRE INSURANCE COMPANY OF NEW YORK..........Est. 1926 
ed lub. Also Anita Volz, president of the 
ae local club; Annette C. Cirbus, Theresa 


d 4 J Guarino, Hannah Alperin, Rose V. Sasso. SEABOARD FIRE & MARINE INSURANCE COMPANY...............Est. 1929 
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Travelers Promotions Announced 


Appointment of two vice presidents 
topped a list of 16 promotions announced 


L. M. BALDWIN 


by J. Doyle DeWitt, president of The 
Travelers Companies. 

Named vice presidents are Lyttleton 
M. Baldwin, to direct the development 
of multiple protection coverage and the 





JAMES TRUESDALL 


coordination of all underwriting activi- 
ties as a member of the executive depart- 
ment, and David F. Kempf, to direct 


operations of the branch office adminis- 
tration department, 





GEORGE M. SEYMOUR 





Named secretary are George M. Sey- 
mour, branch office administration de- 
partment and James A. Stewart, and 
James Truesdall, both in the mortgage 
loan department. 

Appointed assistant secretary are the 
following: Homer G. Anderson, Robert 
E. Biorhus, Edward M. Carter, Francis 
W. Donahue, Thomas F. Hanson, Fred- 
eric C. Krapels, Harriet S. Olzendam, 
Henry M. Spencer, Jr., and William H. 


Stuek, all in the Group department and 
Norman F. Mayer, and Burke I. Powers, 
both in the branch office administration 
department. 

Mr. Baldwin joined The Travelers in 
1930, later being advanced to assistant 
underwriter, regional underwriter and 
senior underwriter in the marine depart- 
ment of the former Travelers Fire. He 
became assistant secretary in 1942 and 
secretary in 1945, He was named second 
vice president in 1955. 

Mr. Kempf joined The Travelers in 
1928 and later served as assistant office 
manager in Indianapolis and office man- 
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D. F. KEMPF 


ager at Camden, N. J. Prior to being 
appointed assistant secretary of the 
branch office administration department 
in 1947 he served as branch office super- 
visor and assistant comptroller cn the 
home office staff. He was named secre- 


JAMES A. STEWART 


tary in 1951 and two years later became 
secretary in charge of the branch office 
administration department. Mr. Kempf 
was named second vice president in 
January, 1954. 





Crum & Forster Test 


Check for Homeowners 


Prospects for the new Homeowners 
program will soon be offered an insur- 
“Test-Check” as part of a sales 
campaign launched by the Crum & 
Forster Group. This new visual sales 
aid will be promoted by C. & F. agents 
folders, 


ance 


through comprehensive — sales 
counter pads, radio spots, newpaper ad- 
vertisements, counter and window cards, 
and mailing enclosures. 

Agencies offering the 
Check” service will invite 
prospects to measure the effectiveness 0! 
their insurance programs against cover 
age available in the new Homeowners 
The C. & F. “Test-Check” provides 4 
graphic comparison with the various new 
forms available, and presents details 0 
coverage for ready reference. 

A complete collection of sales aids hai 
been prepared by the Crum & Forste! 
Group for the use of local agents @ 
part of “Operation Test-Check.” Tht 
promotional campaign will be directed 
at prospects eligible for the new Home 
owners program, 
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Karam On Placement, Coverage And 
Agents’ Service On School Risks 


Emile Karam, prominent local agent at 
West Orange, N. J., and chairman of the 
education committee of the New Jersey As- 
sociation of Insurance Agents, discussed 
methods of placement of insurance for 
boards of education, some forms of cover- 
age which should be sold on schools and 
the personal services which an agent should 
render to boards of education when he 
addressed the recent Eastern Agents Con- 
ference meeting and Buffalo “I Day” 
gathering at Buffalo. There he stated: 


The old-fashioned method of insur- 
ance placement, the one characterized 
as “a poor combination at any price,” 
is the “every dog gets a bite” method. 
Under this system or lack of system, 
each board member might presumably 
give a bit of business to each agent in 
town. The tremendous pyramid of 
trouble from such tactics bring lack of 
uniformity and non-concurrency that build 
up at an amazing rate of speed. Such 
results can spell nothing except duplica- 
tion of coverage, deficiency of coverage, 
and no coverage at all. In short the 
customer pays maximum cost for mini- 
mum coverage. The ill will engendered 
is not healthy for any of the parties 
concerned. Surprising, however, how 
much of it still exists. It is definitely 
not in the public interest, nor in an 
individual’s interest. 

Best Served by One Agent or Broker 


We are agreed on the premise that 
any account is best served by one agent 
or broker. In this assumption, boards of 
education are not an exception but 
rather a proof of the rule. This leads 
to the second method of placement. It 
applies equally whether the agent or 
broker designated is a local citizen or 
from without the district served. One 
agent or broker, approved by the board, 
is responsible for the servicing of the 
school district’s requirements for pro- 
tection. This is the direct antithesis of 
the “every dog gets a bite” operation 
and the results are likewise in distinct 
contrast. 

Benefits to the insured are manifold 
and naturally in direct ratio to the per- 
sonal service given by the servicing agent 
or broker. Under this method we expect 
to find every property covered once and 
once only; no loophole of coverage is 
open except it is the insured’s desire to 
leave it open or uncovered. The reason 
is obvious—responsibility for discharge 
of duty rests with one agent who had 
best do a proper job or as the old ex- 
pression goes, “You can be replaced.” 
It is such competitive challenge that 
keeps us all on our toes serving not 
for ourselves but for the public’s interest. 

Next is the big twin brother of the 
method just referred to. Under this 
method we must anticipate leadership 
of a committee of the many by the 
firm and respected hand of one. It is 
through such leadership that the indus- 
try throughout a school district will 
wholeheartedly support the placing of 
the board’s business with one of its 
members. It encompasses all the bona 
fide independent local agents or brokers 
in a committee agreement with the one 
best qualified to serve the insured being 
designated as the board’s agent or 
broker, 


Benefits of Single Representative 


The board has its one man with whom 
to deal and to hold responsible that the 
greatest amount of protection is afforded 
at the least amount of cost. Those who 
feel that everybody should have a share 
in the business are satisfied in that all 
have the privilege of joining the place- 
ment committee. Petty politics are kept 
out of any effort in that those who 
desire to serve have a voice in the com- 
mittee without being afforded an oppor- 
tunity to embarrass the insured. Indeed 
those who would attempt to jockey the 
board need only to be referred to the 


committee of local fellow agents. 

The harmony that exists within the 
committee is reflected in better service 
to the insured. Members pass their ideas 
on to the leader to the end that the 
best individual efforts are made available 
to the insured with a minimum of admin- 
istration and detail. It leads to an ex- 
pression of community cooperation w.thin 


the industry—thus lending dignity to all 
concerned. Its political impact, properly 
directed, cannot be overlooked. It is in 
the board’s best interest that the board 
be counselled by leading business men of 
the community willing to come to the aid 
of any proper program the school board 
may desire to disseminate to the district 
at large. 
Forms of Coverage 


Under forms of coverage it is in‘ended 
to stress only the practical contracts, 
those with which every insurance man 
should be conversant and which should 
be sold to the assured. 

First we have fire, extended coverage 





and vandalism covering all properties. 
Through your own analysis it must be 
decided whether to write a single item 
policy, blanket as to buildings and con- 
tents, a schedule policy covering separate 
items on each building and its contents, 
or a combination of schedule items for 
each building and the contents as blanket. 
Much consideration must be given to the 
convenience of the blanket contract and 
the large saving in premium afforded by 
specific items. This will be a matter of 
choice with the decision being influenced 
by the number of items involved. Also 
the building program projected by the 
(Continued on Page 34) 
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A bunch of the boys were whooping it up in the Malamute saloon; 
The kid that handles the music-box was hitting a jag-time tune. 
Back of the bar, in a solo game, sat Dangerous Dan McGrew, 

And watching his luck was his light-o’-love, the lady that’s known as Lou. 


Now Dan was a-winnin’ and Lou wasa-grinnin,’ but that kid was layin’ his plans; 
While he tickled the keys that night of the freeze, Lou’s furs were itchin’ his 


The tempo grew, the air was blue, the night got colder and colder; 
It was after one, and her furs were gone, when Lou yelled, “I’ve got a cold 
shoulder.” 


Up jumped McGrew, with his gun in view, a lethal looking six-shooter ; 

“T’ll get him,” Dan swore as he went for the door after the jag-time fur looter. 
“Dan, let him go,” cried Lady Lou. “If he’s killed, you'll swing from a tree. 
I’m covered for all the furs and more with insurance from G. F. & C.!” 
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Cacace Succeeds Schaefer as Head 
Of Automobile Claims Association 





CACACE 


MARIO R. 


American Plan Cor- 
poration, was elected president of the 
Automobile Claims Association at the 
annual luncheon meeting this month - 
De Palma’s Restaurant in New Yorl 


Mario R. Cacace, 


City. He succeeds Walter Schacter, r, 
Sun Insurance Office, who served as 
president since April, 1958. Other new 


Forrest McVean, Hanover 
vice president; Howard 
Insurance Co., treas- 
Century Insur- 


officers are 
Insurance Co., 
E. Weed, Boston 
urer, and Paul Sciortino, 
ance Co., secretary. 

Mr. Cacace, who is assistant secretary 
of American Plan Corp. of New York, 
is a graduate of Brooklyn High School 
of Auto Trades. In 1947 he went with 
the Employers Group as a file clerk and 
and ad- 


later became an _ investigator 
juster. During the Korean War he 





National Cargo Bureau 
Opens Chicago Branch 


In conjunction with the opening of the 
St. Lawrence Seaway, National Cargo 
Bureau, Inc., New York City, announces 
opening of a Great Lakes headquarters 
office, effective April 13, at 327 South 
LaSalle Street, Chicago. The Chicago 
office will be staffed by Captain Alex- 
ander S. Anderson, deputy chief sur- 
veyor and surveyors Captain George L. 
Roscoe and Captain Frank B. Miles 

Experienced surveyors will be avail- 
able to ship operators and agents at all 
United States ports on the Great Lakes 
in connection with the loading of bulk 
grain, dangerous and hazardous cargoes 
and general cargo. 

The Bureau is assigned by the U. S. 
Coast Guard to assist in the administra- 
tion of the provisions of the Dangerous 


Cargo Act and the Rules and Regula- 
tions for Bulk Grain Cargo and _ its 


certificates are accepted as prima facie 
evidence of compliance with the Coast 
Guard Regulations. 


N. J. FIRE FIGURES 


for fire insurance written 
for Allstate, printed in 
The Eastern Underwriter listing on 
March 27, were incorrect. The correct 
figures are: Direct premiums written, 





ALLSTATE 
The figures 
in New Jersey 


$193,719; direct losses. paid, $24,721. 


WALTER SCHAEFER 


served with the U. S. Army two years, 
being discharged in 1952 as a sergeant. 
Mr. Cacace returned to the Employer’s 
Group and in 1953 became associated 
with the American Plan Corp. as claims 
examiner, He was advanced to claims 
manager and in January, 1958, was 
elected assistant secretary. 
William J. Ennis, automobile 
manager of the American Home 


claims 
Assur- 


ance, and formerly with the Fireman’s 
Fund, was admitted to membership in 
the Automobile Claims Association at 
the luncheon meeting. 


Last Friday evening a group of mem- 


bers of the association inspected the 
General Motors assembly plant in Lin- 
den, N. j: 





Karam on — 


(Continued from Page 23) 


insured for the future must be taken into 
account, 

Demolition coverage should be carried 
on those buildings of such construction as 
may require destruction to comply with 
any ordinance, law or regulation. 

Repl 1cement cost endorsement, or de- 
preciation insurance, should be utilized 
as this is a large item to be forced upon 
a public body working within a tightly 
bound budget. Watch the co-insurance 
requirement on this one carefully. 

Increased cost of construction endorse- 
ment, sometimes referred to as “excess 
replacement cost insurance,” is particu- 
larly desirable where a district has a 
number of outmoded old buildings sub- 
ject to demolition and replacement by 
different construction as per the various 
ordinances. Extent of coverage is limited 
to the minimum requirements of the law 
or regulation. 

Extra expense insurance is an item 
which could cause heavy cost to a school 


board. It does not necessarily involve 
only other buildings but text books, 
supplies and transportation. 


Sprinkler leakage is not to be left 
out of the picture—many school buildings 
have shop and other areas protected by 
such devices with the resultant exposure 
to damage by leakage. 

Those boards which have their ad- 
ministrative offices in one building are 





Atlantic Cos. Promote 
Farnham and Schoneman 


Two new appointments have recently 
been made by the Atlantic Companies 
(Atlantic Mutual and Centennial ). 
Joseph H. Farnham, Jr. has been named 
manager of the metropolitan inland ma- 
rine department under the direction of, 
and as administrative assistant to, James 
W. Kennedy, inland secretary. Mr. 
Farnham joined the companies in June, 
1957, as a senior underwriter in the in- 
land marine department. 

John A. Schoneman has been ap- 
pointed manager of the New York home 
office multiple lines department, which 
embraces the metropolitan and eastern 
division operations of the companies. He 
will also act as administrative assistant 
to E. V. Silver, Jr., vice president. Mr. 
Schoneman joined Atlantic in June, 1955, 
as an underwriter in the Midwest di- 
vision in Chicago. 





excellent prospects for office contents 
form. This gives all risk coverage on 
items of equipment that are expensive 
and are also great theft targets, namely 
business machines of every description. 

Plate glass is more and more coming 
to be a large segment of protection 
program for the local board. All kinds 
of glass is prominent everywhere we go 
in school circles. Replacements come 
high—insure against them. 


Comprehensive Liability 


Comprehensive general liability is a 


must in your program, notwithstanding 
that public bodies and eleemosynary in- 
stitutions are considered to be free of 
negligence claims. Consider excess limits 
on stadiums where the catastrophe 
hazards always lurk. 
Comprehensive automobile — liabitity 


coverage naturally is needed. Do include 
medical payments on this one, not over- 
looking the driver education program 
and your non-ownership liability aspects. 
Then consider the physical damage needs, 

Boiler and machinery, broad form, in- 
cluding piping. For heating systems 
don’t overlook fuel box explosion if no 
extended coverage is carried. Also under 
this one we have tanks, refrigerators, 
motors and the like. 

Musical instruments present a prime 
need for inland marine insurance. It is 
surprising the values that build up and 
the odd losses which develop under this 


one. Include a separate item of about 
10% for unscheduled property because 
additions are always made and _ over- 


looked until a loss occurs. The normal 
acquisition clause in the policy is auto- 
matic but extends for thirty days only. 
Sometimes losses are discovered after 
summer vacations. Make sure the loss 
is covered. 

Under the dishonesty coverage a 
blanket position bond is essential. Have 
it include excess on specified key per- 
sonnel. Money and _ securities, broad 
form, plus blanket burglary and theft 
protection tend to give a well rounded 
program of necessary coverage. Work- 
men’s compensation is a “must” with high 
employer liability limits suggested. 


Personal Services of Agent 


third idea or item, some per- 
agent should render 
to boards of education, keep your com- 
mittee in harmony at all times and of 
an attitude to help you in your work 
as the servicing agent. Survey your 
client’s needs and keep pegging away, 
year after year, until all your recom- 
mendations are accepted. If it is needed, 
suggest it and then systematically stick 
to your guns in the line of salesmanship. 

Arrange either an outside appraisal 
service Or company engineering service 
to keep your values maintained current 
with present replacement costs and values. 
Give personal service to inspections for 
fire rate reductions, employe safety and 
student safety. Prevent accidents! Co- 
operate wholeheartedly to assist your 
board in setting up its budget require- 
ments. Budgets are made up almost a 
year in advance. You are the best quali- 
fied person to estimate or professionally 
guess how much will be needed for 
insurance protection, 


On our 
sonal services an 


IMIB Assures Brokers 


On Animal Exclusion 

The pet and animal exclusions recently 
incorporated into the personal property 
floater insurance policy form have been 
the cause for concern on the part of 
members of the Greater New York In- 
surance Brokers’ Association, In Janu- 
ary conferences were held between rep- 
resentatives of the association, the New 
York Insurance Department and _ the 
Inland Marine Insurance Bureau in an 
attempt to modify the restrictions con- 
tained in this change to at least meet 
coverage presently afforded under the 
broad contents fire form, in use in this 
territory, more commonly referred to 


as Form 849. 


These efforts were unsuccessful, says 
the brokers association. Spokesmen for 
the bureau said that if it were not for 


statutory requirements to be found in 
the fire insurance policy the pet and 
animal exclusion might have been total. 
More recently Samuel Dimson, chairman 
of the brokers’ inland marine and fire 
committee, directed to the attention of 
the Inland Marine Insurance Bureau an 
apparent conflict in coverage, not inten- 
tional, created by this restrictive lan- 
guage. 

Some loss men, giving a literal inter- 
pretation to,the language of the pet 
and animal exclusion, might extend their 
thinking to losses involving specifically 
insured items customarily written under 
the personal articles form. Such an in- 
terpretation would be inconsistent in 
view of the fact that no such exclusion 
has been incorporated into the personal 
articles form, the brokers argue. 

In a letter to Mr. Dimson, Harold L. 
Wayne, general mz anager of the Inland 
Marine Insurance Bureau, advised Mr. 
Dimson that such was not the intention. 
The exclusion is intended to apply only 
to unscheduled property and Mr. Wayne 
assured Mr. Dimson that the exclusion 
will be so construed by all insurers. 





Heavy Weather Damage 
On Calm Days Explained 


often be 


Marine underwriters may 
called upon to pay claims for “heavy 
weather damage” which occurred on 


sunny, almost windless days at sea, Cap- 
tain Clifford J. MacGregor, U.S.N.R., 
said at the April meeting of the Ameri- 
Marine Insurance Forum. Captain 


can 
MacGregor who is with the New York 
office of the United States Weather 


Bureau explained this apparent conira- 
diction by pointing out that the factors 
of “sea and swell” often reached cvit.cal 
condition at some distances from the 
center of a storm, or some time after 
a storm had passed. The resulting dam- 
age to vessel and cargo could often 
occur “during what landlubbers call good 
weather.” 

The spe aker described development 
of plotting “least-time tracks,’ which 
enable the shipmaster . avoid bad 
weather areas, resulting in speed and 
economy of operation and the avoidance 
of unnecessary loss. Captain MacGregor, 
who is the only marine specialist in the 
Weather Bureau, is in charge of collat- 
ing weather reports received from ships 
at sea, all over the world. 

Robert P. Mundhenk, president of tte 
forum, presided. 


MOTORS ADVANCES LIEBELER 


John R. Liebeler has been appointed 
district office manager of Motors Insur- 
ance Corporation in charge of the Gary, 
Ind., office, effective May 1. Mr. Liebeler 
began his service with Motors in 1947 
at the Minneapolis office. He was pro- 
moted to subrogation supervisor in 1952 





and to claim supervisor in 1953. Mr. 
Liebeler was office manager of the 
Davenport, Iowa, office before being 


named to his new position. 


MILWAUKEE WOMEN ELECT 


New officers of the Insurance Women 
of Milwaukee were installed at a recent 
dinner meeting, They are Mrs. Marion 
Eckstein, president; Hazel Gesch, vice 
president; Mary Ellen Schott, recording 
secretary; Marguerite Knaack, treasurer; 
Janet Engel, corresponding secretary. 
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WILBUR J. YOX 


Three managerial appointments in cas- 
ualty, fidelity and surety lines have been 
announced by The Travelers Indemnity. 
They are Wilbur J. Yox, brokerage man- 
ager at John Street, New York City 
office; John T. Camp, Yonkers, N. Y., 
and Marcus E. Gardner, Cincinnati. Mr. 
Gardner succeeds Gordon J. Burrer who 
has retired. 

Mr. Yox joined The Travelers in 1946 
as a field supervisor at Buffalo. In 1950, 
he was appointed assistant manager at 

3uffalo and in 1956 was named manager 
at Yonkers. An Army veteran in World 





IAC Company Ad Award: 
Entry Deadline May 15 


The Insurance Advertising Conference 
has high hopes for further success with 
its annual company advertising competi- 
tion this year. There was a _ record 
number of entries in the competition 
last year. 

Judges for the IAC companies’ com- 
petition this year are: Barrett Brady, 
senior vice president, Kenyon & Eck- 
hardt, Inc.; Robert K. Farrand, market- 
ing manager, “Saturday Evening Post,” 
and Richard Neff, columnist for “Ad- 
vertising Age.” 

In conjunction with the advertising 
competition IAC is holding a Press 
Release Competition, for the company 
displaying consistent excellence in its 
releases to the insurance trade press, 
in such matters as scope of news, time- 
liness, clarity, format and completeness. 
The judging committee, under the chair- 
manship of John N. Cosgrove, National 
Underwriter, includes, Wallace L. Clapp, 
The Eastern Underwriter; Robert R. 
Dearden, U. S. Review; Emanuel Levy, 
The Insurance Advocate; Elmer Miller, 
Journal of Commerce, and Don Wolff, 
Weekly Underwriter. 

For the company advertising competi- 
tion the following are desgaeees cate- 
gories: Complete Campaign Advertising; 
Consumer Magazine Advertising; Busi- 
ness Magazine; Insurance Journal Ad- 
vertising; Newspapers; Direct Mail; 
Display Advertising; Company Publica- 
tions; Radio; Television Advertising; and 
Miscellaneous Promotional Material. 

There will also be a “Best of Show” 
Award at the judges discretion for the 
best entry in the above categories. 

Deadline for entries in the competitions 
is May 15. Awards will be made during 
the IAC annual meeting, June 21-24 in 
Williamsburg, Va. 


JOHN T. ‘CAMP 


War II, 
duty as a Captain. Mr. 
Canisius College, Buffalo. 
Mr. Camp has been with The Travel- 
ers since 1946 when he joined the com- 
pany as a field supervisor at Newark. In 
1952, he went to the John Street office. 
In 1954, he was appointed assistant man- 
ager there. Mr. Camp is a veteran of 
four years’ service with the Marines in 
World War II and was separated from 
active as a Ist lieutenant. A native of 
Westfield, N. J., he received his B.S 
degree from Bucknell University. 
Mr. Gardner became associated with 
The Travelers in 1947 as a field super- 
visor at Indianapolis. In 1952, he was 
named assistant manager, casualty, fidel- 
ity and surety and fire and marine at 
Cleveland, and was transferred in the 
same capacity to Cincinnati in 1957. 


AMA SELF-INSURANCE SEMINAR 

American Management Association 
workshop seminar on self-insurance risk 
assumption and use of excess covers 
will be held May 18-20 at the Hotel 
Astor. Chairman of the meeting is 
William L. Hughes, general manager of 
the insurance division of Armstrong Cork 
Co., Lancaster, Pa. Co-chairmen are 
Michael A. Clement, assistant secretary, 
General Reinsurance Corp., New York 
and H. A. Walfred, insurance depart- 
ment manager, Aircraft-Marine Prod- 
ucts, Inc., Harrisburg, Pa 


he was separated from active 
Yox attended 


7 





Insuratrip Inc. Has 
Made Promising Start 


AUTO TRAVEL ACCIDENT PLAN 


Unusual Use of Telephone to Local 
Agent Provides Cover at 25 Cents 
per $2,500 to $25,000 per Day 


Walter Shapiro, vice president of In- 
Charlotte, N. C., 
wide acceptance among insurance agents 
automobile trip 


suratrip, Inc., reports 


of his company’s new 
insurance. The 


in the making, has been in oper- 


plan, two and one-half 
years 
beginning of the year 


Maryland, 
District of 


ation since the 


and is now in South Carolina, 
Virginia, and the 
Columbia. 
in Pennsylvania this week. 

The plan is underwritten by Carolina 
Casualty, the home office of which is 
now in Jacksonville, la. This company 
is licensed in 49 states, and Mr. Shap‘ro 
told The Eastern Underwriter this week, 
the Insurastrip policy has received ap- 
proval from the Insurance Departments 
in over 30 states where it has been 
submitted. Application will be made to 
the remaining states in the near future. 

The insurance is written through the 
local insurance agent. The iffSured simply 
puts through a call to the agent from 
a public phone; usually located at gas 
stations, motels or prominent restaurants 


Delaware 
It is expected to commence 


highway diners. : 
The traveler contacts the local fran- 
chised agent for the district, asks for 


the amount of insurance he needs and is 
told by the agent the number of his 
policy, which represents a validated re- 
ceipt. The agency sends the policy to 
the named beneficiary. The charge is 
25 cents per $2,500 coverage up to $25,000 
per day. Payment is made into a coin 
box affixed beside the telephone, and 
the agent knows payment has been made 
and how much, by sound through the 
telephone receiver. 

One of the difficulties heretofore in 
setting up the mechanism for trip auto 
insurance has been the high cost of 
machines to handle payment and re- 
ceipting. Also, unlike booths in air ter- 
minals for air travel accident insurance, 
many more machines are needed due 
to the divergent starting points of auto- 
mobile travelers. 

Insuratrip has solved this cost problem 
by installing a practical mechanism 
which involves no more difficult oper- 
ation for the client than dialing a tele- 
phone number. Also, any question of 
having to license a gas station or diner 
attendant is solved by the client con- 
tacting the licensed agent directly. 

A piece in Time Magazine recently 
about the plan, Mr. Shapiro told the 
writer, has brought inquiries from 
throughout this country and Canada 
from insurance agents interested in add- 
ing this service to their business. 

Insuratrip is headed by President 
Morris Speizm: in, a textile mz ichinery 
industrialist from Charlotte, Mr. Shapiro, 

(Continued on Page 38) 
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GLENS FALLS PROMOTIONS 


Carroll L. Cowart, John E. McNairy 
and Frank B. Keech Advance in 
Claims-Loss Department 


Mead,’ president of the 
Insurance Co., has an- 
of Frank B. 


George D. 
Glens Falls 
nounced the 
Keech, John E. 
Cowart to 
positions in the 


promotion 
McNairy 


managerial 


and Carroll L. 
and supervisory 
company’s 
under the executive 
‘oughlan, vice 


claims and 
loss departments 
supervision of George R. ( 
president. 

Mr. Keech was named manager of the 
first party claims division and will ex- 
ercise administrative supe srvision on all 
fidelity and surety including contract 
bonds, A. & H., burglary, ne 
inland marine claims and losses. He 
became affiliated with the Glens | ‘lls as 
a claims representative in the Washing 
ton, D. C., office in 1941. Later that year 
Mr. Keech was transferred to the home 
office claims and loss department and ii 
1952 was appointed supervisor of firs, 


glass 


party claims. 
Under the immediate supervision oi 
G. Earle Fox, secretary, Mr. McNairy 


and Mr. Cowart have been promoted to 
positions of manager and_ supervisos, 
respectively, of the third party claims 
division encompassing administrative 
supervision of all automobile, miscellane- 
ous liability and workmen’s compensation 
claims. 

Mr. McNairy came to the Glens Falls 
in 1942 as a claims manager in Colum 
bia, S. C., and three years later was 
transferred to Washington, D. C., as 
claims manager. He came to the home 
office in 1949 as an examiner in the auto 
mobile claims department and was ad- 
vanced to supervisor of third party 
claims in 1952. 

Mr. Cowart joined the Glens Falls as 
claims manager of the company’s Atlanta 
office in 1947 and was transferred to 
Glens Falls as liability claims examiner 
in 1951, His promotion to the position 
as supervising claims examiner became 
effective that same year. 





Topics for May 6-8 Spring 
Ins. Conference of AMA 


The American Management Associa- 
tion’s f fy conference will take place 
May 6-8 at Roosevelt Hotel, New York. 
Following are topics to be discussed: 

At the opening morning session May 6 
the insurance buyers will hear talks on 
The London Market and the Domestic 
Market. The afternoon will be devoted 
to a panel discussion on “Communicating 
the Risk to Insurance Markets.” 

“Cost vs. Need of Benefits for Retired 
Employes” is the subject of the opening 
talk on May 7. Then “The Insurance 
Industry’s View of the Disclosure Law” 
and “Advertisers Liability” will round 
out the morning session. 

“Loss Prevention—or Lost Markets?” 
is the question to be approached by a 
panel of speakers at the afternoon meet- 
ing. 

Opening the final morning a top com- 
pany executive will give his view of the 
insurance manager faced with insurance 
market problems of ae An insurance 
manager will follow with his viewpoint. 

“Retrospective Rating as an Aid to the 
Risk Manz ger ” will be described in the 
area of the “cost plus” approach with 
an evaluation of new applications or 
combinations under retrospective plans. 

An insurance company representative 
as luncheon speaker May 8 will give a 
progress report on Multiple Line Under- 
writing, with a look to the future of 
this field. 





Iowa Executive Dies 
Harold S. Evans, chairman of the board 
and formerly president of Allied Mutual 


Casualty, died at his home in Des Moines 
He was 63. He entered the company 
when it was founded by his father in 


11929. Mr. Evans was president for 20 
years until he relinquished that post in 
1957, while retaining his duties as board 
chairman and supervisor of investments. 
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Jaffe Agency’s New 
Service to Brokers 


LIABILITY LINES 





ON COMP. 





Experience Rating Department Now 
Available Through Compensation 
Advisory Corp., an Affiliate 
Jaffe Agency, Inc., New York City 
insurance underwriters, has announced 
a new service to brokers which in effect 
will provide them with a compensation 
and liability experience-rating depart- 
ment without the expense of their having 

to staff one. 

This service is now available through 
Compensation Advisory Corp., which 
already has a record of accomplishment 
in the field and has recently become 
affiliated with Jaffe Agency, Inc. as the 
broker’s service arm for experience- 
rated risks. 

According to Alfred I. Jaffe, the Com- 
pensation Advisory Corp. set-up is 
designed to assist brokers by taking 
over all the details of experience-rated 


comp. and liability lines, thus leaving 
their time free for client contact. It 
will explore experience modifications, 
plans, rates, classifications, claims and 


costs—and will analyze and effectuate 
changes which often will result in lower 
rates and partial recovery of past prem- 
iums, 

Through these methods, brokers will 
be assisted in landing accounts that have 
previously eluded them. This service 
is also designed to assist brokers in 
meeting direct-writer competition. 

Advantages Explained 

One of the advantages of the new 
service, Mr. Jaffe said, is that it assures 
the all-important competition - proof 
handling of every risk—something not 
normally done by the average broker 
who usually does not have the technical 
staff to do it. Such detailed handling, 
Mr. Jaffe believes, has become compe- 
titively necessary if the broker expects 
to supply the full service on these diffi- 
cult lines which assureds expect to 
receive. 


Chiropractor Bill Approved 
By New Jersey Assembly 


The New Jersey Assembly has unani- 
mously approved the bill, proposed by 
J. J. Kigewski (D.-Hudson), which would 
make chiropractors eligible—as are 
physicians and hospitals—for payments 
under the state’s workmen’s compensa- 
tion act. 

Assemblyman Kijewski argued that 
since the state licenses chiropractors, 
it shouldn’t keep them ineligible for 
payment for treatment under workmen’s 
compensation. 

Passage of this bill by the Assembly 
represents the farthest it has moved in 
the two years it has been before the 
New Jersey legislature. Last year it was 
locked in an Assembly committee. 


N. J. Assembly Alert to Calif. 
Safe Driver Ins. Plan 


Indicative of the keen nationwide 
interest in the California Safe Driver 
Insurance Plan, recently announced by 
National Bureau of Casualty Under- 
writers, a resolution has been proposed 
in the New Jersey State Assembly which 
directs Charles R. Howell, Banking and 
Insurance Commissioner, to conduct a 
study of this experimental program. 

Assemblyman Martin Kesselhaut (D.- 
Essex) who proposed the resolution, was 
motivated by the thought that the 
Bureau’s California plan with its “good 
driver” reduction feature might be 
worthy of adoption by New Jersey. 


McGAVIC SUCCEEDS AUSTIN 

Robert McGavie has been named cas 
ualty manager of the Kansas City, Mo., 
branch office of the American Casualty. 
He succeeds Eugene E. Austin, who has 
been returned to ACCO’s Richmond, Va., 
office. 


Federal Mutual Names 


Seven New Executives 

Federal Mutual, a division of the Kem- 
per Insurance group, has named two men 
as senior executives and five as junior 
executives in the Decatur, IIl., executive 
office, Ben C, Dahlmann, 


Federal’s executive vice president. 


according to 


The new senior executives are Donald 
H. Brown, underwriting, and W. B. 
Lindsay, accounting. New junior execu- 
tives are James H. Andrick, auto under- 
writing; Darrell W. Latch, production; 
» FE. McDaniel, training; Bruce 
H. Mickle, claim and Joe 
Shockey, tabulating. 


sales 


examiner, 


PUBLIC INTEREST AWARDS 


National Safety Council Honors Metro- 
politan Life, Hardware Mutuals, 
MFA Among Insurance Cos. 


companies have re- 
ceived the National Safety Council’s 
Public Interest Award for exceptional 
service to safety in 1958. The advertis- 
ing campaigns of Hardware Mutuals, 
Metropolitan Life, MFA Mutual Insur- 
ance Co., C. W. Clipfel Insurance 
Farmers Insurance Group, were cited. 
Mutuals frequent 
radio time to traffic safety, distributed 


Five insurance 


and 
Hardware devoted 
handbooks on traffic and boating safety, 


ms 


Ss 





and stressed safety in internal publica- 
tions. 

Metropolitan Life’s contribution to 
safety included more than 7,000 radio 
references. The firm distributed many 
safety booklets, and company publica- 
tions consistently carried safety stories. 

MFA Mutual Insurance Co. produced 
three five-minute TV films for use prior 
to holiday weekends, sponsored traffic 
safety commercials on TV and radio, and 
produced an animated traffic safety film. 

Clipfel Insurance sponsored radio an- 
nouncements on safety. 

Farmers Insurance Group promoted 
safety in newspaper and magazine ad- 
vertisements. It also carried on a driver 
education program and contributed to the 
training of motor vehicle administrators. 


Fiom ANTIQUES « YACHTING 


fEtna Casualty is Helping You Sell Marine Insurance 


With seasonal advertising in leading specialized 
publications, AZtna Casualty is pre-selling many of 
your best Marine prospects. Each publication is 
widely read by people whose special interests make 
them natural prospects for Marine insurance. 


To help you get the best results from this adver- 
tising, an A‘tna Casualty Marine Specialist is al- 
ways available. He is highly skilled in all forms 
of ocean and inland marine insurance. Why not 


call him today? 








ALTNA CASUALTY MARINE ADS ARE APPEARING 
IN THE FOLLOWING MAGAZINES: 


Antiques * Boats * Dental Survey * Dog World 
¢ Egg Producer « Field and Stream © Hobbies 
¢ Journal of American Dental Association * Mod- 
ern Veterinary Practice * Motor Boating * Out- 
door Life * Pacific Goldsmith * Pure-Bred Dogs 
¢ Sports Afield * Yachting 








@ Marine Service from Coast to Coast 


MARINE DIVISION 


FETNA CASUALTY AND SURETY COMPANY °¢ STANDARD FIRE INSURANCE COMPANY 


Affiliated with Atna Life Insurance Company 
Hartford 15, Connecticut 
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Guy Fergason Reviews “Executive 


Guide To Handling People” By Dyer 


One of the re cently published books in the management field is “Exe — ’s Guide 


to Handling People” 
written by Frederick C. Dyer, 
university development programs. 


(copyright 1958, Prentice-Hall, Inc., Englewood Cliffs, ! va 
management advisor ‘for business, 
In this book Mr. Dyer presents the 


$4.95) 
Gov Tika and 
results of a 


careful study of today’s business se tup, problems of pe rsonnel and today’s opportunity 
for the man who wants to move up in executive jobs. Among other assignments he 
has worked as management advisor in such fields as insurance sales, automobile sales 


and aircraft production. 
In the following Guy Fergason, 


well known personnel placement and management 


consultant of Chicago, gives an appreciative review of Mr. Dyer’s new book. Mr. 


Fergason writes: 

With an impressive background in 
business and education, and considerable 
exposure to the “military” type of man- 
agement, Mr. Dyer has managed to 
keep the business viewpoint in mind in 
writing this book, recognizing that in 
business leadership is by persuasion 
rather than by command. He uses an 
easy style which makes for faster read- 
ing, abetted, no doubt, by Prentice-Hall 
editors who were smart enough to match 
the size of type to the subject—both are 
big. 

His practical and objective approach 
is borne out in his analysis of the 
problems with which management must 
deal—he differentiates between the tech- 
nical problems, the teaching problems, 
and the “pure managerial problems,” 
which he calls political problems inas- 
much as the success of the executive 
depends to a large measure on his ability 
to please the top level as well as the 
subordinate levels of management. 

If executives were coldly objective and 
were not influenced by personal opinions 
and prejudices, the problems of handling 
people would be easily solved. But be- 
cause they are not, and because manage- 
ment has to be all things to all people, 
this book does an excellent job of out- 
lining some of the usable approaches. 


Pinpoints Gems of Truth 


Mr. Dyer has the capacity of pin- 
pointing gems of truth in his book, for 
example, he states that “there is a lot 
of competition in business; but it is best 
handled by making yourself better than 
the next man, not by trying to tear lim 
down.” If this suggestion could be ab- 
sorbed so thoroughly that it became the 
“word for the day,” the value in the 
book would be returned a hundred fold. 
It is suspected that the desire for compe- 
tition for “business” is about as luke- 
warm as the average executive’s desire 
for competition in the struggle for pro- 
motion. If it were so, less time would 
be spent by the executive in defending 
and protecting his “status” and more 
time would be spent in improving the 
status. 

Mr. Dyer is somewhat of a semanticist 
in that he cautions against “evaluating 
people.” More preferably and to the 
same objective, he suggests “setting 
targets” toward which employes strive— 
a good point. 

His orderly and concise outlines such 
as “Seven Rules for Handling Executive 
Appraisals” and “Ten Rules for Generat- 
ing Creativity and Productivity,” are 
excellent. Using the abilities of people 
and harnessing their drives is a chal- 
lenge to any executive. 

Many executives, otherwise competent, 
fail miserably in the handling of dis- 
ciplinary problems, not being able to 
unemotionally approach the discussion of 
issues. Mr. Dyer nicely wraps this up 
by his admonition, “Don’t make issues, 
solve problems.” 


Check-Lists of Executive Performance 


If the reader is curious as to how he 
rates as an executive, he can answer the 
check-lists of “good executive perform- 
ance,” and “bad executive performance,” 
and then he can think of ten good 
Teasons why his score wasn’t higher. If 
he reads the book, he will know where 
he failed to score. 

It is unfortunate that those who have 
the most interest in improving their 
ability to handle people are the ones 


who probably need “advice” the least 
The ones who need a review of their 
attitudes are those who are least likely 
to read a book like Mr. Dyers’. Or if 
they do read it, they may spend more 
effort in differing with his opinion than 
in analyzing his suggestions. So that all 
may know Pil this reviewer stands, 
let it be said that he agrees with Mr. 
Dyers’ ideas, admires his approach, has 
benefited by his analysis and_ highly 
recommends this book for the busy work- 
ing man’s library—i to be read. 





Michigan Bill Would 
Ease Liquor Liability 


Michigan Association of Insurance 
Agents favor a bill (S 1163) introduced 
in the state legislature by Sen. Clarence 
Graebner, a Saginaw agent and chairman 
of the senate insurance committee. The 
bill is aimed at alleviating a bad situa- 
tion in liquor liability coverage. 

The proposal would reduce from two 
years to one, the period for filing action 
against persons providing drinks which 
were alleged to have caused intoxication 
resulting in happenings creating liability. 

Also the present phraseology—liability 
if the drinks “caused or contributed to” 
the actionable situation—would be al- 
tered to declare liability only if the 
induced intoxication “directly caused” 
the incident. Damages also would be 
recoverable only by the husband or wife 
of a victim or by a parent or child but 
not by both relatives. 

Although the bill is not expected to 
be enacted before the May 1 expiration 
date of present liquor licenses, insurers 
and bonding companies will probably 
consider the anticipated restriction in the 
law, and be able to accept some hitherto 
rejected risks on this line. 


Nationwide Corp. Reports 
Increased Earnings for 1958 


Nationwide Corporation, an insurance 
stock holding company in Columbus, O., 
reports increased for 1958 and 
companies in 


earnings 
continued growth in the 
which it has invested, 
corporation 
f $915,846 
from dividends and security transactions. 
This was a 32% increase ‘over 1957. 

Three life insurance companies in 
which the corporation has major invest- 
ments—Nationwide Life, Northwestern 
National and Michigan Life — rez ached 
$3. 6 billion of insurance in force, a gain 
of 12.7% over the 1957 year-end figure. 

These three companies, along with 
National Casualty in which the corpora- 
tion owns a majority of stock, showed 
combined percentage gains in 1958 as 
follows: Assets of $515 million, up 9.5%; 
premium income of $98.6 million, up 
6.3%; capital and surplus of $48.8 million, 
up 12.2%. 

Management of Nationwide Corpora- 
tion reported that the number of Class 
A shareholders increased by February 
1 this year to 7,688—a 41% increase 
since the end of 1956. 


In its annual report, the 


showed net income last year « 
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says Broker Louis R. Kozberg (r) as he and Scott Russel of Prudential’s Jack White Agency (1) 
close the sale with chent Joseph Zackwin. 


“My Business Insurance client really became interested when 
‘Your Partner Can Be Your 
Downfall.’ It was invaluable in getting my sales points across. 

I got the facts I needed and Scott Russel of Prudential’s Brokerage 
Service helped me prepare a specific proposal for Business 
Insurance that ideally fitted the client’s situation. The rest was 
the client could make no other decision. I wish I 
had taken advantage of this service sooner. Best of all, 
there was no split commission.” 


I showed him Prudential’s sales aid, 


easy: 


Prudential’s Brokerage Services can help YOU increase your Life 
Insurance sales with expert advice, special training and 

selling aids of all kinds. For information about Prudential’s 
Brokerage Service and for your free copy of “Your Partner Can 
Be Your Downfall”—send in this coupon today. 


LIFE INSURANCE ANNUITIES 


SICKNESS AND ACCIDENT PROTECTION 


NAME 





TO: BROKERAGE SERVICE. 

THE PRUDENTIAL, NEWARK Il, N. J. 

[] Please send me a copy of “Your 
Partner Can Be Your Downfall.” 

[]/ would like to know more about 
Prudential’s Brokerage Services 
and how they can make Life 
Insurance sales easier for me. 





ADDRESS__ 





CITY & STATE 


THE PRUDENTIAL 


GROUP 


INSURANCE COMPANY OF AMERICA 


INSURANCE GROUP PENSIONS 














St Sata athe IT 


== THE EASTERN 
EL r er sarad “UNDERWRITER 


Page 38 April 24, 1959] 






















































































e 
AIU Window Display Features PRITCHARD AND BAIRD 
Culture and Commerce of Ireland REINSURANCE 
Consultants and Intermediaries 
care 
Fully prepared through long experience to serve Tri 
intelligently those Underwriters who demand the 
FOR 
best. 
Gua 
"WE ARE WHAT WE DO" ” 
enne Jo 
123 William Street, New York 38, N. Y. ait 
WOrth 4-1981 marl 
time 
ae ARNT icy, 
I trip Inc. St Annual Meetings of NBCU - 
nsuratrip in¢. Sry and 
nape : And ACSC Here May 12 fis 
(Continued from Page 35) : nee : es 
; : Annual meetings of the Association of Trav 
vice president, who conceived the idea Casualty and Surety Companies and the Ravi 
spent a couple of years conferring with National Bureau of Casualty Under- 5 ee 
underwriters, insurance agents, manage- writers will be held on May 12 at the = 
ment consultants, and eventually the Waldorf-Astoria Hotel, according to a The 
state Insurance Departments. joint announcement issued by J. Dewey piled 
He believes there is a demand for this Dorsett, general manager of ACSC, and _ 
te . ¢ Ae Se Pa) eee ser ot milli 
Shown inspecting a special exhibit of | four-window exhibit devoted to Ireland’s operation cana Pr gl 50 caging hcg a a ee Unit 
memorabilia of George Frederick Handel culture and commerce in the American ave : clientele. Insucatrip tac: has a ; Officers as well as members of the of a: 
are (left to right) E. A. G. Manton, International Building. staff of what it calls agency relations executive committee will be elected and me 
president, American International Un- The historical items in this exhibit, representatives. Most of these men have serie reports will be ogee vee: pape 
eae Ey | Sees ee : webemetennt ened nae wnitas taka been insurance agents and are therefore yuSINness meetings, starting at o'clock t 
derwriters; Alfred Wallenstein, noted covering the great Seempoeet s early life in a position to understand the require- for the burean and fi ile fee th latio: 
orchestral conductor; Hon. John M. and performances _ in Ireland, were ments of the independent agent in such association. The business meetings will prov 
Conway, Irish Consul General in New collected for New York City’s Handel an operation and also, of course, can be followed at noon by the joint annual arte 
York, and Kevin Durnin, general man- Festival by Mr. Durnin, with the co- choose the best agents for various fran- reception and luncheon, ee 
ager of the Irish Tourist Office in North operation of Trinity College Library, chise districts, The third annual meeting of the Nuc- To 
é ; . : Motorists easily recognize the points lear Energy Liability Insurance Asso- ae 
America Dublin, and Marsh’s Library, Dublin. Motorists easily recognize the pots EL om surgi 
: a ) : ie dh thew ea Gece to trip Clation (NELIA) will be held at 2:30 surs 
The disslay shown above is part of a [hey were presented to New York eee ne eee a p-m. in the West Foyer of ithe Waldorf- indi 
: — ; plac “Mayor Robert F. Wagner in behalf of imsurance from Insuratrip Inc. A sign, yoni Hotel. ; and 
the Irish people by the Hon. John M. een 4 ils th (tor aE" Can pam same 
. . ; neo Rees gue os ae é tells the motorist ou Can ‘ 
k ital Stock lit Conway, Irish Consul General. — as pumps i fs adult 
See Cap a i . Sp ; Phe association of Handel with Ire- Get I-T Here.” The trademark of the thorough approach to the task of insur- wife. 
For Fidelity & Deposit land was most noted by the fact that Company Is a Jarge block “I” (for In- ing the American motorist (of which cove! 
A proposal to split its capital stock the “Messiah” oratorio was given its sure) with a “T” crossed with a tele- there are 57 million) in this way. To annu 
on the basis of two shares for one sub- Wo0rld premiere at the Rotunda in Dublin. phone receiver. soe _ date, Mr. Shapiro says there have been terly 
ject to approval of stockholders at a [he same theater is used to stage plays Undoubtedly, Mr. Shapiro and his no losses. The policy covers accidental Ar 
special meeting called for May 20, year-round to the present day. colleagues appear to have made a_ death and dismemberment. 65-69 
recommended by the board of directors surg! 
of Fidelity & Deposit Co. of Maryland. $118. 
The board also indic: ated its present rate 
intention if the above split is approved of terly 
immediately thereafter declaring a stock D A Aday 
dividend of 1244%, or one share for each TY 
eight shares of the new stock. Also, if » <2 
earnings so justify, the board plans to . Mise 
place the new stock on a regular quar- IS HARD | O BEA : oh ? 
terly dividend basis of 50 cents a share anc ’ 
which will be equivalent to an annual nT h 
rate of $4.50 on the present stock. * * ° : 
Present authorized “ apital of the com Take National Casualty s modern portfolio of durir 
pany is yon car vegron of — policies and sales aids. That’s a hard-to-beat oath 
shares of § yar value each, of which ‘ . ° ° ° 
unaD sdiatis are quiehoidine- daxiine combination for effective selling. National’s shoul 
the pr&sent outstanding capital $4,000,000. modern sales philosophy goés hand in hand - 4 
If the stockholders approve the stock ith ° li Di bili I H ° ] ag 
split and after distribution of the stock wi its quality isability Income, ospita at 
div idend the capital will be incre ased to and Surgical coverages for the Individual, brow 
D4, UU, consisting of shares of ° ° < 
$5 par value each. The remaining 300,000 Family, Franchise or True Group case. owe 
shares will be held subject to future aoe 
action of the directors or stockholders. Guaranteed Renewable Policies Available! polic 
Under the proposed plan the par value oe aC 
of all shares of capital stock represented my “ely 
by certificates showing the par value 2 wot 
of each share to be $10 will be auto- arn 
matically reduced to a par value of $5 F Ma 
and each holder of such shares will Establish and build your own Direct Agency— It 
receive a new certificate for an equal . ° . ° 
number of $5 par shares and, in addition, highly attractive agency appointments in select ig 
S e e e e § 
- lRagery ae eee apa eg territories now available. Write today for full cover 
e ° e r 
eight sh res of the new $5 par stock particulars—Address: Accident & Health Div., pent 
owned on the record date to be fixed rs = " 
by che: beied: National Casualty Company, Detroit 26, Mich. ° 
WILLIAM J. CONSTABLE DIES plop 
William J. Constable, retired president WI 
of Excess Insurance Co. of America, fo | 
died last Sunday (April 19) at his home Dent: 
in Manchester, N. H. He was 69. Mr. basi 
Constable had also served in executive will 
capacities with Lumbermens Mutual restri 
Casualty in Boston and Philadelphia. He rider 





retired in 1951. 
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Travelers Ready With 
Senior Adult Policy 


FOR MEN, WOMEN OVER AGE 60 





Guaranteed Renewable During Insured’s 
Lifetime; May Be Issued for Hus- 
band, Wife and Children 





the growing number of com- 
panies entering the “ citizen” 
market The Travelers announces its life- 
time hospital and surgical expense pol- 
icy, designed for the Senior Adult. It is 
a guaranteed renewable contract for men 
and women age 60 and over. 

In introducing this new contract to 
field forces, Vice President 
Raymond C. Dimon explained that this 
is “another concrete demonstration of 
The Travelers’ determination to provide 
insurance protection wherever it iS 
needed.” Pointing out that at least 22 
million of the 175 million people in the 
United States today are over 60 years 
of age, Mr. Dimon stressed: __ 

“The social necessity of hospital-sur- 
gical insurance for senior adults and the 
importance of maintaining favorable re- 
lations with the public dictate that we 
provide benefits of sound economic value 
at reasonable cost.” : 

Following are examples of benefits 
and premiums under some of the plans: 
To Age 64—$5 daily hospital with $200 
surgical. Annual premium is $51.37 for 
individual adult and $92.55 for husband 
and wife. Quarterly premium for the 
same coverage is $13.36 for the individual 
adult and $24.07 for the husband and 
wife. For each child (15 days to 18 years) 
covered under the above schedule the 
annual premium is $15.82 and the quar- 
terly premium, $4.12. 

Another sample of the rates: Ages 
05-69 for $15 daily hospital and $300 
surgical the individual annual rate is 
$118.67 ($30.86 quarterly) and the couple 
rate $226.57 annually and $58.92 quar- 
terly, 

Adaptable for Both Individual, sean 


The new policy, known as GR (2), 

a family coverage form that is tiie 
adaptable for an individual. If husband 
and wife are to be covered, only one 
needs to have attained the age of 00. 

The policy is guaranteed renewable 
during the insured’s lifetime, or if hus- 
band and wife are covered, during life- 
time of the survivor. If the insured 
should die while the policy is in force, 
the spouse of the insured (if a covered 
family member) automatically becomes 
the insured. 

A feature of The Travelers’ GR (2) 
program is that the children of the in- 
sured or spouse who are over 14 days 
and under 19 years of age may also be 
included for coverage in the GR (2) 
policy. However, a _ child’s coverage 
ceases on the anniversary of the policy 
date next following his 19th birthday or 
marriage, whichever is earlier. 


Joining 
senior 


Travelers’ 


May Change Rates on Class Basis 


It is noted that premiums are level 
after policy issuance, and for adults, vary 
by age bracket at the effective date of 
coverage. The company also reserves the 
tight to change its table of premium 
rates in the future on a class basis but 
not on a selective individual basis. “Any 
new table that may of necessity be de- 
veloped will apply nondiscriminately,” it 
Is pointed out. 

While the coverage is continued in 
force change in a person’s physical or 
mental condition will not constitute a 
basis for change in classification nor 
will The Travelers have the right to 
restrict coverage already in force by 
rider. 


H. E. W. Dept. Issues 
Over-65 Ins. Report 


TO WAY & MEANS COMMITTEE 





Makes No Recommendations Pro, Con 
Federalization; Forand Calls 
For Early Hearings 





The Department of Health Education 
and Welfare, in a report to the House 
Ways and Means Committee agrees that 
there is a serious problem in providing 
hospital and medical care insurance for 
the aged, but that there is also a variety 
of opinion as to the best method. The 


H. E. W. report does not draw any 
conclusions or make recommendations, 


but confines itself to presenting argu- 
ments made for and against federaliza- 
tion, Secretary Arthur S, Flemming 
pointed out. 

The report also presents statistical 
information on the characteristics of the 
aged population, current levels of use 
of hospitals and expenditures for medical 
care, and present methods of financing 
hospital care for the aged. 

In addition, the report discusses esti- 
mates of the costs and the administrative 
implications of providing hospital and 
nursing home care insurance under the 
OASDI system, and examines several 
alternative methods of helping the aged 
meet these costs. 

The basic question, the report stated, 
is: “Should the Federal Government at 
this time undertake a new program to 
help pay the costs of hospital or medical 
care for the aged, or should it wait and 
see how effectively private health insur- 
ance can be expanded to provide the 
needed protection for older persons?” 

Among the reasons advanced for adop- 
tion of a “wait-and-see” position are: 

1. Rapid growth of privé ite health in- 
surance coverage which, if continued at 
its present pace, should see about 56% 
of the aged population covered by hospi- 
talization in 1965 and 68% in 1970 and, 
‘Sf the same increase in coverage of 
OASDI beneficiaries that was recorded 
between 1951 and 1957 continues, about 
70% of the aged beneficiary group will 
have some form of health insurance by 
1965.” 

2. A “compulsory program to provide 
(Continued on Page 41) 


WM. J. HILL AGENCY OPENED 


Fifth Ave. Office Services Brokers’ A. & 
H. Needs; Elected to LPRT, and 
N.Y. Chapter Secretary 





The year 1959 is proving eventful 
for William J. Hill. It has seen already 
his election as secretary of the recently 


formed New York Chapter of the Inter- 
national Association of A. 


& H. Under- 





WILLIAM J. HILL 


writers; his election to the Leading 
Producers Round Table; and the estab- 
lishment of his own business at 507 Fifth 
Avenue, New York, and a_ suburban 
branch at Little Neck, L. I. 

Mr. Hill, an energetic and capable A. 
& H. man, has achieved greatly in kis 
young A, & H. career. F ollowing gradua- 
tion in 1953 from St. Peters College, 
Jersey City, he entered the U. S. Marine 
Corps, where he was a control tower 
operator. Following separation from 
service in August 1957 he joined Conti- 
nental Casualty and took a complete 
course of A. & H. training covering 
underwriting, claims adjusting, sales, and 
the many facets of this fast-growing 
line. 

Within six months of his appointment 
by Continental Casualty he was named 
“No. 1 Producer” and shortly thereafter 
went to the general agency of Triangle 
Underwriters, 161 William Street, as 
A. manager. 

While with that firm he had a large 
part in the handling of seminars for 


(Continued on Page 41) 








us at once for sales literature. 


individual basis. 











ARE YOU GETTING YOUR SHARE? 


The demand for Guaranteed Renewable Disability and 
Hospital Expense protection is growing! We have been selling 
these popular coverages since our company, National Casualty 
of Detroit, entered this market. Our rates are competitive! 


Are you getting your share of commission in providing 
your customers with Guaranteed Renewable plans? If not, see 


Remember that the policy continues in force-until age 65 
without change in coverage, even though the insured may suffer 
change in health. Right to adjust premium rate on a particular 
category or class is reserved by the company, but not on an 


Write or Phone for More Details 


JAMES R. GARRETT, 


Manager, Eastern A. & H. Department 
NATIONAL CASUALTY COMPANY 
The Friendly, Service-with-a-Smile Brokers’ Office 
45 JOHN STREET 


REctor 2-4567 


INC. 


NEW YORK 38, N. Y. 





BROKERAGE SUPERVISOR 


To operate in the metropolitan area 
and New Jersey out of a well established 
Agency writing Life, A. & A. and Group 
for a first line, aggressive company. An 
excellent opportunity to develop your 
own unit and be paid for it. All replies 
held in strict confidence. 

Write to Box 2694, The Eastern Under- 
writer, 93 Nassau Street, New York 38. 


























Final Program For 
HIAA Annual Meeting 


MAY 4 - 6 IN PHILADELPHIA 





Pa. Commissioner Smith, Sen, Barry 
Goldwater, Travis Wallace, H. Clay 
Johnson, Williams, Hanna on Program 





A variety of topics, including Federal 
and state legislative developments, medi- 
cal and hospital relations, the U. S. 
economy, and public attitudes, will be 
discussed at the annual meeting of the 
Heauth Insurance Association of Amer- 
ica, being held next week at Philadel- 
phia’s Bellevue-Stratford Hotel. 

The completed program for the big 
meeting was announced this week by 
HIAA’s public relations arm, the Health 
Insurance Institute. 

The gathering of top executives of the 
HIAA’s 274 member companies in the 
U. S. and Canada will get under way 
the morning of Monday, May 4, with 
a general session presided over by HIAA 
President Travis T. Wallace, president, 
Great American Reserve, Dallas. The 
meeting will adjourn May 6 after the 
annual luncheon which will be featured 
by an address by Sen. Barry Goldwater 
(R.) of Arizona and the installation of 
the HIAA’s new officers. 

At the first general session, the invo- 
cation and the playing of the United 
States and Canadian anthems will be 
followed by a welcoming speech from 
Francis R. Smith, Pennsylvania’s Com- 
missioner of Insurance, and an address 
by Mr, Wallace. 

The morning program will conclude 
with a panel discussion, “The Impact Of 
Government On Health Insurance.” The 
panel, moderated by John A. Henry, 
vice president and general counsel, Con- 
tinental Casualty, will have as members: 
Milton A. Ellis, third vice president, 
Metropolitan Life; Joseph F. Murphy, 
secretary and counsel, America Fore, and 
chairman of the HIAA’s legislative com- 
mittee; V. J. Skutt, president, Mutual 
of Omaha ,and vice president of the 
HIAA; John P, Hanna, HIAA’s general 
counsel; and Paul Hawkins, counsel for 
the HIAA. 

After a buffet luncheon, another gen- 
eral session will be held, again with 
Mr. Wallace presiding. Prof. Charles 
B. McCaffrey, of Pennsylvania Univer- 
sity’s Wharton School of Business and 
Finance, will speak on “The Place Of 
Disability Insurance In A Personal In- 
surance Program.” An executive session 
will follow, at which new members will 
be introduced, committee reports heard, 
and the election of officers and directors 
will be held. Then members of the HIAA 
staff will take part in a panel discussion, 
“Staff Looks At The Problems,” moder- 
ated by HIAA General Manager Robert 
R. Neal. 

Mr. Skutt will preside over the gen- 
eral session which is scheduled for Tues- 
day, May 5. At this session Dr. Anthony 


| ee? Rourke, a hospital consultant, will 
discuss “Hospital Accreditation — The 
Significance To Health Insurance,” and 
Dr. Leonard Larson, chairman of the 


board of Trustees of the American Medi- 
cal Association, will make an address 
entitled, “For The People.” 

The final panel discussion, “Health 
Insurance Council — State Committee 
Chairmen,” will end the morning pro- 
gram. Ardell T. Everett, second vice 
president, The Prudential, and chairman 
of the HIC’s New Jersey state com- 
mittee, will moderate this panel. Other 

(Continued on Page 42) 
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LIAMA Acc 


31 Million Income 
Protection Prospects 


SAYLER 





SEEN BY JOHN W. 
BMA Sales Vice President Emphasizes 
Training; Recommends a Life- 


A. & H. Package Policy. 


Chicago, April 21 Three questions 
were posed and answered by the open- 


ing speaker on the LIAMA program 
here this afternoon. John W. Sayler, 
CLU, vice president in charge of sales 
for Business Men’s Assurance, asked 
the audience of A, & S. agency officers: 
“Do we offer disability income and 





JOHN W. SAYLER 


if so, do we offer. it from conviction or 
as a convenience: 

“T happen to illeve disability income 
protection is as important as life insur- 
ance, because both serve he same pur- 
pose ... the continuance of income 
We sell life insurance,’ Mr. Sayler 
said, “because thinking men realize, with 
the aid of our effective sales organiza- 
tions, that if they die too soon, their 
families need a guaranteed income in 
order to keep on living. They also real- 
ize that if they live too long, they need 
a guaranteed income for retirement. 

“A disabled person, unable to earn 
income, is economically dead. Neverthe- 
the eternal problem of life goes 
on,” the speaker pointed out. 

Mr. Sayler’s second question: “How 
large is the market?” He said that 
more and more employers are continuing 


Sait 
less, 


their employes’ salaries for a limited 
period and therefore about “one half 
of the total human life value can be 
taken care of through the limited dis- 
ability benefit plans offered by em- 
ployers, savings, relatives or charity. 
Even so, “there still remains unpro- 
tected a total life value of more than 


$4 trillion and an average individual 
value of more than $65 thousand which 
needs to be adequately protected when 
his turn to be disabled comes along. 
We can provide protection for the em- 


ployes to begin when their salary con- 
tinuation plans terminate. Here we have 
a vast market, and now is the time to 
take care of it.” 
Quotes Market Figures 
The speaker said that income lost 


through disability last year totalled more 


than $15 billion. He quoted the Health 
Insurance Council’s figure of 32 million 
employed people owning some form of 
disability income receiving only $850 
million in benefits last year. 

“To see our market we need only to 


look,” Mr. Sayler told his audience. “We 
find a market of almost 63 million people 
employed, with only 32 million owning 
some form of disability income. This 
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[AAHU Pres. Gail L- Shoup Describes 


Office, Field Training at His Agency 


Chicago, April 21—Gail L. Shoup of 
Grand Rapids, general agent for Lincoln 
National Life, described his agency’s 
office and field training program for the 
sale of A. & H., in a talk before the 
LIAMA Accident and Sickness meeting 
here this morning. Mr. Shoup is presi- 
dent of the International Association of 
A. & H, Underwriters. 

Mr. Shoup’s talk covered early office 
training, teaching the new agent a defi- 
nite sales talk for loss-of-time insurance; 
also a sales talk for medical reimburse- 
ment, primarily stressing hospital and 
surgical costs which, he teels, is most 
important in these times ot health care 
cost problems. ni 

fhe intensified office training 
two weeks, prior to field training. The 
early field training is on a joint basis 
with the supervisor, Mr. Shoup told the 
agency officials. He then outlined the 
phases to be taught in the first three 
months, both in the office and field. 
they are: Prospecting, qualitying the 
the prospect; establishing the need; 
offering the solution; the use of pro- 
posal torms as an aid to the salesman 
as well as the buyer, and the closing. 

“Great emphasis should be placed on 
delivery of the policy, making sure that 
the purchaser is thoroughly familiar with 


takes 


all of the limitations and restrictions of 
his coverage,” the speaker said. 
“Upon delivery, further emphasis 1s 


placed upon selling the policyholder on 
the importance of continued utilization 
of the salesman’s ability to give him 
service and advice on claims as well as 
the purchase otf all additional new insur- 
ance, 

Testimonial letters and endless chain 
prospecting should be taught, and used 
effectively as a means of guaranteeing 


the new salesman’s success, he advised. 
Mr, Shoup continued: 
“The new salesman will be taught 


both in the office and in the field the 
importance ot soliciting coverages for 
all members of the family and not only 
for loss-ot-time coverage and medical 
reimbursement coverages but all lines of 
life insurance. 


Home Office Correspondence Lessons 


“Within 90 days after a new man is 
put under contract it is our plan,” Mr. 
ihe said, “to assist him in complet- 
ing the home office’s 20 correspondence 
course lessons, making sure that he is 
thoroughly familiar with the subject 
matter and has at least a partial knowl- 
edge of how to utilize this information 
in the sale of insurance. In this first 
9) days it will be obvious and proven 
that the new salesman will be able to 
operate effectively in all areas from pros- 
pecting to delivery of completed sales. 

“After the salesman has demonstrated 
his ability to sell at least a limited num- 
ber of coverages we begin to teach him 
how to sell other plans including major 
medical and key-man loss-of-time cover- 
age. 
“We encourage our new men to enroll 
DITC courses or LUTC accident and 


sickness courses as soon as they are 
available and the salesman has prog- 
ressed sufficiently to be able to glean 


helpful points from taking these classes. 

“We find it highly important that 
the salesman understands the coverages, 
policies, and use of proposal forms, but 





Further LIAMA Talks 


| Further reports of talks at the 
| LIAMA accident & sickness insurance 
| meeting in Chicago will be published 
| in next week’s issue. 








LL. SHOUP 


GAIL 


find that it works much better when we 
take one policy that will cover oné gen- 
eral set of needs and have the salesman 
concentrate on the sale of this plan until 
he is fully conversant with it.’ 


Schools on New Policies 
The speaker described further train- 
ing at Gail L. Shoup & Associates 
“Schools are conducted at regular inter- 
vals when new policies and new cover- 


ages are taught the salesmen and, of 
course, they learn how to prospect ‘and 
quality prospects for the new policies 


COVET Ages. 

“We endeavor not to let the new sales- 
man switch to new plans and ideas until 
he has demonstrated his ability to effec- 
tively sell the plan that he is being 
taught and trained for at the time. 

“We also try to coordinate field activ- 
ity and office training. It is our convic- 
tion that it is important to demonstrate 


and put into practice in the field the 
ideas being taught in the office. 
“The prospecting methods, the plan- 


ning, and the office procedures including 


the art of salesmanship apply equally 
in the sale of life insurance as well as 
in the sale of accident and sickness 
insurance. 


“We attempt to train every man to 
sell both life and accident and sickness 
insurance but with the firm conviction 
that the majority of the salesmen will 
substantially increase their earnings in 
the sale of both lines compared to spend- 
ing their entire time and effort on either 
life or accident and sickness, 

“We teach the salesmen how to pros- 
pect for Group insurance while selling 
individual accident and health as well 
as life insurance.” 

Finally, Mr. Shoup listed the points in 
the agents’ agreement with his firm. 
This agreement, notably emphasizes the 


importance of study of the business 
through LUTC, DITC and company 
courses; also, membership in trade 


& H. associations 


groups such as A. 


and NALU. 


Dr. S. S. Huebner III 


Owing to illness, Dr. Solomon S. 
Huebner, president emeritus of the 
American College of Life Underwriters, 
was unable to deliver his address at the 
LIAMA meeting in Chicago. Dr. Hueb- 
ner was scheduled to discuss “A. & S. 
Insurance—True Life Insurance” at the 
Wednesday morning session. 





Five Points Favoring 
Business Income Cover 


SEEN BY DANIEL S. BLACKMAN 

Chain Reaction With Daytime 

Prudential Integrates Life, 
& A. Training 


Cites 
Sales; 





21—Daniel S. Black- 


director of 


April 
who is assistant 
agencies for The Prudential, 
LIAMA meeting this 
that a advantage of 
business income that for 
salesman it is considered a rewarding 
out that 


Chicago, 
man, III, 
Ordinary 
told the 
afternoon 


here 

strong 
protection is 
the 
daytime 
the average 


activity. He pointed 
field underwriter keeps busy 
but some- 
busy during 
all of the 
busi- 


evening appointments 
has trouble 
and that practically 
protection for 


with 
times keeping 
the day, 
company’s income 
ness purposes is written in the daytime. 

“Over the past few years,” he said, 
“income protection has been recognized 
as an increasingly important part of the 
over-all business insurance sale. If agents 
are not including this type of coverage 
in their presentations they are not, in 
reality, performing the complete func- 
tion of the field underwriter.’ 

Mr. Blackman pointed out that an 
agent develops a deep sense of satis- 
faction and pride when he knows that 
he is a qualified all-round field under- 
writer, capable of providing service to 
his clients in all areas of the business 
insurance field. “A study of income pro- 
tection insurance and its application in 
this field is a long step in this direction,” 
the speaker said. 

One of the pitfalls of business income 
insurance selling, Mr. Blackman pointed 
out is that “too often the field under- 
writer, inexperienced in this field, over- 
emphasizes all of the technicalities.” 
This was usually done to show off the 
newly acquired knowledge, he said. 


Show the Need, Spare the Technicalities 


“In selling business income protection, 
like selling personal income protection, 
we must uncover the needs of the pros- 
pect and then direct our selling toward 
showing how we can satisfy these needs. 
We need the technical knowledge but we 
should use it only when it is necessary 

. not use knowledge just for its own 
sake.” 

Mr. Blackman described The Pruden- 
tial’s training program in business insur- 
ance when it began about five years ago 
He pointed out difficulties involved when 
you train only for life insurance selling 
and then try to change the agents’ orien- 
tation to include accident and sickness. 
He said that the training program at 
The Prudential now integrates sickness 
and accident with life throughout the 
various courses. 

The company’s business insurance 
course was completely revised last year, 
according to the speaker. “Wherever 
possible,” he said, “the material in the 
course is designed so that it is adaptable 
for either life or sickness and accident 
sales by merely changing a few words 
We have also provided an entire chi upter 
devoted exclusively to a discussion of 
business sickness and accident insur- 
ance.” The speaker said that the course 
gives a complete story of business insur- 
ance ... both technical background in- 
formation and sales “know how.” The 
course covers business, economic, social, 
legal and tax backgrounds. 

Because The Prudential recognizes 
that nothing can supplant actual field 
experience the training administered 
through the medium of this business 
income course is coordinated with actual 
joint field work. 

Using the “key employe market” as 
one particular field in which an agent 
can best get his “baptism of fire” in 
business income protection, Mr. Black- 
man showed these procedures his com- 


(Continued on Page 41) 
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Labor Gets More Posts 
On N. Y. Blue Cross Board 


Labor union representation on the 
board of directors of New York Blue 
Cross has been increased. Charles Gar- 
side, board chairman and _ president, 
Associated Hospital Service of New 
York, announced this week the following 
four new directors: 

George bugbee, president, Health In- 
formation Foundation; Thomas Carey, 
business manager of District No. 15, 
International Association of Machinists, 
AFL-CIO; Louis Hollander, a vice presi- 
dent of the Amalgamated Clothing 
Workers of America and manager of the 
New York Joint Board, and Charles Si 
Zimmerman, a vice president of the In- 
ternational Ladies Garment Workers 
Union and general manager of its Dress- 
makers Joint Council. 

The election of the three labor repre- 
sentatives has been interpreted as an 
answer to strong labor union pressure 
for greater representation on the board. 
This labor effort was obvious at the Blue 
Cross hearings before the New York 
lnsurance Department in 1957-58, during 
the tenure of Superintendent Leffert 
tlolz, 


Rubenstein First N. J. 
Agent for Citizens Life 


Citizens Agency, Inc., a unit of Harvey 


R. Rubenstein & Co., Newark, is the 
first New Jersey general agency ap- 
pointee of Citizens Life of New York, 


it was just announced by Jack Hyman, 
president of Citizens Life. 

The Harvey R. Rubenstein organiza- 
tion has been engaged in all branches 
of insurance except life ior the past 12 
years. With the addition of the Citizens 
Life, whose comprehensive portfolio is 
advertised “If It’s Life Insurance, We 
Have It,” Citizens Agency, Inc. says Mr. 
Rubenstein, now can provide complete 
insurance for every need — personal, 
property, and business. 





Daniel Blackman’s Talk 


(Continued from Page 40) 
pany uses for prospecting, pre-approach 
and selling in this market. 
Provides Chain Reaction of Sales 


Mr. Blackman commented on why he 
feels training in the field of business 
income is so important. The first advan- 
tage he pointed out is the “vast market 
which has been largely untouched.” Sec- 
ondly, “business sickness and accident 
insurance sales set off a chain reaction 
of sales.” 

A third advautage for training in the 
field of business income is that “a single 
interview will often result in the closing 
of several cases with a single check pay- 
ing the premium on the entire prograin. 
Four, these cases will normally create 
rather large premiums... therefore 
mean larger earnings for agents. 

“Five, there are certain tax advantages 
in many cases which provide a powerful 
motivating force for the owner to buy, 
plus the fact that he is usually spending 
business funds which sometimes are 
much easier for him to spend psycho- 
logically than his own personal funds. 

“It would seem,” Mr. Blackman ob- 
served, “that every field underwriter at- 
tempting to render professional service 
to his clients in the business insurance 
field must of necessity include income 
protection in his over-all recommenda- 
tions, and it would also seem our respon- 
sibility to see that this underwriter is 
properly trained to do an adequate job 
in this area. 

i. : , . 

In the involved business world of 
today the continued prosperity of a busi- 
ness depends on the knowledge, skill, and 
experience of its top executives. It is 
obvious that when the owner, partner, 
or key employe of a business is unex- 
Pectedly stricken by a serious accident 
or illness, a staggering blow has been 
struck at the very heart of the business 


H. E. W. Over-65 Report 


(Continued from Page 39) 
insurance against the cost of hospital 
care for OASDI beneficiaries or other 
aged persons would in large part under- 
cut voluntary efforts to meet this parti- 
cular need. Some older persons would 
purchase insurance to cover the cost 
of types of service not covered by the 
Government program, 

“But there would be little opportunity 
left for private insurance against the 
cost of those hospital services that were 
paid for by the Government program. 
A decision to initiate a compulsory in- 
surance program would be virtually ir- 
reversible.” 

Predict Pressures for Extension 

3. Pressures would “develop for ex- 
tending a hospital benefits program to 
include other components of the medical 
care bill. The eventual cost burden 
that might “result if an initial program 
of hospital benefits were expanded to 
include other types of service could be 
at least two or three times as large as 
the cost for hospital benefits alone.” 

4. The eventual costs of hospital bene- 
fits alone may be much greater than 
anticipated. 

The report estimates that a general 
hospital service benefit of up to 60 days 
a year for all OASDI eligibles, as called 
for in proposed legislation to put such 
a program into effect, would involve 
costs of about 0.5% of taxable pay rolls 
in the first five or ten years, more in 
later years. 

5. Pressures also would develop “for 
onendian insurance against the cost of 
hospital and other medical care to the 
working population and their depen- 
dents,” thereby paving the way for “much 
more far-reaching Government action.” 
Arguments in Favor of Federalization 

Among points made favoring the im- 
plimentation of a Government program 
immediately were these: 

Failure to do_so now 


would “merely 


postpone an effective solution to the 
problem” which they consider is the 
difficulty private insurance has because 


“its efforts to extend hospital insurance 
protection to the aged is that they are 
high-risk, high-cost group. .. . If ac- 
cepted as a social cost it should be shared 
by the entire community.” Their argu- 


ment is that the Government is in a 
better position to distribute the cost 
burden “broadly and equitably.” 

Also, the Government plan could 


“provide more extensive and more ade- 
quate protection” than private insurance. 

With more than 70% of all persons 
over 65 now eligible for OASDI benefits, 
and with expectation that the figure 
will reach 90%, the argument continues, 
OASDI mechanism provides a ready and 
equitable method of spreading the cost 
of medical care for the aged over the 
entire working population.” 

They further consider that a “small 
increase” in the present Social Security 
taxes would provide immediate protection 
for those now eligible for benefits, and 
persons now at work would become 
eligible when they reach retirement age. 

Finally, proponents of Federalization 
believe that cost of hospital coverage 
would be “relatively low” because of the 
size of the group; “the compulsory cov- 
erage resulting in lack of adverse selec- 
tion and the fact that the collection of 
contributions and identification of eligi- 
bles could utilize existing tax reports 
and wage records.” 

Leading light on the road to Federali- 
zation, Rhode Island Democratic Rep. 
Aime J. Forand was quoted as saying 
that he would continue to press _ his 
legislative proposals. His interpretation 
of the H. E. W. report: “Tt confirms 
the need for Federal action to help 
meet the health problems of the aged.” 
He seeks prompt hearings on his bill 
before the House Ways and Means Com- 
mittee. 





enterprise itself. Every business faces 
this most serious problem whether it be 
large or small, and the only sound and 
practical solution is the inclusion of in- 
come protection coverage in every busi- 
ness insurance program.’ 


Hill Agency Opened 


(Continued _ Page 39) 
brokers and ran the “A. & H. Producer,” 
a publication for bled. 

He recently formed his own agency 
and told The Eastern Underwriter this 
week that he is now engaged in “solicit- 
ing substantial A. & H. accounts from 
brokers.” His firm will act as a clearing 
house for brokers, providing complete, 
specialized accident & health insurance 
service. 

Mr. Hill will attend the TA, \HU annual 
convention at French Lick, Ind., in June 
at which time he will be elected to 
LPRT, the A. & H. producers’ top honor 


NO. AMERICAN ACCIDENT G. A. 


Melvin Kaylor, Spokane, Wash., has 
been appointed general agent for life 
and accident and health insurance by 
the North American Accident, Chicago. 
Mr. Kaylor, 41, is currently president of 
the Spokane Life Underwriters Associa- 
tion, 


group. Meantime in New York, Mr. Hill 
will be a prime mover in the re- -activated 





A, & H. Association which already is 
aiming to get the TAAHU Convention 
to the metropolis by 1961. The New 
York Association’s bulletin “Step For- 


ward” 


Hill. 


is edited and produced by William 





1892 





ages. 





GROUP 
or 


INDIVIDUAL 


Group your prospects by age, name and oc- 
cupation. Then let us offer you a "fit the need" 
program of A & H, hospitalization, Major Med- 


ical, Cancellable or Non-Cancellable insurance. 


An increasing number of insurance brokers 
are finding it profitable to place their 'A. & H.' 
risks with us. Why not you? Phone or write for 


details on these and our broad "After 65" cover- 


WL. Perrin & Son 


General Agents and Underwriters 


FIRE - BONDS - CASUALTY - 
75 MAIDEN LANE, NEW YORK 38 
HAnover 2-4044 


Member of New York City Insurance Agents Association Inc. 
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Union Mutual’s Non-Can. 
Prems. Pass $3 Million 


Union Mutual Life non-cancellable 
sickness and accident premiums in force 
recently passed the three-million-dollar 
This event is an important mile- 


which has been 


mark. 
stone for Union Mutual, 
in the Accident & Health business since 
1940 and writing non-can, since 1945. 

Public interest and awareness of the 
importance of personal sickness and 
accident protection continues to grow, as 
evidenced by the fact that over the 
past decade Union Mutual’s non-can. 
premiums in force have increased 739% 

Union Mutual now ranks eighth among 
companies which write non- 
company is naturally proud 
position in the non-can 
field, and particularly so of the quality 
business attracted by its non-can, con- 
tracts, which are recognized in the indus 
try for their excellence. 


those life 
can. The 
ot its eminent 





Iowa Assn. Convention Held 

Rollie Slotten was elected president 
of the lowa Association of A. & H 
Underwriters at its annual convention 
heid in Des Moines. DeWayne Ehlert 
was named secretary-treasurer. 

Speaking at the convention were Bruc« 
Gifford, managing director of the Inter- 
national Associ ition; E. E. Ballard, pres- 
ident of All-American Life & Casu: alty ; 
and W. Clement Stone, president oi 
Combined Group. 


New Over-65 Plan July 1 


Wisconsin Physicians Service inaugu- 
rates an Over-65 surgical, medical, hospi- 
tal and nursing home care plan July 1, 
written under the Blue Shield, it is re- 
ported from Madison. 

Known as the “Century 
premium is set at $9 per month per 
person. Hospital and nursing benefits 
will be provided for up to 60 days ot 
confinement, according to the plan. 

The medical society estimated there 
were about 330,000 persons over 65 in the 
state. 


Plan,” the 


HIAA Annual Meeting 


(Continued from Page 39) 


speakers will be: Arnold S. 
vice president, Metropolitan Life, and 
chairman of the California state com- 
mittee; Charles D. Scott, executive vice 
president, Great American Reserve, a 
member of HIC’s hospital relations com- 
mittee; and Louis A. Orsini, the HIAA’s 
assistant director of information and re- 
who is also a Council vice chair- 


Brown, third 


search, 
man. 


Will Hear Report on HII 


The general session the afternoon of 
May 5, devoted to a report on the 
Health Insurance Institute, will be pre- 
sided over by H. Clay Johnson, execu- 
tive vice president, Royal-Globe Insur- 
ance Group, and chairman of the HIAA’s 


public relations committee. Mr. John- 
son will discuss his committee’s work, 
followed by an address entitled “What 
Interests People?” by John W. Hazard, 


senior editor of “Changing Times,” the 
Kiplinger magazine. 

James R. Williams, vice president of 
the Health Insurance Institute, will re- 
port on the HII’s public relations pro- 
gram. Dr. Herold Hunt, Eliot Professor 


of Education at  Harvard’s Graduate 
School of Education, will conclude the 
HII program with an address, “Public 


” 


-Its Rel: itionship to Business. 

The general session of the morning 
of May 6, at which Mr. Wallace will 
preside, will open with a talk on “New 
Developments In Canadian Health In- 
surance” by W. Douglas Bell, formerly 
vice president and general manager for 
Canada, Paul Revere Life, Worcester, 
Mass., who has been named managing 
director of a new health insurance asso- 
ciation being formed in Canada. Colorado 
Insurance Commissioner Sam N. Beery, 
vice president of the National Associa- 
tion of Insurance Commissioners, will 
discuss “Where Do We Go From Here 2” 
Karl R. Bopp, president of the Federal 
Reserve Bank of Philadelphia, will speak 
on “The Role Of Monetary Policy In A 
Growing Economy.” 

The annual luncheon will follow, lead- 
ing to the adjournment of the three-day 
meeting. 


Education- 


30 Million Prospects 


(Continued from Page 40) 

there are more than 30 million 
prime prospects for new coverage and 
32 million policyowners who, in all 
likelihood, need additional coverage.” 

Mr. Sayler urged A. & S. men to 
look for ways to offer better and modern 
service to all the people. “This,” he 
said, “will be the best possible answer 
to those who propose that health insur- 
ance should be provided by the govern- 
ment. Each of us here can substantially 
contribute to the expansion and accep- 
tance of voluntary health insurance. We 
can do it by selling! 

“To get a positive result, we must take 
a positive approach with the conviction 
that the service we are selling is a vital 
service. This is a time for action 
not reaction. Let’s not merely react to 
the threat of government intervention 
... let’s take care of the needs of our 
people,” Mr, Sayler urged. 

“IT believe this is a time for selling... 
and for those of us engaged solely in 
the sales end of the business, not a time 
for being afraid of benevolent bureau- 
crats. Above all, let’s not fear each 
other. Our cause is a common one and 
a good one. And the time is here when 
we must concentrate on the uninsured 
and the underinsured, and not just 
merely the transfer of business from one 
carrier to another. One need not be a 
paenhit to see continued attempts of 
government intervention in the disabil- 
ity income field. And so we need to 
concentrate on these 30 million prospects 
for new sales and 32 million prospects 
for additional sales.” 

Question number three offered by Mr 
Sayler: “How should we do the job 
ahead?” He suggested that “perhaps 
we don’t sell more disability income be- 
cause salesmen aren't sold on the serv- 
ice it offers. Perhaps it would be a good 
idea for all of us to find out just how 
much disability protection our salesmen 
own for if he hasn’t been able to sell 
himself, it’s unlikely that he can sell 
anyone. 

Favors Package Life & Income 
Protection 

“Once our salesmen are sold and 
do own adequate disability coverage they 
will do a better job of convincing pros- 


means 
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New Executive Offices of Inter-Ocean Insurance Company 


History has a way of accruing Time. Just as the past honored their generation, 
the present pay tribute to those who are contributing to the high standards of 
public service within the insurance business. Inter-Ocean Insurance Company is 
prideful of its own personnel who have given so unselfishly to the continuing 
progress of the insurance business. 

Representatives who write Inter-Ocean’s modern line of competitive Life, 
Hospital, Medical and Surgical, and Income Protection Policies know they 
represent a sound, respected and expanding organization. 








INTER-OCEAN 


PERSONAL PROTECTION SINCE 1903 » COMMERCIAL » WEEKLY PREMIUM « ORDINARY « GROUP 


INSURANCE COMPANY 


CINCINNATI 2, OHIO 


Big Week for Minnesota 
Assn. Holding Congress 


Governor Orville L. Freeman of Minne- 
sota proclaimed April 19-25 “Accident 
& Health Protection Week.” A big sales 
congress will be held today (April 24) 
in St. Pau. 

Among top speakers on the program 
are Gail L. Shoup, president of IAAHW 
who spoke earlier this week at the 
LIAMA accident and sickness insurance 
meeting in Chicago; W. Harold Petersen, 
superintendent of agencies, American 


United Life, and director of DITC; 
Scotty Crozier, director of sales, Mutual 
of Omaha; and Rollie M. Slotten, vice 


president and agency director of Time 
Insurance Co. who is president of the 
lowa A, & H. Association. 

William O. Peterson, Pioneer 
Life, president of the Minnesota Asso- 
ciation received the proclamation from 
Gov. Freeman. Also attending the cere- 
mony were Carl A. Ernst, North Amer. 
can — & Casualty, 1958 joint recipient 
of the “A. & H. Man of the Year” award 
along eh HIAA President Travis T. 
Wallace, president, Great American Re- 
serve, Dallas; Leslie V. Randall, New 
York Life; and John Symantz, Inter- 
State Assurance Co. 


Mutual 





pects of the need for this protection,” 
the speaker pointed out. “But they do 
need help. lf we are agreed that dis- 
ability protection and life insurance come 
within the common framework of in- 
come continuance, then doesn’t it logi- 
cally follow they should be presented 
to the prospective buyer within a com- 
mon framework .. . one sales presenta- 
tion, one policy package, a single appli- 
cation blank, one premium notice or pre- 
authorized check, etc.? I believe it 
does.” 

Mr. Sayler pointed to his company 
an example of one which does so a 
life and accident and health insurance. 
“We think of both of them as se 
protection,” he said. “The life and A. 
H. company is in the business of eae 
care of all of our policyowners’ persona! 
insurance needs, whether he lives, dies, 
or when he becomes disabled. The re- 
sults of our efforts to have our men sell 
the full line . life and disability .. . 
depends on two important questions: 
(1) How do we train our new man? 
(2) How easy do we make it for him to 
sell the full line?” 

Pointing to the urgency of prope 
training for selling life and disability, 
the speaker said that training must be 
continuous and cannot be stopped at the 
end of 30 days or 60 days. “The sales- 
inen will do what they have been taught 
and trained to do. We must consistently 
follow up stressing the real sales ad- 
vantage of the accident and health ap- 
proach to the prospect and how this 
paves the way to future life insurance 
sales, 

“We will be selling the idea that dis- 
ability income is savings, too .. . set 
aside in an account ready for with- 
drawals when disability strikes .. . if 
our sales presentations and life insur- 
ance savings plans always include a 
convenient table illustrating benefits and 
premium rates for disability income 
plans, so that our policyowners may keep 
their savings plans intact when their 
turn to be disabled arrives.” 

Mr. Sayler said that companies should 
emphasize through training and _ sales 
materials that the purpose “of disability 
income is to replace part of the income 
lost and to help pay expenses added by 
disability. “Let’s not make the mistake of 
selling just the accessories . . . medical 
care plans,” he warned. 

“I ‘happen to believe we can do this 
job ahead,” Mr. Sayler said. “We can 
do it by selling our salesmen on the 
necessity of disability income, training 
him to understand it and how to present 
it and by giving him material that ‘illus- 
trates disability income is insurance for 
the living. 

“We have the market .. . we have the 
service ... and we have the sales organ- 
izations that are the envy of every busi- 
ness in the world. The days ahead can 
be good ones, indeed, for all of us... 
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if we will but sell! 
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OF BENEFITS and SERVICE 


A Golden Anniversary brings rewards and responsi- 
bilities. Mutual of Omaha’s reward in its Golden 
Anniversary Year is the satisfaction of being a 
pioneer in the health and accident insurance indus- 
try. Its responsibility is to continue the tradition 
of Strength, Stability and Service that has made it 
the largest organization of its kind in the world. 


Mutual of Omaha’s tremendous growth has 
brought about an unprecedented achievement. It 
is the only company ever to pay out more than one 
billion dollars in health and accident benefits in its 
first fifty years. Over 75 percent of that one billion 
dollars was paid out in the last 10 years. These 
were dollars that helped bring security to thou- 
sands of American families. 


Vhutual: 


OF OMAHA~ 


Home Office: Omaha, Nebraska 
Canadian Head Office: Toronto 


V. J. Skutt, President 


Largest Organization of its Kind 
in the World. 


The announcement of our one billion dollar payout 
of health and accident benefits brought us many 
letters, including this one from a well-known 
Southern banker: 

“Most insurance companies comment about the as- 
sets they have accumulated and been able to hold, 
yet your company is celebrating the fact that it has 
given one billion dollars of help as contrasted with 
retention. This great record, coupled with your 
splendid financial condition, bespeaks the type of 
administration that is human as well as efficient 
and sound.” 


It is this combination of human, efficient service 
that has made Mutual of Omaha the leader in 
its field. 
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For this athlete, there is only 

one way up. But if you are a 

Penn Mutual underwriter, many 
ways are open to you. You may 
choose direct sales, sales supervisory, 
management or General Agency work. 
Penn Mutual provides intensive 
training and educational programs 
to equip you for all phases of 
successful selling—from advanced 
underwriting to estate planning and 
pension and profit-sharing plans. 
Whatever course you choose, 

you can be sure that we will do 
everything in our power to help you 
achieve your goal. You see, we 
firmly believe that Penn Mutual 
opportunities should go to Penn 
Mutual men. Your success is our 
success—your future is our future. 











Back of Your 
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THE PENN MUTUAL LIFE INSURANCE COMPANY + INDEPENDENCE SQUARE ¢ PHILADELPHIA 





























